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he who robs me 


of my good name- 


A 


N undesirable employee can not only cause 
financial loss to his institution, but he is 
likely to commit acts which reflect on his 
employer’s business, thereby resulting in loss 


of good will. 


The agent should impress on the employer that, 
while bonding companies investigate the em- 
ployee, nevertheless it is advisable for the 
employer himself to become familiar with the 
employee’s home surroundings and his style of 
living. If the employee is living beyond his 
income, there is usually only one ultimate result. 
It is poor economy to pay too small a salary to 
one who handles cash. 


Indemnity Insurance Company 


of North America 


PHILADELPHIA 











CORROON & REYNOLDS, Inc. 


MANAGER 
92 WILLIAM STREET NEW YORK Clty, N. Y. 


AMERICAN EQUITABLE ASSURANCE CO., OF NEW YORK 


March 31, 1928, Statement 
After giving effect to additional funds paid into Treasury since that date 
ASSETS LIABILITIES CAPITAL SURPLUS TO POLICYHOLDERS 


$7,883,553 .34 $3,345,809.41 $2,000,000.00 $4,537,743.93 


BRONX FIRE INSURANCE COMPANY OF THE CITY 
OF NEW YORK 


July 7, 1928 Statement 
$4,000,000.00 $1,500,000.00 $1,000,000.00 $2,500,000.00 


BROOKLYN FIRE INSURANCE CO. 
March 31, 1928, Statement 
After giving effect to additional funds paid into Treasury since that date 


$4,762,920.03 $2,262,920.03 $1,000,000.00 $2,500,000.00 
KNICKERBOCKER INSURANCE CO., OF NEW YORK 


December 31, 1927, Statement 
$4, 105,633.66 $2,179,211.12 $1,000,000.00 $1,926,422.54 


MERCHANTS AND MANUFACTURERS FIRE INSURANCE CO. 


OF NEWARK, N. J. 
(CHARTERED 1849) 
March 31, 1928, Statement 
After giving effect to additional funds paid into Treasury since that date 


$4,726,524.78 $2,226,524.78 $1,000,000.00 $2,500,000.00 
NEW YORK FIRE INSURANCE CO. 


(INCORPORATED 1832) 
March 31, 1928, Statement 


$2, 188,244.11 $429,267.16 $1,000,000.00 $1,758,976.95 
REPUBLIC FIRE INSURANCE COMPANY 


PITTSBURGH, PA. 
(INCORPORATED 1871) 























March 31, 1928, Statement 
After giving effect to additional funds paid into Treasury since that date 


$2,428,355.78 $866,590.80 $600,000.00 $1,561,764.98 
SYLVANIA INSURANCE COMPANY OF PHILADELPHIA, PA. 


March 31, 1928, Statement 
After giving effect to additional funds paid into Treasury since that date 


$4,554,828.44 $1,521,571.74 $1,500,000.00 $3,033,256.70 


CLASSES WRITTEN 


Fire, Explosion, Riot, Civil Commotion, Tornado and Windstorm, Sprinkler Leakage, 
se and Occupancy, Profits, Leasehold and General Merchandise Floaters 


SOUND — PROGRESSIVE — EQUITABLE 


These Are Our Keynotes 
We welcome and invite this class of agency representation. 
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Take a Pencil and Scratch Pad 


Make a list of the classes of insurance that 
offer you an income. Which ones deserve the 
most attention. 


Consider first Automobile Insurance. Look 
at it with a cool, calculating mind. What does 
it hold for you in profits and prospects? 


First, understand that 55% of the families in the 
United States own oneor morecars. Better than 
one out ofevery two men you meet is a definite 
prospect. You don’t have to search the highways 
and byways. Chances are every man you see 
at a Rotary, Kiwanis or Chamber of Commerce 
luncheon should be carrying this coverage. 
There’s a tremendous market for it. 


Second, the premiums and commissions on 
the class promise sizable profits to the agent. 


Compare this market and opportunity with the 
other classes of insurance. Is it worth-while to 
devote to small-income-producing lines the time 
that might be spent on a big producer with 
plenty of prospects? 


Give more attention to Automobile Insurance! 


The Indemnity Company of America special- 
izes on Automobile. 


Indemnity Company of America 
ST. LOUIS, MO. 


CH. A. LEMP, President WM. J. LEMP, V. Pres. and Treas. 
HENRI F. DAVID, Vice-President SAM G. PARKS, Secretary 


Automobile Insurance 
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Destruction of Spanish Fleet 
in Manila Bay—May 1, 1898 


OU may fire when you are ready, Captain 
Gridley.” That quiet command issued by 
Commodore Dewey opened the onslaught upon the 
Spanish fleet in Manila Bay. Within six hours one 
ST of the most decisive and overwhelming naval battles 
of the world had been waged and won. And notan 
American life had been lost! 

Such victories with an unwounded victor are 
rare indeed. The Home, now in its seventy-fifth 
year, has undergone many onslaughts by ravaging 
fire and emerged scathed but unhurt, ready for the 
next catastrophe, ready to pay all losses and maintain 
her high insurance standards through her efficient 
and service-giving agency system. 


THE HOME ‘“axweay NEW YORK 


1653 1928 


THE HALLMAR 


Seventy Fif 
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CAMPAIGN AGAINST 
WILDCAT COMPANIES 


Reports From Various States 
Show Efforts Against Illegal 
Sellers of Insurance 


NEW ALBANY, IND., PUZZLE 


Tradition of Easy Money Seems To Be 
Handed Down to New 
Personnel 


Insurance wildcatters and  under- 
grounders seem to have favorite run- 
ways. New Albany, Ind., has always 
been a favored lair. Although the per- 
sonnel changes the tradition of safe and 
easy money seems to be handed down 
those 
them to engage in such business. 
Albany is on the Ohio river opposite 


Louisville and like many places opposite 


among whose principles allow 


New 


big cities in other states it seems to 
harbor people of different moral tone. 

Camden, N. J., is another hiding place 
for the flock of wildcats that is now in 
the public eye, and of course the main 
nest was in Newark, N. J., and Jersey 
City, N. J., opposite New York City, 
until it was raided by the New Jersey 
authorities under a statute passed ex- 
pressly for the purpose of routing them 
out. 

Two in New Albany 


Two offices in New Albany appear to 
be circularizing the country on unau- 
thorized insurance. In regard to J. D. 
Borgerding, Inc., Commissioner Clar- 
ence C. Wysong of Indiana said in a 
letter to an inquirer: 

“Under the Indiana law we have no 
broker’s license or licenses for the issu- 
ing of excess or surplus lines. This 
agency is licensed as an agent tor reg- 
ularly admitted companies to this state, 
but I am informed and have seen lit- 
erature which this firm is sending to 
other states wherein he is soliciting 
business for companies which are not 
authorized to do business in the United 
States or this state. The agency has 
been very careful to not solicit this 
business in the state of Indiana and I 
have made attempts to have this agency 
cease this sractice but have received 
no cooperation from it whatever.” 

The Associated Underwriters Agency, 
of New Albany, has sent out circulars 
and other matter, including a blotter 
reading as follows: E 

“Surplus lines and brokerage busi- 
ness placed for local agents anywhere 
in the United States or Canada. Prompt 


service. Liberal commission. Special 
facilities for insuring country stores, 
farm property, amusement properties 


and cotton gins. Special hazard risks 
of every description.” 

The name displayed on the blotter is 
Associated Underwriters Agency, Gen- 
eral Insurance, 325-6-7 Elsby building, 
New Albany, Ind. 


There are always little quirks about] Mutual, Millers Mutual of Illinois, Na- 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, THURSDAY 
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STANDARDIZATION PLAN | 
FOR AGENTS LICENSES | 


| 
| 
| 


HEARING WILL BE ARRANGED 


| 
| 


Committee of Insurance Commissioners | 
Will Take Up the Subject at 
Chicago Conference 


A meeting of the sub-committee of | 
the National Convention of Insurance | 
Commissioners on standardization of | 
applications for insurance agents’ li- 
censes and requisitions has been called 
for Sept. 20 in Chicago by Commis- 
sioner Howard P. Dunham of Connec- 
ticut, chairman. The other members of 
the subcommittee are Commissioners 
M. A. Freedy of Wisconsin and C. D. 
Livingston of Michigan. 

All insurance companies interested 
are invited to send representatives to 
this meeting. Among the organizations, 
the following probably will be repre- 
sented: National Association of Mutual 
Insurance Companies, Association of 
Life Insurance Presidents, National Bu- 
reau of Casualty & Surety Underwriters, 
Workmen’s Compensation Publicity Bu- 
reau, Federation of Mutual Fire In- 
surance Companies, National Associa- 
tion of Insurance Agents, Fire Under- 
writers Uniformity Association, Na- 
tional Association of Automotive Mu- 
tual Insurance Companies, National 
Board of Fire Underwriters and Amer- 
ican Life Convention. 

The sub-committee will submit its 
report to the National Convention of 
Insurance Commissioners, to be held at 
Rapid City, S. D., Sept. 24. 

The hearing will be held at the Edge- 
water Beach Hotel, Chicago. 


the operations of undergrounders sug- 
gesting careful study of legal ins and 
outs and a knack of imitating honest 
insurance. For instance, the surplus 
liner uses the name of J. D. Borgerding, 
Inc. There is a local agency shown in 
the Indiana handbook at New Albany 
in the name of J. P. Borgerding, 401 
Elsby building, but it is not incorporat- 
ed or is not shown as incorporated in 
the handbook, and there is a difference 
in one of the initials. It will be ob- 
served also that the advertising blotter 
of the Associated Underwriters Agency 
does not indicate that the agency is in- 
corporated. On the other hand, the In- 
diana handbook shows Associated Un- 
derwriters Agency, Inc., 325-327 Elsby 
building. The handbook shows Ray- 
mond QO. Davis as president and treas- 
urer of the Associated Underwriters 
Agency, Inc., and Anna E. Michel as 
secretary. 


Have Some Licensed Companies 


The companies in the agency of 
J. P. Borgerding are the Columbian 
National, Eureka-Security, National Re- 
serve, Netherlands, Old Colony, United 
States Fire, International Indemnity, 
Liberty of Ohio, and New York Indem- 
nity. The Associated Underwritets have 
a long list as follows: Camden, Cen- 
tral Federal, Globe & Rutgers, Millers 
National, National Reserve, Nether- 
lands, Pacific, Security of Iowa, Atlas 
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WESLEY E. MONK RESIGNS 


HIS COMMISSIONERSHIP 


RATE CONTROVERSY IS CAUSE 


Massachusetts Chief Had 
Proposed Higher Charge for Com- 


pulsory Auto Liability Cover 


Insurance 


Wesley E. Monk of 
Massachusetts has resigned following a 
controversy with Governor Fuller and 
other state officials over the announce- 
ment that compulsory automobile lia- 
bility rates would be increased jin 1929. 
Herman A. MacDonald, secretary to 
the governor, announced the resignation 
at the governor’s office. He said that 
Commissioner Monk’s action was vol- 
untary. 

Although the commissioner has main- 
tained that present rates for the com- 
pulsory coverage are inadequate, the 
governor and Lieutenant-Governor Al]- 
len have opposed the proposed increase. 
Attorney-General Warner also has op- 
posed the increase. 

In the opinion of Roger Clapp, as- 
sistant attorney-general, the commis- 
sioner’s failure to file the proposed rates 
before he resigned means that the pres- 
ent rates will continue in effect until 
1930. He quoted the insurance law of 
the state to the effect that rates shall be 
filed on or before Sept. 1 of the year 
in which they are made, but shall not 
become effective until the following 
year. 

“IT have nothing to say; I am a pri- 
vate “citizen now,” Mr. Monk said be- 
fore he left his office. The statement 
was made in answer to the question 
whether the commissioner thought the 
present rates for the compulsory cover 
would remain legally in effect. 

Governor Fuller of Massachusetts 
has declared his intention to accept the 
resignation of Commissioner Monk, the 
governor not being in sympathy with 
Mr. Monk’s holding for an increase in 
present automobile liability insurance 
rates in the state. 


Commissioner 





Mutual, American 
Mutual Auto, Fed- 
eral Savings & Insurance, London & 
Lancashire Indemnity, Mutual Plate 
Glass, National Surety, Southern Surety, 
Federal Mutual Life and Illinois 
Bankers Life Association. 


tional _Lumbermen’s 
Liability, Bankers 


Branch Offices at Queer Places 


J. P. Wilkinson & Co., who claim 
headquarters at Wilmington, Del., and 
who appear to be connected in some 
way with most of the unlicensed foreign 
companies whose policies are being 
offered throughout the country, claim 
branch offices at New Albany, Ind., 
among other queer places like Kennedy, 
Ala., Amos, Que., and St. Joseph, Can- 
ada. In a letter printed in Best’s In- 
surance News for June 20, Wilkinson 
& Co. claim to be securing an annual 
premium income of $2,000,000 in the 
United States. 


REVOKED AGENT’S LICENSE 
OKLAHOMA CITY, Sept. 5.—Okla- 


homa has revoked the license of an 
(CONTINUED ON PAGDB 33) 
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$4.00 Per Year, 20 Cents a is 
PROGRAM ANNOUNCED 
FOR AGENTS’ MEETING 


National Association of Insur- 


ance Agents Gives Details of 


Its Convention 
MANY NOTABLE SPEAKERS 


Well Rounded Schedule of Events Is 
Listed for the Big Gathering 
This Month 


Che tentative program for the annual 
convention of the National Association 
of Insurance Agents, to be held at West 
Baden 


Springs, Sept. 18-21, is an- 
nounced: 
Monday, Sept. 17 
9 a. m Meeting of National executive 
committee, continuing throughout 
the day 
Tuesday, Sept. 18 
10 a. m Meeting of state officers with 


National executive committee, con- 


tinuing through luncheon and until! 
{ p. m. 


Report of Finance Committee Ww. B 
Calhoun, Milwaukee, Chairman. 
12:30 p. m. Annual meeting, Indiana 
Association of Insuranee Agents 
luncheon and convention § session. 

W. H. Bruner, President. 


ip. m. Meeting National executive com- 
mittee. 
First Convention Session Tuesday 


Evening, Sept. 18 


Annual Get-Together Dinner held in the 
Atrium. President W. Eugene Har- 
rington, Atlanta, Ga., presiding. 

Singing, “America,” W. B. Calhoun lead- 
ing. 

Invocation, tev. Joseph 
West Baden, Ind. 
Greetings from Indiana Association of 
Insurance Agents, W. H. Bruner, 

South Bend, President. 

Greetings from Indiana Insurance De- 
partment, Clarence C. Wysong, In- 
dianapolis, Commissioner of LInsur- 
ance. 

Greetings from the National Association 
of Casualty & Surety Agents, Charles 
H. Burras, Chicago, President. 

Address of Welcome, F. Harold Van Or- 
man, Indianapolis, Lieutenant Gov- 
ernor, Indiana, 

Address, “Make Hay While the Sun 
Shines,” J. Heber Hudson, Chicago, 
Director of the Mercantile Affairs 
Department of the Illinois Chamber 
of Commerce. 


Honningford, 


Second Convention Session, Wednesday 
Foreneon, Sept. 19 


(Convening Hour, 9:30) 

Call to Order by the President. 

President's Annual Address, including 
the Report of the Administration, W. 
Eugene Harrington. 

“Business Development,” the Convention 
Theme, R. P. DeVan, Charleston, W. 
Va., Chairman, Executive Commit- 
tee. 

Address, “Business Development Through 
Publicity,” Charles C, Younggreen, 
Milwaukee, President, International 
Advertising Association. 

Appointment of Committees. 

Address, “Twenty-Five Million Dollars’ 

(CONTINUED ON PAGE 34) 
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HOME OF NEW YORK’S 
POSTER CONTEST CLOSES 
HOWARD LEATART IS WINNER 
Art Competition Is Effective Means of 
Disseminating Fire Prevention 
Information in Schools 


[he first prize of $100 in the national 
fire prevention poster contest conducted 
by the Home of New York, was won by 
i Jr., of Oakland, Cal. 

submitted through 


This poster was tted_ 
L. S. Pratt, Home agent in San Lean- 
dro, Cal. The second prize, $50, went 


to Leocadia Bankoske of Dunkirk, N. Y., 
the poster being submitted by the Ww. W. 
Heppell Co., Home agents. Third prize, 
$25, was awarded to Lily J. Ruth of 
Eugene, Ore., the poster being sub- 
mitted by the C. D. Lee agency. 

The contesting posters were judged 
at the home office of the company by 
four men prominently qualified to pass 
upon the merits of the designs. They 
were Warren W. Ellis, manager of the 
public relations department of the Na- 
editor 


tional Board; Clarence Axman, 
“Eastern Underwriter”; Arthur Car- 
ruthers, editor “Safety Engineering’; 


H. Devitt Welsh, prominent New York 
artist. 
Contest Educational 


The purpose of this contest was 
mainly to develop and increase interest 
in fire prevention among high school 
students. Local Home agents initiated 
contests in their high schools and of- 
fered suitable prizes for the winning de- 
signs. These were entered. in the con- 
test conducted by the Home and from 
them the prize winners were chosen. 

Much local interest was manifested. 
News items appeared frequently in the 
papers and, in one instance, the Home 
agent received over 12 columns of pub- 
licity. In several cases the local agent 
had as the judges of the awards the 
mayor of the city, the fire chief, the su- 
perintendent of schools and the art su- 
pervisor. Several of the local awards 
were made at the high school gradua- 
tion exercises, the announcement ap- 
pearing on the graduation program. 

One of the interesting features of 
this contest is that it keeps the subject 
of fire prevention alive the year around. 
Commencing early in the year, the stu- 
dents are informed of the contest. Then 
follows a more or less extended period 
during which the posters are made. In 
June the local prizes are awarded and 
the agent holds an exhibition of them 
it his office. Such an exhibition, con- 
taining from 25 to 75 colorful posters, 
would naturally attract notice. From 
these exhibits, the prize winners are 
selected for competition in the national 
contest. Then in the fall, during Fire 
Prevention Week, the national winners 
are announced and the agent is given 
another opportunity of using his dis- 
play in connection with a reproduction 
of the prize-winning design which is 
sent to him and to all Home agents at 
that time. 

W. W. Darrow, advertising manager 
of the Home, anticipates the continua- 
tion of the fire prevention poster con- 
test next year and announcements will 
appear regarding it in “News from 
Home,” the company’s house organ, and 
in other journals. 





Must Pay on Reinsurance 


FRANKFORT, KY., Sept. 5.—A 
of the attorney-general has been ob- 
tained by the Kentucky department on 
the contract between the Henry Clay 
Fire and the Hartford Fire. The attor- 
ney-general rules that the Hartford 
Fire is liable for taxes on the reinsur- 
ance premium. Te Hartford contended 
that its contract with the Henry Clay 
was not reinsurance, but a lease. The 
attorney-general ruled that it is rein- 
surance, and that the word lease has no 
application except to real estate. 


ruling 
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SQUAWKS FROM BLUE GOOSE CONVENTION 








Those fortunate enough to have at- 
tended the Montreal convention will ever 
recall with pleasure the generous enter- 
tainment provided by the Quebec Pond, 
the members of which were unfailing in 
their courteous attention to the visitors. 
The Blue Goose spirit is developed in 
high degree among Canadians as well as 
among those resident in the United 
States. 

>. . . 

Added attraction to the convention hall 
as well as to the ballroom of the hotel in 
which the good fellowship dinner was 
held on Thursday evening was supplied 


by the banners of many of the ponds 
which were prominently displayed on 
the walls. 
. . . 
H. Churchill Smith, the new grand 


keeper of the golden goose egg, is local 
manager at Toronto for the Liverpool & 
London & Globe, and a graduate of the 
corporation’s head office in England. 
Prior to his going to Canada five years 
ago he represented the company in Ar- 
gentina. Gander Smith is an enthusiastic 
member of the Blue Goose, believes in 
and practices the motto, “Tote Fair,” and 
as a 
full share of work. 
. > . 

While the golf tournament committee 
failed to furnish its anxiously looked for 
report, it is an open secret that the cup 
was lost by the Americans this year, 
having been captured by their Canadian 
friends. 

> > > 

A feature of this year’s convention, 
and one that added not a little to the 
general interest, was the reading of re- 
ports from each of the 43 represented 
ponds. With few exceptions, these told 
of excellent work performed in their re- 


spective jurisdictions, the Blue Goose 
supplying a platform upon which field 
representatives of affiliated and non- 


affiliated companies alike can stand and 


grand nest official is sure to do his | 


! entertainment committee of 


| 

} 

i] 

| Highlights from Annual Meeting of Grand Nest, Held in Montreal ! 
H 


BY GEORGE 





A. WATSON = 





enthusiasm shown by Most Loyal Grand 
Gander Harris in promoting the welfare 
of the order, but to take in the sights of 
the far-famed Golden Gate and the terri- 
tory adjacent thereto. 

* . * 

It was a revelation to many to learn 
of the diversified activities in which 
many of the ponds are engaged, a num- 
ber maintaining special funds from which 
unfortunates are aided, the work being 
carried on quietly. Those charged with 
the distribution of funds do not report 
even to their fellow members the names 
of recipients of their bounty. 

> > . 

Gander Paul E. Rudd is now entering 
upon his thirteenth year as grand 
wielder of the goose quill, his nomination 


and election being enthusiastically re- 
ceived. Mr. Rudd is one of the most ear- 
nest and intelligent workers in the or- 


ganization and through his fine courtesy 
keeps its affairs moving without the 
slightest friction. He can hold his pres- 
ent office so long as he can be induced to 
do so, and that, the members hope, will 
be well into the future. 

. . . 


chairman of the 
the New 


Frederick Ackerman, 


| York City pond, was in Montreal to meet 


wife upon her return from a Euro- 
pean trip, both planning to stop over for 
convention sessions. The sudden 
of Mrs. Ackerman’s mother, how- 
compelled their leaving for home 
at once. A telegram of sympathy was 
sent by the grand nest officers, by all 
of whom Gander Ackerman is well 
known and liked. 

* 


his 


the 
death 
ever, 


> 

Though now a resident of Philadelphia, 
former Most Loyal Grand Gander T. 
Geraghty was long located in Montreal 


and a popular member of the Quebec 
pond. Between sessions he was kept 
| busy meeting old friends and greeting 


while yet loyal to the interests of their | 


employers can carry on in a spirit of 


friendly rivalry, each considerate of the | 


position of his fellows. 
. 2 
“Cali-Cali-California; 
fornia in 1929,” was the refrain lustily 
rendered by representatives from the 
Golden State. While the flight to San 
Franeisco will be a long one for pond 
members domiciled in the East, the prob- 
abilities are that a considerable mfumber 
will wing their way to the shores of the 
Pacific, not alone in appreciation of the 


Cali-Cali-Cali- 


new ones, all eager to compliment him 
upon the success of his administration. 
= 7 + 


The graceful draping of the Union 
Jack and the Stars and Stripes over the 
platform in the convention hall, no less 
than the cordial treatment extended dele- 
gates and visitors from the States by 
their Canadian hosts, served to em- 
phasize the truly international oa 
anc 


of the Blue Goose organization, 
induced the thought that if the prin- 
ciples of the body were adopted by the 


(CONTINUED ON PAGE 34) 








ae 
CONDENSED NEWS OF THE WEEK 





Sub-committee of the National Con- 
vention of Insurance Commissioners on 
standardization of agents’ licenses will 
hold a hearing in Chicago Sept. 20. 

Page 3 
es = s 

Program for the annual convention of 
the National Association of Insurance 
Agents to be held at West Baden Springs 


is announced. Page 3 
x * * 
Commissioner Wesley E. Monk of 


Massachusetts resigns after controversy 
with other state officials over his pro- 


posal that compulsory automobile liabil- | 


ity rates be increased for 1929. 


Page 3 | 


Charles Dobbs, editor 
“Insurance Field” of Louisville, is dead. 
es 29 
Prize winners are announced in Home 
of New York’s national fire prevention 
poster contest. Page 4 
J. Charles Harris of San Francisco is 
elected most loyal grand gander of the 
Blue Goose. Word “International” is 
added to title of order. Page 5 
i 





in chief of the | 


| Judge Hamilton. 


Plans are being made for the annual | 


meeting of the Insurance Advertising 
Conference in Washington, D. C. 
Page 4 
*x* * * 

Norman R. Moray, vice-president and 
general 
dent & Indemnity, has resigned to be- 
come president of the Southern Surety. 

Page 41 
*x* *x * 


manager of the Hartford Acci- | 


Health & Accident Underwriters’ Con- | 


ference is holding its annual meeting in 
Chicago. Page 39 


“underground” com- 
News from sev- 
against wild- 

Page 5 


Laws against 
panies are summarized. 
eral states in campaign 
catters. 

=. 

Cooperative advertising conference to 
be held during convention of Missouri 
Association of Insurance Agents. 


Page 8 
x * * 
Continental announces results of sur- 
vey of fire department efficiency. 
Page 15 


* * * 


Program for the annual meeting of the 
Michigan Association of Insurance Agents 


at Muskegon is announced. Page 5 
* * * 
The Great National of Washington, 


Page 5 | D- C., is entering new states and extend- 


ing its business. Page 40 


* * * 
St. Louis taxicab liability dispute has 
been taken under advisement by Circuit 
Page 40 

x * x 
Credit Association of the Building 
Trades of New York declare companies 
should discriminate in contract bonds in 


favor of higher grade operators. 
Page 39 
x *x x 
National Surety plans to add $1,000,000 
to its capital. Page 41 
x * 


Charles Niebling, president of Bankers 


Indemnity, is severely injured in auto- 
mobile accident. Page 41 
x * x 
Casualty company underwriters meet 


this week to discuss the compulsory lia- 
bility automobile situation in 
Page 39 


Massachusetts. 


rate 


| 








ADVERTISING MEN ARE 
ARRANGING PROGRAM 


_ 


INTEREST IN THE EVENTS 


Chauncey S. S. Miller of the North 
British Will Preside at the 
Get-Together Dinner 





Plans are being formulated for the 
annual meeting of the Insurance Adver- 
tising Conference to be held at the 
Hotel Washington, Washington, D. C., 
Sept. 30-Oct. 1-3. The get-together 
meeting will be held Sunday evening, 
Sept. 30, with Chauncey S. S. Miller, 
publicity director of the North British 
& Mercantile, in charge. There will be 
motion pictures exhibited by members 
whose companies have put out films for 
exhibition and advertising purposes. 


Keynote of the Sessions 


The keynote of the business sessions 
of the conference will be: 

Telling and selling: 

(a) The agents. 

(b) The public. 

This slogan was adopted at the sug- 
gestion of W. W. Darrow, advertising 
manager of the Home of New York. 
There will be much said at the sessions 
regarding the actual and_ theoretical 
value and experience of company groups 
of institutional public relations experi- 
ments or plans. 

Clifford Elvins, president of the con- 
ference, will preside at the first session, 
George E. Crosby of the Aetna Fire, 
chairman, will make the keynote ad- 
dress. The first scheduled talk will be 
by W. L. Barnhart, publicity director 
of the National Surety. He was for- 
merly a salesman with its forgery bond 
department and later manager, special 
agent and assistant sales manager of the 
department. He has contributed a 
number of articles to “Printer’s Ink.” 


0. B. Ryon to Speak 


Following Mr. Barnhart, O. B. Ryon 
of Streator, Ill., former counsel for the 
National Board of Fire Underwriters, 
who is acting in an advisory capacity 
in the public relations campaign of that 
organization, will give a talk outlining 
what is contemplated in National Board 
publicity campaigns. 

Roger B. Hull, managing director and 
general counsel of the National Asso- 
ciation of Life Underwriters, will speak 
on “The New Industrial Citizenship” at 
the Monday session. 





U. S. INSURANCE METHODS 
IMPRESS JAPANESE AGENT 





HARTFORD, Sept. 5.—Saying that 
he is “particularly impressed by the sci- 
entific methods of adjusting insurance 
rates,’ which have been developed in 
the United States, Shigejiro Inushima, 
fire and marine insurance agent of Toy- 
ama, Japan, says he is convinced that 
Japan’s insurance companies “have 
much to learn” from American compa- 
nies. Mr. Inushima expressed his opin- 
ion while visiting the Hartford Chamber 
of Commerce. He came to Hartford 
with his interpreter, Kenji Nojira. 

Mr. Inushima, who is a_ personal 
friend of the commercial secretary of 
the Japanese embassy in New York, 
came to Hartford because “he wished 
to see the ‘insurance city of the world’ 
at first hand.” 

One of the most active insurance 
agents in Japan, Mr. Inushima has his 
chief office in Toyama, with branches in 
Tokyo, Hakodate, Otaru and Sapporo. 
He represents the Sun of London, New 
Zealand Fire, Tokyo Fire, Nippon Fire, 
Nippon Marine and Chiyoda Fire. 

Mr. Inushima has left for Japan, but 
expects to return to this country soon 
for a prolonged study of insurance 
methods. 
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AGAINST OUTSIDERS 


Cannot Lawfully Place Business 
of Their Customers with Un- 


licensed Companies 


STATE RULES REVIEWED | 


Provisions Regarding Licenses in Va- 
rious Jurisdictions Are Given 
and Penalties Shown 
Insurance has been free from under- 
grounders and 
that 


wildcatters for 
public, the 
and the have 


ceased to be on their guard. 


long 


so 


the insurance depart- 


ments agents almost 


At 
anything for nearly 20 years. Although 
the company mortality has been heavy 
in that period, the business has always 
been reinsured, usually in a still larger 
this there has been 
no difficulty about getting enough in- 
surance. Beginning with the war the 
companies ran wide open, with big lines 
and little selection. Thus there has been 
no market for doubtful insurance. 


company. Besides 


Agents Forget Penalties 


The change in underwriting by which 
the fire companies have converted an 
underwriting loss of $40,000,000 a year 
into an underwriting profit has involved 
severe pruning of lines. This meant 


that agents had many risks difficult to | 


place and assureds with hazardous prop- 


AGENTS FORGET LAWS 


least | 
in fire insurance the public has not lost | 





EDITOR CHARLES DOBBS 


HAD LONG NEWSPAPER CAREER 





| As Editorial Head of the “Insurance 
Field” He Gained Wide Dis- 


tinction as a Writer 


| The insurance fraternity was shocked 
|} to learn of the sudden death of Charles 
Dobbs of Louisville, editor in chief of 
jthe “Insurance Field,” late Saturday 
afternoon. He was sitting in his chair 
at his home after having spent a time 
at the Audobon Club, arriving home 
about 5 o'clock. He complained that 
he felt tired and weak but Mrs. Dobbs 
not alarmed to his condition. 
She left him reading the evening paper. 
Shortly thereafter she returned from 
the garden where Mr. Dobbs was 
sitting and found in the chair dead. 
Col. Dobbs was an outstanding factor 
in insurance newspaper work. He had 
been connected with the “Insurance 
Field” since 1905. When he entered 
the employ of the “Insurance Field” 
he at once began a study of various 
classes of insurance and their relation- 
| ship to general business. When C, I. 
Hitchcock, president of the “Insurance 
| Field” died, Mr. Dobbs was chosen as 
leditor in chief, Young E. Allison, Sr., 
| taking Mr. Hitchcock’s place. Mr. 
| Dobbs was a vigorous, analytical, 1n- 
| cisive writer with a knack of penetrat- 
jing deeply into a subject. He appeared 
lat times before insurance bodies 
his addresses were always finished and 
showed profound study. 
| forte in connection with the “Insurance 
| Field” was the championship of legal 
| reserve life insurance. 


was as 


to 


| torial work. 
|known than in any other. 


| Was at West Baden Meeting 


erties have found it difficult to get 
enough protection. The agents, how- 
ever, have forgotten that there are | 
penalties on using unauthorized com- |} 


panies except in accordance with the | 


“surplus line” laws. 
The laws of the various states have 
been reviewed for the benefit of agents 
Alabama—wWriting for 
companies is forbidden 
No surplus line law. 
Arizona—Fine of $500 for agents and 


unauthorized 
under penalty. 


15 percent penalty tax on premium 
against the assured on business placed 
in unlicensed companies. No surplus 


line law. 

Arkansas—If any person shall attempt 
to solicit for and in the name of a non- 
admitted company he shall be guilty of 





J. CHARLES HARRIS 
Most Loyal Grand Gander 


The last convention of note that Mr. 
| Dobbs covered was the meeting of the 
jexecutive committee of the National 
|Convention of Insurance Commissioners 


at West Baden Springs, Ind., early in 
June. At that time he complained of 
being worn out. He left soon after- 
wards on a trip east going to Johns 
Hopkins University Hospital at Balti- 
more for observation and later to the 
Life Extension Institute in New York. 
It then became apparent that Mr. Dobbs 





was afflicted with a serious case of heart 
Returning heme to Louisville, 


| trouble. 


' 





THE NATIONAL UNDERWRITER 


EXPIRES SUDDENLY 





His particular | 


Mr. Dobbs had | 
|a particular flair for life insurance edi- | 
In that field he was better | 








ANNOUNCE PROGRAM FOR 


MICHIGAN CONVENTION 


GOOD SPEAKERS ARE LISTED 


Complete Details for Agents’ Meeting 
to Be Held at Muskegon Sept. 
12-13 Given Out 


MUSKEGON, MICH., Sept. 5.—An 
imposing array of speaking talent, in- 
cluding such men as President W. Eu- 
gene Harrington of the National Asso- 
ciation of Insurance Agents; James \V 
Barry, vice-president of the Metropoli- 
tan Life; E. J. Schofield, vice-president 
the Standard Accident; Charles R. 
Street, vice-president of the ‘Great 
American, and Commissioner Charles 
D. Livingston of the Michigan depart- 
ment, is to be provided for the annual 
convention here Sept. 12-13 of the Mich- 
igan Association of Insurance Agents, 
it was disclosed today when the official 
programs were released by G. C. Chad- 
dock, local agent who has headed the 
committee arranging details for the big 
gathering of Michigan agents. 


or 


Round Table Discussions Featured 


Many live issues of the day will be 
taken up at the convention, not only 
by 
Among the sub- 
jects which are expected to stir special 
interest are automobile insurance and 


/ the agents’ attitude toward compulsory 
| coverage, 
and | 


branch office 
agency advertising, and better business 


| methods. 
An attendance of from 200 to 300 is | 


expected. Muskegon’s advantages as a 
resort city and the unusually early con- 
vention dates, virtually before the close 
of the resort season, is expected to prove 
a drawing card which will 


held in an inland city at the usual time 
in the autumn. 


The complete program follows: 
Wednesday Noon 

Round Table Meeting of Officers of 
Local Boards with Fred L. Winter, 
President Michigan Association of Insur- 
ance Agents. 

Afternoon 
Call to Order, President Winter 


Reading 
3rown. 
teports of Officers and Committees— 
President; Secretary and Treasurer; Con- 
ference Committee, G. C. Chaddock, 
(CONTINUED ON PAGE 13) 


of Minutes, 


Secretary Geo 





OSE. 


D. L. MeCOY 
Grand Supervisor 


HENRY L. ROSE 
Grand Custodian 


the speakers but in round-table dis- | 
| cussions of the agents. 


i (,o0se, 


competition, | 


bring out | 
| more agents than if the meeting were 


| of 


tr 


|J. CHARLES HARRIS IS 


MADE GRAND GANDER 


San Franciscan Unanimously 
Elected Head of Organization, 
Successor to T. L. Geraghty 


ORDER IS INTERNATIONAL 


Title Is Altered in Such Manner as to 
Include Canadian Ponds, Which Are 


Increasing in Number 


OFFICERS ELECTED 


Most Loyal Grand Gander—J. Charles 
Harris, San Francisco. 

Grand Supervisor of the Flock—D. L. 
MeCoy, Sioux Falls, 8. D. 

Grand Custodian of the 
Henry L. Rose, Baltimore. 

Grand Guardian of the Nest—William 
F. C. Fellers, Jacksonville, Fla. 

Grand Wielder of the Goose Quill— 
Paul E. Rudd, Milwaukee. 

Grand Keeper of the Golden Goose Keg 
—H. Churchill Smith, Toronto. 


Goslings— 


GEORGE A. WATSON 


MONTREAL, CAN., 
Henceforward the Ancient & Honorable 
Order of the Blue 
Honorable 


BY 


sept 


Goose will be known 
of Blue 


amendment 


as the Order the 


International. ‘This 


to the title that had served since the 


llaunching of the organization was 
adopted at the annual convention held 
here Aug. 28-30. The addition of the 
word “International” was made in ap- 


preciation of the broadened field of the 
order’s supervision, Canada now having 
a number of well supported ponds, with 


every prospect for the creation of still 
others. ‘ , . 
Additional happenings of particular 


| note during the convention were: 


1. Adoption of a number of changes 
in the constitution and by-laws of the 
organization, making for greater clarity 
their intent, and the enactment of 
several new provisions to meet changed 
conditions in pond administration. 


Group Life Pian Clarified 


2.. Explanation of various features of 
the group life insurance coverage, con- 
cerning which members were previously 
uncertain. 

3. Reading 








for the first time since 


GRAND NEST NAMED AT MONTREAL 


WILLIAM F. C. FELLERS 
Grand Guardian 





THE NATIONAL 























IRE can destroy the four walls, the floors, 
the physical elements of a building. 

But the landlord’s income is always pro- 
tected against its greedy fangs by a Rent 
Insurance Policy. The property owner is 
shielded from the extra cost of temporarily 
renting new premises by a Rental Value 
policy. And the holder of a valuable lease 
rests secure behind the protection of a Lease- 
hold policy. 

Most important of all, these policies form 
an impassable wall that protects the busi- 
ness reputation of the agent. When the 
fire has died down, the agent whose fore- 
sight provided this complete coverage wins 
the gratitude and respect of his client. 

Which is an invaluable reward for the 
small effort necessary to properly sell the 
various forms of Rent Insurance. 


™ J IVERPOOL, 
wo | _ONDON 
“ GLOBE, 


Insurance Co uo 
Executive Offices: 1 Pershing Squar: 
80th Park Ave. at 42nd St., New York, N. Y. 


Year in the 


Pacific Coast Dept., San Francisco 
United States 





THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 
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the creation of the national order of re- 
ports from practically all of the con- 
stituent bodies. 

4. Election of grand nest officers for 
the new fiscal vear. 

5. Decision to hold the 1929 con- 
vention in San Francisco. 

6. The appeal of Most Loyal Grand 
Gander J. Charles Harris, immediately 
following his installation in office, for 
concerted effort on the part of Blue 
Goose members the country over in ex- 
tendi-g the usefulness of the order. 

6. The admirable entertainment pro- 
vided delegates and guests by the Que- 
bec pond. 


Representation Large 


Registration disclosed that 37 Amer- 
ican and 6 Canadian ponds were 
represented at the meeting, each by two 


delegates together with a number of | 


non-official members, the total attend- 
ance aggregating several hundred, a 
larger number than that reported at any 
former gathering. 

The present total Blue Goose mem- 
bership, according to the report of 
Grand Wieldér Paul E. Rudd, is close 





T. L. GERAGHTY 
Retiring Most Loyal Grand Gander 


to the 7,000 mark. Many of the state 
or regional ponds have added substan- 
tially to their rosters during the past 
12 months, several advising 100 percent 
membership of eligibles. 

Reading of the minutes of the 1927 
Grand Nest convention being dispensed 
with, these having already been printed 
in the bulletin of the order, Most Loyal 
Grand Gander T. L. Geraghty submit- 
ted his annual report. In it he re- 
viewed the activities of the organiza- 
tion in the past year and offered a num- 
ber of suggestions, the adoption of 
which he felt would still further enhance 
the worth of the Blue Goose to its 
mémbers and to the business in which 
they are engaged. 

fhe committee to which the report 
was referred—W. T. Benallack, chair- 
man; W. P. Fess, John A. Hanson and 
H.! A. Presler—paid tribute to the “effi- 
cient, able and dignified manner in 
which the most loyal grand gander had 
conducted his’ office, concurred in his 
recommendation that a life insurance 
committee be created and counseled the 
appointment of Past Most Loyal Grand 
Gander E. D. Marr as life insurance 
secretary, Gander Marr having already 
done considerable work in connection 
with the group cover and being thor- 
oughly familiar with the detail. 





Permanent Wielders Suggested 


Endorsement was also given by the 
committee to the proposition advanced 
by His Highness “that wherever pos- 
sible pond wielders be maintained in 
office as permanently as consistent, and 
chosen for their particular qualifica- 
tions to which this manifestly important 
position warrants,” adding that “it is 














especially desirable that past most loyal 
grand ganders be considered for the 
office.” Because of the need for econ- 
omy the committee questioned the wis- 
dom of inviting at grand nest expense 
“one of the past most loyal grand gan- 
ders to the annual meetings.” 

Changes in the constitution of the 
order, recommended by the responsible 
committee, of which Guy H. Fuller of 
Oklahoma City is chairman, and as- 
sented to by the delegates, in addition to 
the change in the title of the organiza- 
tion noted above, include the deletion of 
the words “or automobile” from Article 
Il, paragraph A, making clear thereby 


| that meinbers engaged in the fire in- 


surance business only and not in the 
casualty lines are eligible to blue goose 
membership. 

The advisability of admitting casualty 
men to the organization was considered 
at the Dallas convention last year, and 
Was again advocated here, but failed to 
meet general favor. The amendment 
to the constitution above noted effec- 
tively precludes any possibility of such 
membership so long as the definition 
stands. 


“Company Hepresentatives” Defined 


To obviate all misunderstanding as to 
what company employes are eligible to 
membership, item B of Article II as 
amended reads: “Company executive 
officers, departmental managers, assis- 
tant departmental managers, general 
agents, assistant general agents, execu- 
tive officers of departments and gen- 
eral agencies, having jurisdiction over 
at least one state or province, and their 
traveling representatives, inspectors, ad- 
justers. (Note—All the foregoing must 
be employed by companies, but local 
agents are not eligible.)” 

To provide for honorary life member- 
ship in the order the following section, 
tc be known as Article XV of the con- 
stitution, was adopted: 

“Any gander who has been a mem- 
ber in good standing, affiliating with one 
or more state or provincial ponds for 
at least 20 consecutive years, shall be 
entitled to state or provincial pond life 
membership, under the following con- 
ditions: 

“1, Once a Blue Goose, always a 
Blue Goose. 

“2 Upon reaching the age of 70 years, 
whether actively engaged in the va- 
rious phases of fire underwriting, en- 
gaged in other business pursuits or re- 
tired from active business life. 

“3. Upon reaching the age which 
brings retirement from complete com- 
pany employ active duties through the 
company age limit pension rule. 

“4. Any gander honored by either 
the second or third sections of this reso- 
lution shall cease to pay annual dues to 
the state or provincial pond of which he 
is a member. State or provincial ponds 
shall be relieved of paying grand nest 
dues of the gander honored by life mem- 
bership. 

“5. State or provincial pond life 
members shall enjoy all the privileges 
of regular membership.” 


Article VII Altered 


Article VII, defining the qualifications 
of parties proposed for officials of the 
grand nest was altered to read: 

“All elective officers of the grand nest 
must be accredited delegates of their 
ponds, and must have served at least 
one full term as an officer of a pond, 
or as an official of the grand nest and 
shall consist of . .” Here follows 
the official staff as previously set forth 
in the article. 

To conserve the exchecquer of the 
grand nest the following change in Sec- 
tion 28 of the by-laws was endorsed: 

“The grand nest is authorized to 
reimburse each pond for the actual 


expenditures necessary for railroad trans- 
portation and pullman berth fare of ac- 
credited delegate or delegates in atten- 
dance at the grand nest annual meeting 
as hereinafter designated, provided such 
delegate or delegates attend such meet- 
ing at the expense of the pond. The 
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(= TON is one of America’s great assets. 
A considerable loss of it might affect 
manufacturers, retailers and consumers 


f everywhere. The White Fireman, therefore, 
s a has not overlooked cotton protection as a 
j sy} partofhisall-inclusiveloss-prevention service. 
S y, t / C In the last decade he has effected improve- 
oad , a r y 


ments in the fire-safeness of a thousand 

































/ warehouses at cotton concentration ports. 

. ° 44,000,000 square feet of sheds have been 

mY”) "fs ) i, constructed to reduce the hazard of fires from 

if / / f Ahi “if / sparks. 48 miles of fire walls have been 

: . . erected to minimize the number of bales 

if subject to a single fire. 140 mifes of water 

. . mains, 75 miles of fire hose, thousands of 

: a hydrants and hundreds of automatic sprink- 

& 4 } i « sh } if ca  ( } ba ler systems have been added to fire-fighting 

f toma er equipment. 

} f That the White Fireman’s work has not 

" 5 [ » \ ae “2 been in vain is evidenced by the fact that the 

4 4 c 4 ] cate re | i average annual cotton loss for the past five 

years was considerably lower than for the 
preceding five years. 


Mmeleneline Op 





ommendations for the reduction of fire-hazards. Maintenance 

of the Underwriters’ Laboratories for the testing of building 

materials, the practical trial of fire extinguishers and other 
i i the 





P quip ion of electrical apparatus 
and materials. Various other kinds of technical assistance 
for the furtherance of property conservat lion. The North 
America Agent will tell you howto secure this valuable service. 


_ Insurance Company of 


North America 


PHILADELPHIA 
and 


Indemnity Ins. Co. of 
North America 


write practically every form of insurance except life 





The Oldest American Fire and Marine Insurance Company— 


Property Owners may Secure Loss - prevention Service through Responsible Insurance Agents 


(Reproduction of September 15th Saturday Evening Post advertisement 


If you are in the insurance business you should be interested in the magazine 
advertising of the Insurance Company of North America. It is your advertising 
—because, by telling property owners about the constructive loss-prevention work 
which insurance companies are doing, it is increasing the public’s regard for you 
and for everybody associated with insurance. 


The advertisement reproduced above, in which the White Fireman symbolizes 
the loss-prevention engineering service of the Marine Underwriters, appears in 
full-page size, two colors in the September 15th issue of the Saturday Evening Post; 
the September issues of Atlantic Monthly, Golden Book, Harper’s Magazine, 
Review of Reviews, Scribner’s Magazine and World’s Work; and in the October 
issue of American Magazine. A combined circulation of nearly six million. 
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The Alliance Agent immediately <2 
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The Alliance Agent 
in fire-safety. 5 ¢ 
in heading off fires 
might otherwise 36 
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THe Alliance Agent 
can often show how to 
lessen fire hazards 
and reduce premiums ; 


Senile 












Insurance 
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eA lliance national 
advertising builds 
prestige for the 
Alliance Agent 





THE 
ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 
Head Office: 1600 Arch Street, Philadelphia 


CHICAGO 
2 W. Jackson Bivd. 


SAN FRANCISCO 
2331 Sansome Street 


ATLANTA 
8th Floor, Hurt Bldg. 
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grand nest will not be obligated to re- 
imburse any expense for more than one 
delegate from any pond which has not 
one hundred members actively on its 
membership roll, and where a pond has 
more than one hundred members the 
grand nest will not be obligated to re- 
imburse more than 75 percent of the 
amount remitted to the grand nest as 
dues for the current year. In no case 
will the grand nest be obligated to re- 
mit any expenses to any individual pond 
until such pond has paid its annual dues 





for the current year to the grand nest.” | 


Item D, Section 28 of the by-laws, 
providing for the payment of expenses 
incurred by the most loyal grand gan- 
der or his deputies through attendance 
at authorized meetings, was amended 
to include “other grand nest officers.” 
It was further agreed that in future any 
proposed change in either the consti- 
tution or the by-laws of the order be 
disseminated among members of the 
body through the medium of a special 
bulletin to be issued by the grand nest. 


Emblem to Be Changed 


In view of the numerous changes in 
the governing regulations of the or- 
ganization in recent years it was deter- 
mined that these be entirely reprinted 
within a reasonable period, the sugges- 
tion being offered at the same time 
that the form of blue goose emblem 
long used be discontinued and in its 
stead the figure of a genuine wild bird, 
which is far more graceful than that 
now portrayed, be secured. 

In the interest of economy, use of 
all. pond stationery now on hand will 
be permitted, but when additional sup- 
plies are needed these must bear the 
revised title and emblem of the organi- 
zation. 

No changes in the ritual of the order 
were recommended, Gander George R. 
Crosley, chairman of the responsible 
committee, advising that the form now 
in use is apparently entirely satisfactory 
to the members, no complaint regard- 
ing it or suggested addition thereto 
having been received. 

During the past fiscal year, accord- 
ing to Chairman C. E. Sanders of the 
necrology committee, 54 ganders have 
taken their final flight. 


Full Harmony Exists 


That a harmonious condition exists 
in the affairs of the order was evi- 
denced in the statement by the jurispru- 
dence committee that not a single prob- 
lem had been submitted it for review 
within the past 12 months. 

The regular committee had no recom- 
mendations to submit indicating that 
here. too, the existing status is wholly 
satisfactory. 

History of Order Read 


Of unusual interest, particularly to 
newcomers in the organization, was the 
history of the Blue Goose as prepared 
by Gander W. J. Hatcher of Milwau- 
kee and in his unavoidable absence read 
by P. M. L. G. Gander Benallack. The 
account will probably be printed in 
booklet form in the near future, and a 
copy furnished each member of the 
order. 

Of outstanding interest to attendants 
was the report of Gander E. D. Marr 
as chairman of the group life insurance 
committee. Gander Marr has been in- 
defatigable in his efforts to secure a 
desirable form of group coverage for 
Blue Goose members, and that his suc- 
was appreciated was 
sufficiently attested by the generous ap- 
plause that followed the conclusion of 
his remarks, and later by the unanimity 
of his election to the newly created 
office of life insurance seeretary of the 
organization. 

\ goodly part of Thursday's session 
was given over to reviewing the life 
insurance arrangement secured by Gan- 
der Marr from the American National 
Life of Galveston, Tex.. some months 
ago, the benefits of which more than 
3,000 members of the order have al- 
ready representative of the 


cess in so doing 


taken. A 











SPECIAL ADVERTISING 
CONFERENCE PLANNED 


MISSOURI AGENTS ALERT 


Association Will Cooperate With Na- 
tional Board in Spreading Stock 
Fire Insurance Message 


A special advertising conference is 
be held during the annual convention 
the Missouri Association of Insuranc 
\gents, which is to be held at the Stat- 
ler hotel, St. Louis, Sept. 13-14. Mis- 
souri is one of the four states where t 
National Board is starting a trial adver- 
tising campaign on Oct. 1, and the agent 
of Missouri are very interested in the 
campaign, as they feel that much g 
will be accomplished in counteracting the 
present adverse public opinion against 
stock fire insurance in the state. 

W. W. Ellis, assistant to the general 
manager of the National Board, will ! 
in attendance at the convention and 1s 
on the program for a talk to explain 1 
plan of the National Board. A _ larg: 
number of the agents will be present and 
will desire to know the plans of 
board as to copy to be used, space to | 
used, what papers are to be used a: 
what localities will be selected for 
campaign. 


s 





Cooperation General 

The Insurance Agents Association 
Kansas City. Mo., has long been a pio- 
neer in the field of cooperative advertis- 
ing, and it is thought that it is the efforts 
of this group coupled with the situation 
in Missouri which caused this state to 
be selected as one of the four to be 
taken for the trial campaign. Moberly 
and Trenton have in the past year also 
run cooperative campaigns. St. Louis is 
considering a campaign at the present 
time. These cities are all interested in 
running further campaigns and intend to 
tie their campaign in with the campaign 
of the National Board. 

It is the intention of the National 
3oard to work with the local agents in 
the various towns where the campaign 
‘s to be run. Definite information is not 
‘ow available as to just what cities or 
towns are to be used. It is felt that the 
conference with Mr. Ellis, the represen- 
tative of the National Board, and the 
agents of Missouri will be very fruitful 
of results and will be very beneficia! to 
the campaign in Missouri. 


life company was on hand and answered 
the many questions propounded him as 
to the terms of the coverage, illuminat- 
ing thereby a number of points hither- 
to obscure to certain members. 

Officers Unanimously Elected 


That J. Charles Harris, of San Fran- 
cisco, would succeed T. L. Geraghty of 
Philadelphia. as most foyal grand gan- 
der was wholly taken for granted, hence 
no surprise was expressed at his nomi- 
nation and unanimous election. It was 
eminently fitting, too, that the other 
grand nest officers who served with fi- 
delity and efficiency last year should 
be advanced. and they too were chosen 
without a dissenting voice, the grand 
wielder being directed to cast one bal- 
lot for the election of each. 

With the decision to hold the 1929 
convention of the order in San Fran- 
cisco at a time later to be decided upon. 
the business sessions of the gathering 
came to an end, concluding what was 
declared by those in position to voice 
an opinion, as being one of the most 
profitable and pleasant in the entire life 


| of the organization. 





A man is careful about the expression 
he assumes when he is having his picture 
taken. Every expression he assumes dur- 
ing a business day is pictured in some 
client’s mind. How would you like to 
look at a collection of the mind pictures 
that have been taken of you during the 
past week? 
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THE AETNA FIRE GROUP 


Three Strong Companies 
Providing Dependable Insurance 
in FIRE and ALLIED LINES 
and in CASUALTY and SURETY 
PROTECTION 
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| LEO THIEMAN GIVES SOME VIEWS 
| ON EFFECT OF CHAIN STORES 


| 








BY LEO E. THIEMAN 
Secretary Louisville Board 


OUND up almost inextricably with | 
B the problem of “Insurance Placed | 
Elsewhere” is the existence and | 
present expansion of chain stores mani- | 
festing themselves in practically every | 
phase of merchandising activity from 
the retail grocery on up to department | 
stores. It is not only local agents who | 
are affected by this new form of busi- 
ness; not only the independent compet- | 
itor dealers, but manufacturing interests | 
as well 
Will the chain stores, once well estab- 
lished, substitute their own private 
brands for the nationally advertised 
products of manufacturers? Will the 
chain stores, once they dominate entirely 
the retail outlet, assuming that this may 
happen, so reduce the profits of manu- | 
facturers as to place them on a basis 
of doing business on little profit or | 
almost at cost under threat of ultimate 
elimination? 
We can clearly see that the chain 














LEO E. THIEMAN 


stores offer problems, prospective and 
otherwise, to varied and many branches 
of industry. Perhaps the chain stores 
constitute a vital threat at the inde- 
pendent business man. 

A question of first rate importance is 
what progress has been made already 
by the chain stores in the elimination 
of the independent dealer. Has he been 
about removed from the picture or is 
there still an opportunity for him to 
exist along with and in competition with 
the chain store? 

For an answer let us look to “Print- 
er’s Ink,” a national advertisers’ maga- 
zine: 

“A great many otherwise  well-in- 
formed merchandisers apparently be- 
lieve that, owing to some mysterious 
process having its foundation in quan- 
tity buying, chain stores are able to haul 
down enormous profits, notwithstanding 
their admittedly lower selling prices. 
The latest financial statement of the 
Great Atlantic & Pacific Tea Company 
shows a net profit of $18,500,000 for the 
last fiscal year. This means that the 
average daily profit, per store, in the 

& P. system for that time was just 
about $3.95. 


Small Part of Whole Volume 


“And then there are those who believe 
that the ordinary garden variety of citi- 
zen is so, thoroughly impregnated with 
chain-store propaganda that the inde- 
pendent dealer has no chance at all. A 
young woman connected with the public 
relations department of the J. C. Pen- 
ney Company attended a domestic sci- 


| ent dealer’s success. 


ence convention in Des Moines recently. 
Her purpose was to find out how many 
of the women at the meeting bought 
sewing materials from the Penney 
stores. She ascertained that many of 
the women present had never heard of 
the Penney stores, while most of the 
rest imagined they were a chain of cigar 
stores! 

“The chains are big and powerful. 
But, relatively speaking, they represent 
only a small part of the country’s total 


| business volume. Independent retailers 


and all interested in their success should 
get their feet on the ground. They have 
been, and are, too impetuous in jump- 
ing at conclusions. The chain stores are 
not taking so much money out of any 
town or community as not to leave 
enough for the home dealers. Neither 
have they gained anything even re- 
motely approaching universal recogni- 
tion and acceptance.” 


See a Heartening Sign 


Here we see a heartening sign, an 
encouraging word for the independent 
business man and that includes us. We 
must get our feet on the ground and 
realize that the chain stores have not as 
vet stampeded the American public into 
an elimination of the independent. And 
the independent business man has been 
the basic foundation structure upon 
which American progress and prosper- 
ity have rested from the commencement 
of the republic. As Herbert Hoover says, 
we must not remove this very es sential 
bd ment in our country, but encourage 
it. We must not reduce the many thou- 
sands and hundreds of thousands of in- 
dependents to the basis of chain store 
clerks. 

Stronghold of Individuality 


We are not, in voicing this sentiment, 
reactionary. We want the clock of 
progress to go forward and not back- 
ward, but we do not see how progress 
can best be served by the elimination 
of what Mr. Hoover declares to be the 
“stronghold of American individuality.” 

“Printer’s Ink” goes on to say that 


| not only the independent dealer should 


get his feet on the ground but those as 
well who are interested in the independ- 
And certainly we 
as local agents are interested in the suc- 
cess of the local dealer. But should we 
not transform that mere “interest” into 
honest-to-God cooperation by seeing 
that those independent dealers who sup- 
port us in the insurance business should 
likewise be supported by us in their 
enterprises? That simply means buying 
from those who buy insurance from us. 
It applies to agents, to their families and 
their friends. 


Sees No Reason for Despair 


Buying from friendly dealers is after 
all a matter of education and if we as 
insurance agents are not able to influ- 
ence those within our immediate circles 
who derive a livelihood from our efforts, 
it were folly indeed to attempt to edu- 
cate the general public. 

I see no reason to despair over the 
chain store situation. The “cafeteria” 
stvle of self-service has long been ap- 
plied in the insurance business by cer- 
tain types of carriers—mutuals, recipro- 
cals and a few stock companies—with 
the result that the local independent in- 
surance dealer—the local agent—trans- 
acts the vast bulk of fire insurance in 
this country. 

Let us get our feet on the ground, 
let us patronize those who patronize us 
and let us preserve for the Republic— 
“the stronghold of American individu- 
ality’—the independent dealer who can 
exist along with and in competition with 
the chain stores, if only he and his 
friends so will. 
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ALL AVIATION COVERS 


JUST ENTERING FIRE FIELD 


Companies of Group Have Been Writ- 
ing Other Lines—Will Accept 
Direct Business Only 


Another important entry into the avia- 
tion insurance market is announced this 
week, the Travelers group being equip- 
ped to write all classes of aviation cov- 
erage, life, casualty and fire, effective 
Sept. 1. The company has been writing 
all but the numerous fire lines since 1926 
and this month adds to its line, offering 
its agents facilities for all classes of 
coverage, fire, theft, transportation, ac- 
cidental damage, property damage, lia- 
bility, both public and passenger, cargo, 
compensation, tornado, life and accident. 
In making the anouncement, the com- 
panies state that they desire the busi- 
ness, where conforming to their stand- 
ards, and that a rapid expansion of the 
new class is expected. 


Was Pioneer in Field 


The Travelers was one of the pioneers 
in this field, as far back as 1919 con- 
tributing to the literature on aviation un- 
derwriting and for several years de- 
voting much time and study to the un- 
derwriting of the casualty lines. - Now it 
is adding the fire lines and thus offers 
a complete coverage aviation contract to 
those interested in the development of 
air travel. The experience on the lines 
thus far written has been satisfactory 
and the Travelers is desirous of further 
expansion as rapidly as consistent with 
sound development of aviation. 


No Definite Policy Limits 


In writing the various coverages, in- 
cluding the new fire lines, there will be 
no definite policy limits, a full cover- 
age being issued to meet the needs of 
the risk. Only direct business will be 
written, no reinsurance being taken. 
Further expansion in all departments is 
contemplated and the group of Travel- 
ers companies is aggressively entering 
the field to acquire their share of the 
business now available and growing. 
In the life and accident field, the same 
expansion is true, both pilots and pas- 
sengers being accepted, so that the 
needs of all in the air may be met. 


Other Companies May Get In 


This announcement of the Travelers 
is in line with the rapid development in 
aviation insurance and it is definitely 
known that a number of additional com- 
panies are now considering accepting 
certain of the aviation lines. One com- 
pany has stated that it is closing ar- 
rangements whereby it expects to write 
aviation insurance in full coverage 
within three or four months. Another 
is considering it and, though not writing 
it at present, “expects it must write 
aviation insurance in full coverage with- 
in three or four months. Another is 
considering it and, though not writing it 
at present, “expects it must write it 
eventually.” With the growing business 
available in this field and the growing 
demand for insurance facilities, more 
companies will doubtless enter the field 
and a very broad market will soon be 
available.” 


Republic’s Florida Appointment 


The Republic Fire of Pittsburgh has 
appointed E. C. Thrall & Co. of Miami 
its Florida state agents. The Republic 
is one of the Corroon & Reynolds group 
of companies, for several of which 
Thrall & Co. were already Florida rep- 
resentatives. 


By the radius of man’s intelligence is 
found the circumference of his tolerance. 


To get along in life you have to know 
how to make the best of de-feet. 


What this country needs, along with a 
good 5-cent cigar, is a 5-cent appetite. 
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ARRY F. KLINEFELTER of 
Baltimore, well known local agent, 
wrote George D. Markham of St. 

Louis following the latter’s communica- 
tion to the “Journal of Commerce,” 
which was reprinted in THE NATIONAL 
UNDERWRITER, in which Mr. Markham 


showed why company officials are not | 


recruited from the local agency ranks. 
Mr. Klinefelter says: 

“T endeavored several times while in 
Des Moines to have the National Asso- 
ciation of Insurance Agents adopt the 
slogan: ‘Insurance for Insurance Men,’ 
and have the National association go on 
record, and strongly recommend to all 
boards and associations of agents and 
brokers that no one be employed in the 
business of insurance unless their prin- 
cipal time was spent in or that their 
principal earned income be derived from 
the business of insurance. 

Commissioners Are Sympathetic 


“It is, of course, impossible to have 
this enacted into law, as it is unconstitu- 


i 
' 





| tional to endeavor to prevent a citizen 
| from engaging in as many lines of busi- 

ness as he sees fit, but it is a well known 
| fact that no state insurance commis- 
sioner would object to such a ruling gov- 
erning the members of insurance asso- 
ciations and boards. 

“The insurance companies, agents and 
brokers are equally culpable. They seem 
to vie with each other in appointing and 
employing as agents, brokers and solici- 
| tors anyone who controls any sort of in- 


surance—no other qualification being 
necessary. 


j | pany or group could stand being so 


| 
INSURANCE MEN | 


blacklisted. 

“Don’t you think it about time for the 
agents and brokers who control the busi- 
ness to let the companies know that they 
too have rights which must be re- 
spected?” 


William Mackintosh Returns 
William Mackintosh, manager of the 
Royal, is home from a visit of several 
weeks to Great Britain. 


Boise Off for Europe 
E. H. Boise, president of the General 
Insurance of New York, is en route to 
Europe, where he plans spending sev- 


| eral weeks. 


“Such practices have gradually worn 


the business to a frazzle. 
cure except to have the agents and 
brokers agree on the plan I have out- 
lined. The agents and brokers of the 
country could control the situation if 
they were courageous and honest enough 
to put such a plan in operation as they 
could force all companies to live up to 
such a rule by placing all companies vio- 
lating same on their black list. No com- 


HOME OFFICE OF THE AMERICAN 
INSURANCE CO. AT NEWARK, N. J. 


bme and Abroa 


with 


I know of no | 








Leaves “Insurance News” 
Albert N. Willison, who has been 
managing editor of the “National In- 
surance News” of New York City, since 
its launching several months ago, has 


severed his con’ ection with the enter- 
prise. 

The man who permits a 10-cent argu- 
ment to lead him into a $10 bet deserves 
to lose. 
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C. WESTON BAILEY 


President 


Capital $4,000,000. 


for premium income. 


EARLY nine thousand agents throughout the world 

are writing insurance in the American against loss 
by fire, marine perils, automobile hazards and allied lines. 
Over five hundred of these agents called at the Home Office 
during the past year. The Company management has en- 
deavored to provide well-lighted, airy quarters in which the 
business may be handled expeditiously, a friendly staff 
whose attitude is one of respect for the integrity of the 
business, and sympathy with the problems of the Com- 
pany’s fellow-workers—its agents. The American is essen- 
tially an agency Company depending wholly upon its agents 
Pursuing this policy, it has shown 
more than one hundred percent increase in its assets in the 
last ten years. 








Dept. Offices 


ROCKFORD, ILL. 
BOSTON 
MEMPHIS 
SAN FRANCISCO 
TORONTO 


Foreign Offices 


BELGIUM 
BRAZIL 
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HOW AN AIRCRAFT RASHED 
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~NEW HAZARDS 
REQUIRE 
NEW COVERS 


“Shall we all have to 
take out Aircraft Pro- 
perty Damage Insur- 
ance?” asks “The 
Literary Digest.’’ 


All of OUR Agents have 
Aircraft Property 
Damage 


policies in their oftices. 
Often they are needed in a 
hurry. 


Our Organization has writ- 
ten Aircraft Property 

Damage Insurance 
for a long period. 
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AVIATION INSURANCE AND THE AGENT 


Underwriting Problems 


S mentioned previously, the agent' 

need not—and probably should 

not—endeavor to become an avia- 
tion underwriter, but he can well afford | 
to grasp an understanding of the funda- | 
mental problems before the underwriter. | 
It will help in an appreciation of the | 
interests of his clients and it will aid 
in the collection of adequate information 
about the risk. Aviation underwriting 
is a technical business. Some of the 
ther more complicated branches of in- 
surance, such as marine or compensa- 
tion, require much of the _ technical 
approach, but nothing to be compared 
with that required of the aviation under- 


writer. Thus far all of the underwriters | 
in this branch, in recognition of this, | 
have been called from the field of avia- | 


tion and then educated to insurance. 
The risks are highly hazardous and the | 
factors of insurability so complicated 
that an appreciation of this is necessary. 


Business Is Young 


Aviation insurance is young. The 
first aviation policy ever written was 
issued by Horatio Barber in 1912. 


Aviation itself is a product of this cen- 
tury and aviation insurance, first under- | 
taken in 1912, is almost entirely a post- | 
war development. Underwriting has | 
been most careful, due to the risks in- | 
volved—quite generally regarded as un- 
insurable entirely a decade ago. Com- 
panies came and went in the field during 
the early days, one or two disastrous 
losses usually causing them to drop the 
coverage altogether. In 1922 it was 
taken up in a serious way by Barber & 
Baldwin of New York and since that 
time has steadily grown. Rates have 
been notably reduced in the intervening 
six years, in some cases as much as 40 
percent. In general, however, the busi- 
ness has remained steady, gradually be- 
coming stabilized. As the hazards of 
the air were reduced, more risks were 
taken by operators, so that the under- 
writer has not been able to profit by 
the greatly increased safety of air travel 
as yet. As time passes, however, and 
night flying, once impossible, and other 
similar hazards become perfectly stabil- 
ized, the safety factor may be improved 
even for the underwriter and conse- 
quent rate reductions made _ possible. 
During the early years progress was 
slow. Now it is startlingly rapid, so 
that the next few years may see remark- 
strides towards air safety. Even 
the past twelve months have seen much 
of this. 


_}] 
abvie 


Many Factors to Watch 


Thus far the experience of aviation 
underwriters has been fairly favorable. 
Barber & Baldwin have been operating 
for six years and have done a large 





business and they report fairly satis- 





i 
tl 
| 
factory experience—as their continua- 
tion in the business and their offering 
of some rate reductions might indicate. 
Many others are now in the field and 
the future will see even more notable 
developments of the insurance phase of 
aviation. 

There are many factors for the under- 
writer to watch—and watch closely. 
Each risk is a new unit and each risk 
must be considered on its own merits. 
Rating of aviation risks must neces- 
sarily be somewhat of a merit-rating 
scheme and for this reason it is essen- 
tial to have detailed information about 
the risk. The pilot, the plane, the oper- 
ator, the airway, the aerdrome, the 
cargo, the passengers—all are to be con- 
sidered from every angle, that their rela- 
tion to the risk at hand may be thor- 
oughly judged. The agents can help by 


getting the proper information and 
| understanding what is wanted—and 
what is not wanted. There are many 
types of risks that are acceptable or 


unacceptable according to peculiar con- 
ditions of the flight in question. 


Skill in Underwriting Seen 


the recent catastro- 
the Mexican flyer, Capt. Car- 
ranza, stands out clearly. This clever 
aviator was insured on the flight to 
Washington, D. C., from Mexico City. 
On that trip he was regarded as an 
insurable risk. The conditions of his 
plane, his flight and his preparation all 
pointed to this. He was insured and 
he incurred no accident. On the return 
trip he was refused insurance. The con- 
ditions of his flight back to Mexico 
were such as to point to uninsurability 

and the judgment of the underwriters 
was sustained by events that followed. 
Had the flyer been better prepared for 
the return trip, had he set aside ambi- 
tions to beat Lindbergh’s record in 
time, had he made 500-mile hops instead 
of a single flight and had he gone via 
land, instead of planning to cross the 
Gulf, he would have been regarded as 
insurable. But general conditions 
pointed to trouble—and he met his fate 
not far distant from New York. That is 
an outstanding example of the care with 
which aviation underwriters must ap- 
proach their clients. They do not mean 
to write only business that will never 
have an accident, but they must avoid 
risks that are patently open to catas- 
trophe. That is sound underwriting and 
it is on such a basis that aviation will 


As an example, 
phe of 


soundly develop. It is in ferreting out 
such information and aiding in the 
righting of such conditions that the 


agent can be of value—and profit ac- 
cordingly. 

(This is the fourth of a series of 
articles on aviation insurance, from the 
standpoint of the agent and broker.) 





POLICY MAY BE VOID 
ON TITLE QUESTION 


Question—John Doe died leaving 160 
acres of land. He was survived by a 
widow and five children. The widow 
by her guardian applied for partition of 
the estate and the commissioner ap- 
pointed to make the partition set off 
and assigned to the widow a life interest 
in the 160 acres and set off to the chil- 


dren the fee simple as tenants in com- | 


mon and subject to the life estate of 
the widow. The guardian thereupon in- 
sured the buildings in the widow’s name. 
In the application it was stated that the 
ownership was absolute. The policy 
was issued in her name only and with- 
out qualification as to ownership. 
storm destroyed a barn insured for $200 
and damaged other buildings to the ex- 
tent of $16 making a total 
$216. What is the liability of the com- 
pany? 

Answer—As a practical matter it is 
possible that it can be shown the agent 
knew the condition of the title, and 


claim of | 


nevertheless filled in the answers to the 
application himself, merely getting the 
signature of the guardian. If he actu- 
ally knew nothing about it and relied 
on answers made by the guardian, lia- 
bility could be denied. However, if the 
policy is treated as valid there is still 
a difficult question on the amount of the 
loss. No one but the owner of the life 
interest is covered by the policy. The 
$16 covering repairs to the various struc- 
tures would probably be allowed in full. 
The loss on the barn depends on the 
condition of the life estate. If it is a 
mere life interest, all that could be re- 
covered would be the loss to the life 
tenant, based on the net rental value 
of the barn during the period of the 
life tenant’s life expectancy. If the will 
required the life tenant to deliver the 
farm over to the children, in as good 
condition as she received it, the loss to 
the life tenant would be the full value 
of the barn and the company would 
probably be liable for the full value up 
to the amount of the insurance. 
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EDITOR CHARLES DOBBS 


EXPIRES SUDDENLY 
(CONTINUED FROM PAGE 5) 


his work at the office of the “Insurance 
Field” was more or less intermittent. 
He would spend part of the day at his 
desk or would not appear at the office 
at all. He was under the care of a phy- 
sician. He was at his work Saturday 
morning however and although it was 
known he was in bad physical condi- 
tion his demise was unexpected. 


Interest in Military Affairs 


Col. Dobbs took a great interest in 
military maneuvers and practice. In- 
deed it is a question whether his heart 
trouble was not largely accentuated by 
his intensive military work. He spent 
two weeks each year in camp. He made 
a careful study of military tactics bring- 
ing about his promotion to rank of lieu- 
tenant colonel. He was intensely inter- 
ested in military problems and worked 
them out with agility. 

Another hobby that Mr. Dobbs had 
was his study of the life and history of 
George Washington. He collected a 
large number of books relating to 
Washington and had one of the most 
complete libraries on this subject. He 
wrote some monographs on Washing- 
ton and was regarded as an authority 
on him. He had some very original 





ideas about Washington and his fund | 


of information on this subject seemed 
inexhaustible. 

Mr. Dobbs was a devotee of golf and 
played the game whenever he had op- 
portunity. During the last few months 
however his condition kept him from 
the golf links. He was a typical son 
of the south, full of sentiment, compan- 
ionable and cordial. He had a highly 
sensitive nature that readily registered 
impressions. In his daily routine he 
worked hard and intelligently. 


Events in Mr. Dobbs’ Life 


Mr. Dobbs had been with the “Insur- 
ance Field” since 1905, except for the 
war period, when he was in the service. 
He was born at Lexington, Ky., a son 
of Rev. Charles E. Dobbs, a Baptist 
minister, and was a descendant of Gov- 
ernor Arthur Dobbs of North Carolina 
(1754-56). His boyhood was spent at 
Columbus, Miss. He was educated at 
the Mississippi A. & M., and Bethel 
College, Russellville, Ky. More than 
30 years ago he entered the newspaper 
field, and served as telegraph editor, 
dramatic editor and editorial writer for 
the Louisville “Times,” and at one time 
was a member of the staff of the New 
York “World.” 


Active in Military Life 


During the World War he was co: 
missioned a captain in the field artillery, 
and as assistant adjutant of Camp Tay- 
lor, Louisville. He remained active in 
the field artillery reserve, and in 1922 
was made a major and in 1925 a lieuten- 
ant colonel, and was commanding officer 
of the 16th Regiment, F. A. R. D. 

Mr. Dobbs had been a candidate for 
various offices on the Socialist ticket. 
He was a member of the Sons of the 
American Revolution, Pendennis Club, 
Audubon Country Club and Scottish 
Rite Masons. 

Mr. Dobbs is survived by his widow, 
Mrs Clara Landolt Dobbs, a_ son, 
George Whipple Dobbs, Jacksonville, 
Fla., newspaper man: two brothers, the 
Rev. Gilbert Dobbs. Carrollton, Ga.: and 
the Rev. Willoughby E. Dobbs, New 
York: a sister, Miss Annie Dobbs, of 
Indianapolis, and two grandchildren. 


Funeral Services 


Funeral services were held at the 
home in Audubon Park on Tuesday 
morning, conducted by the Rev. Dr. 
Charles W. Welch. After the services 
members of the American Legion had 
charge of the ceremony. The body was 
taken to Cincinnati for cremation. 

Active pallbearers were Brig. Gen. 
Ellerbe Carter. Lieut. Col. Frank Rash, 
Lieut. Col. Henry Stites, Lieut. Col. 
Fred L. Koontz, Capt. Peyton Hoge and 








Capt. Harvey White. The honorary 
pallbearers were A. P. Ryan, R. D. Pu- 
sey, R. Lee Redmon, Joseph C. Steidel, 
Young E. Allison, Sr.; and W. E. 
Glossup. 


Was Once a Socialist 


During the earlier days of Mr. Dobbs’ 
career with the “Insurance Field” he 
was very active in the Socialistic party. 
He became a candidate for numerous 
offices, spoke on the stump and wrote 
for socialistic magazines. Owing to 
Mr. Dobbs’ facilities for seeing the 
working of capitalistic enterprises as 
exemplified in insurance he completely 
changed his opinion. He broke off en- 
tirely with his socialistic connections 


ANNOUNCE PROGRAM FOR 
MICHIGAN CONVENTION 
(CONTINUED FROM PAGE 5) 
Chairman; Automobile Committee, Law- 
rence Thomas, Chairman; Compensation 
Committee, Phil Braun, Chairman. 
Appointment of Committees. 
Address—W. Eugene Harrington, 
President National Association of Insur- 
ance Agents. 
Address—Charles D. Livingston, Com- 
missioner of Insurance. 


Evening 


Banquet. 

Toastmaster, James V. Barry, Vice- 
President Metropolitan Life. 

Introduction of Company Managers. 

Address—Leo Weadock, Saginaw. 

Address—Lee M. Hutchins, President 
Hazelton & Perkins Drug Co., Grand 
Rapids. 

Address—Charles R. Street, Vice-Presi- 
dent Great American, Chicago. 

Address—Emerson J. Schofield, Vice- 
President Standard Accident, Detroit. 

Address—B. V. Legg, State Agent 
Liverpool & London & Globe, Detroit. 

Address—W. Eugene Harrington, 
President National Association of Insur- 
ance Agents, Atlanta. 








Thursday Morning 

Business Building Session, Members 
Only. 

Selling Methods—Casualty Wine, Zelin 
Goodell, Lansing. 

Use and Occupancy and Rent & Rental 
Value Insurance, George Graham, Kala- 
mazoo. 

Agency Advertising, John P. Old, Sault 
Ste. Marie. 

Better Business Methods, J. Blinn 
Stone, Detroit. 

Automobile Insurance, Lawrence M. 
Thomas, Ypsilanti. 

Agents’ Attitude on Compulsory Auto- 
mobile Insurance, Leo Weadock, Saginaw. 

Branch Office Competition, Clyde Smith, 
Lansing. 

Questions for Discussion, Local Agents. 

Noon 

Luncheon. 

Reports of Committees. 

Election of Officers. 

Selection of place of next Convention. 

Afternoon 


Golf Tournament and other entertain- 
ment. 


Report Made on Bloomington 


The engineers of the National Board 
have made a report on Bloomington, IIl. 
They reported September, 1927, but since 
that time there has been no change in 
the source of water supply. No recom- 
mendation in the last report has been 
complied with, but evidently all efforts 
to increase the quality of fire protection 
have been applied to the fire department 
itself. The force has been increased by 
three, making a total of 40 members. A 
new 1,000 gallon pumper has been 
placed in service. There have been two 
hose wagons purchased, both equipped 
with turret nozzles. The hose supply 
has been increased by 2,000 feet. The 
purchase of 1,000 feet of three inch hose 
is under consideration. The new and 
complete code of hazard ordinances is 
under consideration at present. 


There is one thing every man, woman, 
boy and girl in America can do to help— 
and that is: do the thing you are doing 
now better. Work harder, work longer, 
and make your work produce more: 




















Specialists in the Securities of the 


FIRE INSURANCE COMPANIES 


under the management of 


CORROON & REYNOLDS, INC. 





We recommend for investment and price 
enhancement the stocks of this progressive 
group of companies at present market levels: 


American Equitable Assurance Company 
of NEW YORK 
Capital - $2,000,000 





Brooklyn Fire Insurance Company 
Capital — $1,000,000 





Bronx Fire Insurance Company 
of the CITY OF NEW YORK 
Capital - $1,000,000 





Knickerbocker Insurance Company 
of NEW YORK 
Capital — $1,000,000 





Merchants & Manufacturers Fire Insurance Company 
of NEWARK (1849) 
Capital - $1,000,000 





New York Fire Insurance Company (1832) 
Capital - $1,000,000 





Sylvania Insurance Company, 
PHILADELPHIA, PA. 
Capital ~ $1,500,000 





Republic Fire Insurance Company, 
PITTSBURGH, PA. (1871) 
Capital — $600,000. 





BOUGHT—SOLD—QUOTED 


Information and Circulars Upon Request 


AMERICAN INSURANSTOCKS CORPORATION 
W. WALLACE LYON, President 


51 East 42d Street New York 
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When Fire Insurance 


Was Something New 


the name of The Sun of London ap- 
peared on the first policies guarantee- 


COVERAGES 
EFFECTED 


FIRE, ing strength and service to the holder. 
oe) arg As the centuries rolled on, the fame 
RENTS of this old company spread abroad 
: until the world knew its name and re- 
LEASEHOLD, spected it 
EXPLOSION, r 
RIOT and CIVIL Then came the Patriotic, an allied 
COMMOTION, association, whose foundation was laid 
PROFITS AND as surely as that of its parent-com- 
COMMISSION, pany had been. 


USE & OCCUPANCY 


AUTOMOBILE 
FULL 
COVERAGE 


The Patriotic Insurance Company of 
America is a name that stands for 
sound worth today in offices through- 
out the United States. Agents looking 
for a good company are invited to 
communicate with us. 




















“Back of the Patriotic is the Sun” 


PATRIOTIC 


INSURANCE COMPANY 
of AMERICA 


HEAD OFFICE 
55 FIFTH AVENUE, NEW YORK 


OSWALD TREGASKIS, President 


WESTERN DEPARTMENT 
WRIGLEY BLDG., CHICAGO 
SOHN F. STAFFORD, Manager 


PACIFIC DEPARTMENT 
SAN FRANCISCO 
C. A. HENRY, General Agent 





AGENTS FORGET LAWS 
AGAINST OUTSIDERS 


(CONTINUED FROM PAGE 5) 


a misdemeanor and fined in any sum not 
exceeding $500. No surplus line law. 
Colorade—Writing or assisting in the 
writing of insurance in unauthorized 
companies is a misdemeanor punishable 
by fine of $100 or imprisonment for two 
months or both. No surplus line law. 

Connecticut—Writing for unauthor- 
ized companies is punishable by fine of 
not more than $500 or imprisonment of 
not more than three months or both. No 
surplus line law. 


Delaware—Penalty for agents acting 
without license. Fine of $500 or im- 
prisonment not exceeding two years or 
both. 

District of Columbia—No penalty on 
writing in unauthorized companies. No 
surplus line law. 

Florida—No direct 


provision forbid- 





unauthorized insurance is punishable by 


$200 for each offense, and there is no 
provision for securing a license to write 
for unauthorized companies. No surplus 
line law. 

Georgia—Placing insurance in unli- 
censed fire insurance companies is mis- 
demeanor and punishable as such. As- 
sured may purchase insurance in unli- 
censed company if he notifies insurance 
commissioner and pays fees and taxes. 


in some states of the United States. 

Illinois—No express penalty for plac- 
ing business with unauthorized com- 
panies; however, there is a penalty not 
exceeding $500 for writing insurance ex- 
cept in compliance with the law. The 
surplus line law requires surplus line 
agents to procure license and file bond 
in sum of $2,000. No control over selec- 
tion of companies. 

Indiana—Placing 
censed companies forbidden. 
line law. 

Iowa—(a) Penalty of $25 for acting 
as agent of an insurance company with- 
out an agent’s license and agent’s li- 
cense is not issued except for agents of 
admitted companies; (b) the Iowa Su- 
preme Court, in Hartman vs. Hallowell, 
held an agent liable to assured for floss 
resulting from procuring insurance in 
unlicensed companies; (c) policy in un- 
licensed company cannot be enforced by 
assured in Iowa courts unless he has 
reported the writing of the policy and 
paid the tax. 

Kentucky—Writing for unauthorized 
companies punished by fine of not less 
than $25 nor more than $500, or by im- 
prisonment not exceeding one year, or 


business in unli- 
No surplus 


by both fine and imprisonment. Surplus 
line law provides agents may procure 
surplus line license on payment of $25 


fee and filing bond for $2,000. In each 
case affidavit must be filed showing in- 
ability to procure insurance in authorized 
companies. 

Louisiana—Fine of $100 to $300 or im- 
prisonment 30 to 90 days in jail for writ- 
ing fire insurance in companies not li- 
censed in the state. No surplus line law. 

Maine—Placing insurance by agents in 
unlicensed companies is forbidden. No 
surplus line law. 

Maryland—Penalty for writing insur- 
ance in unlicensed companies $100 to 
$1,000 for each offense. Surplus line law 
provides all policies written in unauthor- 
ized companies must be registered with 
insurance department. No legal provi- 
sion on choice of companies. 

Massachusetts—Any person acting as 
agent in the negotiation of insurance in 
unadmitted companies (except marine 
insurance) is subject to fine of not less 
than $100 nor more than $500. Surplus 
line law provides for brokers who are 
permitted to place insurance with out- 
side companies but must file affidavit in 
each case of inability to procure insur- 
ance in licensed companies. Bond of 
$2,000 required from such brokers. 

Michigan—Placing insurance in an un- 
authorized company other than in com- 
pliance with the statute constitutes a fel- 
ony and the person violating the statute 
is subject to a fine not exceeding $1,000 
or imprisonment in the county jail for 
not more than 90 days or both fine and 
imprisonment. Surplus line law. Sur- 
plus line broker must file a $2,000 bond 
and on each risk file an affidavit show- 
ing inability to secure enough insurance 
in admitted companies. Surplus lines 
ean only be placed in companies licensed 
in some states having an insurance com- 





missioner and having cash assets of at 


ding unauthorized insurance, but writing | 


fine of not less than $100 nor more than ; 


This applies only to companies licensed | 





least $100,000 and which company has 
not within the preceding twelve months 
been in an impaired condition. 

Minnesota—It is a violation of law for 
a person to solicit insurance in Minne- 
sota in a company not licensed, such vio- 
lation being published as misdemeanor. 
The assured can place his insurance in 
unauthorized companies, but must secure 
a license and furnish surety bond for 
$200 covering 2 percent tax. No 
trol over choice of companies. 

Missouri—Placing business itn un- 
authorized companies forbidden. Sur- 
plus line law provides for excess !nsur- 
ance broker’s license, which permits 
broker to place such excess insurance 
only after he has exhausted all means of 
placing it in admitted companies. No 
control over choice of surplus line com- 
panies. 


con- 


Montana—(a) Receiving or forwarding 
applications for unlicensed companies is 
a felony; (b) collecting premium for un- 
licensed company is misdemeanor: (c) 
all policies must be countersigned by 
resident agents. No surplus line law. 

Nebraska—Writing for unauthorized 
companies forbidden. Law provides for 
surplus line license with $100 fee and 
bond of not less than $500 nor more than 


$3,000. Affidavit must be filed showing 
inability to secure enough insurance 
from licensed companies. Surplus line 


broker is required to ascertain financial 
condition of each company. Penalty of 
$25 to $100 for placing policy in a stock 
company whose capital is impaired or 
any company whose assets are less than 
$200,000. 

Nevada—A penalty of $500 for agents 
acting for unauthorized companies. No 
surplus line law. 

New Hampshire—<Acting as agent for 
the writing of business in unauthorized 
companies forbidden under penalty of 
$200. Residents of the state may pro- 
cure surplus line licenses authorizing 
them to place insurance in companies 
not authorized in New Hampshire, pro- 
vided such companies are authorized in 
some state having an insurance commis- 
Non-residents are not entitled to 
a surplus line agent’s license. Law spe- 
cifically limits excess insurance to com- 
panies licensed in some state having an 
insurance commissioner. 

New Jersey—New Jersey has a new 
law which forbids writing for unauthor- 
ized companies, not only on New Jersey 
property but on property anywhere. Sur- 
plus line law provides for insuring prop- 
erty in the state in unlicensed com- 
panies. No provision in law regarding 
choice of companies but agents must file 
list of companies used and commissioner 
has authority to revoke license at any 
time. 

New Mexico—No penalty on writing in 
unauthorized companies. No surplus line 
law. 

New York—It is a misdemeanor for 
any person to aid in any manner in the 
transaction of business in the state for 
an insurance company which has not 
been licensed. The commissioner can 
also revake the license of any offending 
broker or agent. Surplus line law. Sur- 
plus line agent can place business only 
for his own customer. Affidavit must be 
filed by both agent and assured show- 
ing inability to procure insurance in li- 
censed companies and rate is not a fac- 
tor. Circular by department warns sur- 
plus line brokers that failure to exercise 
care in selection of companies will re- 
sult in revocation of license. 

North Carolina—Writing for unauthor- 
ized insurance companies forbidden. Sur- 
plus line law provides for licensed sur- 
plus line brokers who may place business 


sioner. 





in unauthorized companies upon affidavit 
of inability to procure sufficient insur- 
ance within the state. No control over 
choice of surplus line companies. 

North Dxakota—No foreign insurance 
company shall take any risk unless li- 
censed and no company shall do business 
in the state except through authorized 
resident agents; penalty of not less than 
$100 nor more than $500. 

Ohio—Penalty for representing un- 
authorized insurance companies is a fine 
of not less than $25 nor more than $500, 
or imprisonment for not more than one 
year, or both fine and imprisonment. 
Surplus line law. Surplus line licenses 
subject to revocation at any time. Ex- 
insurance can be placed only on 
affidavit of broker as well as assured 
showing inability to secure insurance in 
authorized companies. Broker must file 
$2,000 bond. It is the custom of the 
department to deal severely with surplus 
line brokers who patronize fake com- 
panies. 


cess 





Oklahoma—Any person acting for un- 
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authorized companies in Oklahoma is 
guilty of a misdemeanor, penalty not 
less than $50 nor more than $100 for 
each offense. Upon satisfactory showing 
to the insurance department of inability 
to procure sufficient insurance in ad- 
mitted companies, assured may place it 
with unlicensed company and agents 
may act in that case. 

Oregon—Writing for unlicensed insur- 
ance companies is forbidden under pen- 
alty. Surplus line law provides for plac- 
ing excess business by licensed brokers. 

Pennsylvania — (a) Agents placing 
business in unauthorized company be- 
comes liable to assured for amount of 
loss; (b) penalty on agents for placing 
business in unauthorized company unless 
placed under excess insurance law; (c) 
any person who in any way represents 
himself as agent of a company which 
has not complied with the state law is 
guilty of a misdemeanor. Excess line 
brokers are licensed and bonded in the 
sum of $1,000. Affidavit must be filed in 
connection with each risk. No direct 
jurisdiction over choice of companies. 

Rhode Island—<Agents forbidden to 
write for unauthorized companies under 
penalty of not less than $100 or more 
than $500. No surplus line law. 

South Dakota—Penalty on agents for 
writing in companies not licensed, fine 
not to exceed $200 or imprisonment not 
exceeding 60 days or both fine and im- 
prisonment. No surplus line law. 

Tennessee—Penalty on agents taking 
part in the placing of insurance in un- 
authorized companies. Surplus line law. 
No direct control over selection of com- 
panies, but agent must report companies 
patronized and those not licensed any- 
where in the United States will not be 
approved. 

Vermont—No penalty for writing in 
unlicensed company. No surplus line 
law. 

Virginia—(a) Agent liable personally 
for any losses or claims on business ne 
places in unlicensed companies; (b) pen- 
alty of $10 to $1,000 for each offense. 
No surplus line law. 

Washington—Penalty for representing 
unauthorized companies is a fine of not 
less than $100 nor more than $500 and 
imprisonment for a term not exceeding 
six months. Surplus line law. Fee for 
surplus line license is $100. 3ond of 
3500 to $2,000 as fixed by commissioner. 
Surplus line agents must keep record 
of all policies handled and make affi- 
davit in each case of inability to pro- 
cure insurance in licensed companies. 

West Virginia—Penalty against any 
agent that sends a premium or an appli- 
eation to an unauthorized company. No 
surplus line law. 

Note—West Virginia law forbids do- 
mestic companies writing insurance in 
states where they are not licensed. 

Wisconsin—(a) Agent placing busi- 
ness in unauthorized company becomes 
liable to assured for amount of loss if 
such unauthorized company fails to pay 
loss; (b) agent’s license for his author- 
ized companies to be revoked for not 
less than 90 days and shall not be re- 
stored until loss in unauthorized com- 
panies has been paid; (c) upon com- 
Pplaint against any agent, the insurance 
commissioner or deputy has the right to 
examine his books; (d) any officer, agent, 
solicitor, broker or other employe of any 
unauthorized insurance company who 
takes or receives any application for in- 
surance in Wisconsin or receives or col- 
lects a premium or any part thereof for 
such insurance is guilty of a felony and 
shall be punished by a fine of not more 


than $500 or imprisonment in the state 
penitentiary for one year or by both 
such fine and imprisonment; (e) section 


203.07 makes unauthorized 
void and unenforceable; (f) section 
203.08 makes writing unauthorized in- 
surance a misdemeanor punishable by 
fine, but provides that policy, neverthe- 
less, shall be binding upon the company 
issuing the same. 

Surplus Lines. (a) Agents must pro- 
cure license, file $1,000 bond and file af- 
fidavit on each risk that he is unable 
to procure sufficient insurance in author- 
ized companies. No control by commis- 
sioner over choice of companies for sur- 
plus lines, but agent’s license is revoc- 
able at any time. 

Canada—Taking part in any phase of 
insurance, whether writing insurance, 
collecting premiums, inspecting risks or 
adjusting losses, except under a license 
from the minister, is subject to a penalty 
not exceeding $100, and in the case of 
aliens, to imprisonment for a term not 
exceeding six months. Surplus line law 
authorizes assured to insure his prop- 
erty in unlicensed companies, but solici- 
tation or advertising of unauthorized in- 
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FIRE DEPARTMENTS ARE 
AT HIGH EFFICIENCY 


—_—— 


CONTINENTAL MAKES SURVEY 





Overwhelming Majority of Fires Con- 
fined to Place of Origin in Major 
Cities, It Is Found 





NEW YORK, Sept. 5.—A _ survey 
newly concluded by the Continental at- 
tests that the efficiency of the fire de- 
partments in the larger cities throughout 
the country is on a high plane. Accord- 
ing to C. W. Pierce, vice-president of 
the company, 98 percent of the 147,188 
fires which broke out in 50 representa- 
tive municipalities last year were con- 
fined to their place of origin. 

The listed cities, Mr. Pierce states, 
included Chicago, New York, Philadel- 
phia, Los Angeles and other leading 
communities. That in these places the 
percentage of fires kept under control 














surance is forbidden. Any person plac- 
ing insurance in unauthorized companies 
must report in detail to superintendent 
of insurance. 


and not permitted to spread ranged 
from 96 percent to 100 percent and 


averaged approximately 98 percent, in- | 
dicates prompt response to alarms and | 


intelligent attack upon the flames by 
the fire departments concerned. Of 
course the great increase during recent 
years in the use of motor apparatus and 


generally improved equipment was also 


an important factor. 

“Our survey shows that on the whole 
the cities in the south and the south- 
west were less successful in holding fires 
in check than were those located in 
other sections of the United States, but 
this was probably because climatic con- 
ditions permit less substantial construc- 
tion rather than because of extinguish- 
ment. Our records of 1927 fires confined 
to the point of origin for a number of 
cities are as follows: New York, 99 per- 
cent; Chicago, 96 percent; Los Angeles, 
98 percent; San Francisco, 97 percent! 
New Haven, 99 percent; Jacksonville, 
98 percent; Indianapolis, 98 percent; 
Louisville, 96 percent; Baltimore, 99 
percent; Boston, 98 percent; Springfield, 
Mass., 99 percent; Grand Rapids, 99 
percent; Minneapolis and St. Paul, 99 
percent; Camden, and Jersey City, 99 
percent; Toledo, 99 percent; Philadel- 
phia, 99 percent; Seattle, 98 percent, and 
Milwaukee, 99 percent. Portland, Ore., 
which ‘in recent years has been active 


in campaigns to suppress fires and im- 
prove its fire extinguishing record, also 
made a 99 percent score,” Mr. Pierce 
said. 


| 


Automobile Liability Case 

p Action was brought against Hunt and 
| his insurance carrier, the General Cas- 
|ualty, to recover for personal injuries 
| sustained when plaintiff was struck by 
|an automobile driven by defendant Hunt. 
| The policy contained the provision: “No 
action shall lie against the company 
until the amount of damages for which 
the assured is liable by reason of any 
casualty covered by this policy is deter- 
mined, either by final judgment against 
the assured or by agreement with 
the assured and the plaintiff with the 
written consent of the company.” Plain- 
tiff joined the casualty company as de- 
fendant in an action, without first pro- 
curing a judgment against the defend- 
|ant Hunt, as required by this provision 
|of the policy. The provision here in 
question does not attempt to limit the 
liability of the carrier or to provide that 
the injured person cannot enforce lia- 
bility under the policy. This provision 
| simply fixes the time when such liability 
may be enforced. It is like the pro- 
visions commonly contained in policies 
that suit shall not be brought upon the 
policy until the expiration of a fixed 
period of time. It does not conflict with 
the provisions of section 85.25 of the 
statutes and is valid and enforcible.— 
Morgan vs. Hunt, Sup. Ct., Wis. 
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We Continue 
our Campaign 





A Bunk 


Frankly we didn’t expect the entire American 
Agency System to demand an agency contract from 
us as a result of our campaign efforts—and they 
didn’t—so we are not discouraged. Frankly though 
we should like to hear from agents who under- 
stand the insurance business sufficiently to appre- 
ciate the place a small company holds and the 
value of such a company in an agency. That’s 
what we buy this space for. 


EUREKA-SECURITY FIRE & MARINE 


KNOWN ALSO AS THE CINCINNATI UNDERWRITERS 


less Advertisement no. 3 


INSURANCE COMPANY 
of CINCINNATI, OHIO 
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You ll Grow With Atlas 


You'll grow and prosper with ATLAS, because this 
friendly company gives you hearty cooperation that 
will prove of actual help in the development and 
growth of your agency 


The president, for instance, takes a personal inter- 
est in your progress. The underwriting manager 
is willing to give you the advice and counsel of his 
experience. The state agent helps you analyze 
your local selling problems. The claim department 
gives you and your assured prompt and satisfac- 
tory service. The advertising department supplies 
you with helpful sales material. The whole ATLAS 
company is behind you, with you and for you! 


Because every member of this organization has 
such a personal interest in you and in your success, 
you are bound to grow and prosper. 


This help, this assistance, is yours for the asking. 
All you need do is inquite about the ATLAS—now. 


A sixth advertisement in 
this ATLAS series will be 
published in the issue of 
September 20th. 





EXECUTIVE OFFICES 


Tort Wayne, Indiana 


OPERATING IN INDIANA, ILLINOIS, OHIO, MICHIGAN, 
MISSOURI AND PENNSYLVANIA 
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STRICTER UNDERWRITING 
REPORTED IN WISCONSIN 





CUT DOWN ON LARGE. LINES 





Hand-to-Mouth Retail Buying Reduces 
Merchant’s Stock and Lowers In- 
surance Premiams 





MILWAUKEE, Sept. 5.—Fire insur- 
ance companies operating in Wisconsin 
have completed the process of pruning 
down large lines on individual risks in 
the state and the tendency now is to 
hold the net and gross business down, 
a survey of field men and general 
agencies indicates. 

The field men interviewed said that | 
their companies are through reducing | 
the lines now as they have them down | 
to about where they want them. Much | 
of this work was accomplished during | 
the past year or two, some companies | 
completing the conservation policy a| 
year ago while others completed it in 
more recent months 

The reduction has come mostly on 
the most hazardous risks and in sec- 
tions where the experience has been 
particularly bad. In Milwaukee, where 
the fire insurance experience has been 
good during the past two years, some 
companies continue to take big lines on 
large desirable risks. These large lines 
of today do not in any way compare 
with the large lines which were taken 
during the world war period. 





Inadequate Reinsurance Facilities 


Inadequate reinsurance facilities is one 
reason ventured for the conservative at- 
titude of the companies. The heavy 
loss ratios in some parts of the country 
which made the underwriting end of the 
fire insurance business anything but pro- 
fitable have influenced the business in 
Wisconsin as well as in other states. 

Formerly the companies wanted vol- 
ume and the agents were being pushed 
constantly with that aim in mind. Ex- 
perience proved however, that volume 
meant a heavy loss ratio because the 
business was not of the selective kind. 
Then the companies reversed and or- 
dered field men and agents to cut down 
on the lines, the purpose being to get 
selective business by good underwriting 
methods rather than volume. Agents 
are being educated in good underwrit- 
ing, with the result that today there is 
a wide spread of risks compared to for- 
mer years. 


Agents Exchange Business 


One of the largest general agents op- 
erating in Wisconsin stated that this 
has resulted in the fire insurance busi- 
ness getting back to the exchange busi- 
ness between the agents, a condition 
which has not existed in this field for 
years. Another condition which has 





arisen is that the large Milwaukee gen- 


eral agencies are securing considerable 
brokerage business from agents out in 
the state. 

Some field men report that their prem- 
iums on business in Wisconsin are ahead 
of a year ago, while others, including 
general agencies, state that they have to 
keep working hard all the time to hold 
the premium income up to former years. 
Exchange and brokerage business is 
making general agencies work closer 
together than they have in former years. 


Close Buying Lowers Premiums 


Hand-to-mouth buying in mercantile 
and other lines is causing the premiums 
to be lower now. Everyone is work- 
ing on an economical basis, carrying 
only enough stock for immediate needs 
and buying when they need merchan- 
dise. Consequently the merchants have 
been able to reduce the lines themselves, 
effecting a saving on their part, and 
aiding the companies in reducing the 
ines. This has resulted however, in 
less premiums for the agents. 

This year opened with a heavv loss 
experience especially during the latter 
part of February and in March, when 
there were some bad fires in the state. 
Milwaukee has had its share of bad fires 
so far this year. It was a condition 
that existed quite generally however, 
and could not apparently be attributed 
to any one thing in particular. A com- 
pany official here recently stated that 
he believed the corner had been turned 
for the season at least, and that the loss 
ratio would improve from now on. 

Lines will continue to be reduced 
through the conserv ative attitude of the 
companies, it is believed, and one agent 
said in his opinion, the companies would 
not get back to the point where they 
would take large lines, especially on 
gross business. 


GIANNINI WON’T DISCUSS 
HIS PLANS FOR FUTURE 





NEW YORK, Sept. 5.—A. P. Gian- 
nini, president of the Bancitaly Corpora- 
tion, arrived in this city today after 
spending the summer months in E urope. 
While stating that he has certain defi- 
nite recommendations which he intends 
to make for the benefit of his company’s 
stockholders, Mr. Giannini refused to go 
into particulars until his plans have 


| been passed upon by the directors. It 


is not known whether he intends broad- 
ening his fire insurance interests or not. 
Mr. Giannini will leave for the Pacific 


coast within a few days. 





Chase Made Director 
Porter B. Chase, 
Bankers Trust Company of Hartford, 
and son of Charles E. Chase, chairman 
of the board of the Hartford Fire and 
of the Hartford Accident & Indemnity, 
has been elected a director of the last 
two named corporations. 


president of the 





SAY! 
AUTOMOBILE INSURANCE AGENTS 


Do you know that you can double 
your income by selling our plan of 
DEFERRED PAYMENT 
PROTECTION 


THE GUARANTY LIABILITY AGENCY 
COMPANY 


ber of C ce Building. 
CINCINNATI, OHIO 


Licensed in 28 States 











ATWELL & VOGEL 
PAYROLL AUDIT SERVICE 


CHICAGO MINNEAPOLIS 
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CHANGES IN THE FIELD 

















PATTERSON TO AMERICA FORE 





Appointed to Travel South Carolina 
Field for Three Companies—Changes 
Made in Virginia Also 





Weston Patterson has been appointed 
South Carolina special agent of the 
American Eagle, Continental and Fidel- 
ity-Phenix. He succeeds Marvin Duke, 
who has resigned. Mr. Patterson’s head- 
quarters will be at Columbia. Mr. Pat- 
terson had most of his field experience 
in the southern department of the Fire- 
man’s Fund. Following the war he was 
made special agent in South Carolina 
for the Fireman’s Fund. About a year 
and a half ago he resigned from the 
company and bought an interest in the 
Gaillard & Withers agency at Columbia, 
S 
Be 

Since L. B. Jervey, formerly special 
agent of the Fidelity-Phenix in Virginia, 
was appointed agency superintendent at 
the home office of the America Fore 
companies, the Virginia field represen- 
tation of the company has been rear- 
ranged. M. D. Warren, who has been 
special agent of the Continental, has 
been appointed state agent of the Con- 
tinental and the American Eagle. Rich- 
ard A. Chenery, formerly manager of 
the western division of the Virginia 
Rating Bureau, has been appointed spe- 
cial agent to assist Mr. Warren. Both 
men will have headquarters at Rich- 
mond. P. F. Brown, formerly special 
agent of the American Eagle, has been 
appointed special agent of the Fidelity- 
Phenix to succeed Mr. Jervey. 


Cc. G. Planck 


Effective Oct. 1, the Commerce an- 
nounces the appointment of C. G. 
Planck as special agent in the New 
York suburban territory, where he has 
had several years’ experience with a 
group of other companies. Mr. Planck’s 
headquarters will be at 80 Maiden Lane, 
New York. His activities will not in- 
clude Rockland county, which will con- 
tinue to be under the supervision of 
Special Agent A. J. Davidson. 


A. L. Lowe 


The Glens Falls and Commerce an- 
nounce the appointment of A. L. Lowe 
as special agent. Temporarily Mr. 
Lowe’s headquarters will be at the home 
office at Glens Falls, where he will 
assist Special Agent Stein in the eastern 
New York and western Vermont terri- 
tory. Mr. Lowe has had a broad foun- 
dation in Glens Falls and Commerce 
methods, having been employed at the 
home office for several years. Recently 
he has been examiner for eastern New 
York. 














NEWS FROM NEW YORK 
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EMPIRE STATE LICENSED 


Having fulfilled every legal require- 
ment, the Empire State of Watertown 
has been licensed for business by the 
New York department. It is the run- 
ning mate of the Agricultural and under 
the same efficient management. With a 
capital of $500,000, the Empire has a 
net surplus of $750,000. 

s&s 
SHOWING OF TWO COMPANIES 


Earnings of the American Salamandra 
and its subsidiary, the North Star for 
the six months ended June 30, were 
equivalent to $3.83 per share of general 
stock outstanding, according to J. G. 
White & Company, bankers for the 
company. An increase in capital from 
30,000 to 50,000 shares took place re- 
cently, and the new money so acquired 
had little opportunity of contributing 
to earnings for the period. Figured on 
the basis of the average number of 


shares outstanding in the second quar- 
ter, earnings for the first half of 1928 
were equivalent to $4.20 a share. This 
showing was made, despite the general 
decline in security prices, which necessi- 
tated a write-off of about $117,000 for 
depreciation during the first half of the 
year. 
PHILADELPHIA LOSSES GROW 

Philadelphia fire losses for the first 

six months of this year amounted to $2,- 


551,130, as compared with $1,969,844 
for the first six months of 1927, accord- 
surance patrol. The loss increase is 
crease in fires in vacant dwellings is re- 
corded. 
51 fires in vacant dwellings were re- 
ported, with losses amounting to $35,- 
385. In the first six months of this 





and amounted to $67,190. 
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AS SEEN FROM CHICAGO 














CHICAGO BOARD MEETING 


The Chicago Board will hold a meet- 
ing Thursday afternoon of this week 
to consider the recommendations of a 


Western Union and Western Insurance 
Bureau, regulating commissions. There 
have been informal meetings held at 
which members of the committee have 
explained various features. The predic- 
tion is that the report will be adopted, 
but that there will be a considerable op- 
posing vote. Some of the agents claim 
that it is a company proposition. There 
are other agents who object to having 
their own commissions regulated by the 


| Board. Some of the companies object 


to Class 2 commissions being put on 
the same basis as brokers. Others ob- 


to : | ject to the reduction of their Class 1 
joint committee of that organization, the 


agency limit from four to three. Other 
companies declare that Class 1 agents 
will have an advantage in getting Class 
2 agents, because they can offer facili- 
ties for writing their life and casualty 


business. Some object to the open con- | 
Some agents | 


tingent commission plan. 


declare that the arbitration committee | 


is too much of a company affair, as it 
| provides for the secretary of the West- 


| ern Union, secretary of the Western In- | 


| surance Bureau, president of the Chicago 


| ing to figures compiled by the fire in- | 
more than 25 percent. A notable in- |} 


From Jan. 1 to June 30, 1927, | 


year vacant dwelling fires numbered 143 | 


| 3oard and general manager of the Chi- 


| cago Board to hear complaints. The 
agents contend that they should have a 
majority in this committee. 

_Company men feel that unless the 
Chicago Board adopts the plan by a 75 
percent vote at least, it may be difficult 
to obtain support from the two com- 
pany organizations. . If the Chicago 
Board gets back of the recommenda- 
tions it is almost certain that the com- 
pany organizations will support it, al- 
though there may be some doubt as to 
the final vote in the Western Insurance 
Bureau. H. A. Clark, manager of the 
Firemen’s group, who was a member of 
the joint committee, did not sign the 
report, he being the only member of 
the committee not giving it his approval. 

a” ” 


INSURANCE STOCK QUOTATIONS 


H. W. Cornelius of Lewis, Dewes & 
Co. gives the following insurance stock 
quotations: 
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When You Go After 


Dividend 
per 
Stock Par Bid Asked share 
Aetna Cas & Sur.100 1150 1200 12.00 
Aetna Fire ..-100 830 840 24.00 
Aetna Life .....100 880 890 12.00 
Agricultural .... 25 130 145 4.00 
| Allemania ...... 50 330 350 10.00 
Alliance ....... 10 74 77 2.00 
Amer Alli, ......100 580 615 16.00 
Amer Auto. ..... 10 65 bee 2.00 
}Amer Drug..... 25 83 86 3.00 
| Amer Equit..... 5 32 36 1.50 
American (1).. 5 28 29% 1.00 
golden eagle cruising near the 


ground in search of prey. Our advice 
to @ prospective victim is to hie 
low 


Bi¢ Game—Go After It. 


F you want the Automobile Business in your community, 

equip yourself right and then go after it. Just remember 
that Big Game Hunters don’t bring down eagles with pop- 
guns. Get a real Automobile Company behind you—one that 
can back you to the limit. A company that can render you 
this specialized service is the Universal Automobile—and it 
will be worth your while to investigate the opportunity it is 
offering to agents. 


UNI 
“ANS 





EDWARD T HARRISON. PRESIDENT 


DALLAS, TEXAS 
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Made for the Severest Test 


“Cheap construction—looked good—but it wasn’t made 
for the severest test. When the flood came—the strain 
was too great.” The Engineer was talking about 
dams, but what he said about being built for the sever- 
est test applies equally well to an appraisal.* 


An appraisal * that does not function in the emergency, 
that fails in the severest test—a loss adjustment is 
worse than no appraisal * at all. For with a faulty ap- 
praisal* the insured is lulled into a false sense of se- 
curity from which only a severe test can awaken him, 
and then it is too late! 


Recommend Lloyd-Thomas appraisals* to your client. 
They are built to withstand every test. When a loss 
occurs you need have no concern over a satisfactory 
adjustment. It is after a loss that your clients will 
appreciate your recommendation of an appraisal* that 
withstands the severest tests. 


*“WHAT 18 AN APPRAISAL? — It is a complete classified ew 
cop raw materi 
=. to replace new. 
the sound "insurable 
value is given. 


“ITs Reva nee ine discovers insurable values that have 

been written the books b depreciation — 
Ind—It gives the seam the assured, the comp: value facts of 
prop: Srd—It makes for insurance protection, for in 
tearly every instance it calls for nddittional insurance.”’ 





The oe 


(pecpennes samen’ ON PHYSICAL VALUES) 


APPRAISAL Ag) exoneens> 








4411 Ravenswood Ave., Chicago 
120 Broadway, New York 


Cleveland Detroit indianapolis 
Milwaukee Pittsburgh Memphis 

Toronto Minneapolis Kansas City 
Los Angeles Des Moines 





























New York UNDERWRITERS 
INSURANCE COMPANY 


CAPITAL $2,000,000 


A&i.0. STODDART, General Agents 


100 William Street - - - - New York City 





FIRE - AUTOMOBILE - WINDSTORM 
BUSINESS INTERRUPTION INDEMNITY 


























The annual meeting of the Western 
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Div. per Div. per 
Stock Par Bid Asked Share | Stock Par Bid Asked Share 
Amer Re-Ins.... 10 64 67 3.00 | Massa Bond. ....100 550 600 12.00 
Amer Res, N. Y.. 10 84 90 3.00 | Merch, Com..... 25 340 370 8.00 
Amer Salam..... 50 68 72 2.50 | Merch, Pfd...... 100 = 126 tee 7.00 
Amer Sur....... 50 287 295 12.00 | Mechanics ...... 25 100 wees 2.50 
Automobile ..... 100 9425 440 tine oo R, cages. 50 «115 125 
Balt Amer...... 10 84 87 1.80 | Merch & Mfrs... 5 20 25 tees 
Bank Indem..... 5 21 24 .... | Metropolitan ... 10 10 sees 1.00 
Bank & Ship....100 550 590 18.00 nak —_- is . 10 48 1.80 
MORO. cwcecvcee 1180 eo 18.00 | Mohawk Fire Ins 25 50 5 ror 
ee A 100 104 aed National Cas.... 10 56 58 1.20 
NEG os hemes 450 .... 13.00] National, Ot.....100 1120 1150 25.00 
Camden . 31 223 .95 | National Lib.... 5 94 96 os 
Carolina 67 72 1.40 | National Union. .100 310 325 12.00 
Cent West Cas.. 50 75 82 2.99 | National Sur....100 310 312 10.00 
Chicago F & M.. 10 17 1¢ .... | New Amster Cas. 10 72 74 2.80 
Ee eae 100 605 Pare ee 16.00 | New Brunswick. 10 60 64 wees 
Colonial States... 106 28 31 ees = yet ol : as ¢ be eens 5.00 
Col National.... 25 18 22 -.2e | NOW EneBiand... ‘ 53 see 
Com Casualty... 10 52 55 1.60 New Hamp. ..... 540 570 16.00 
Commonwealth ..100 750 teas 20.00 | New Jersey..... 60 ® 1.80 
Constit Indem. .. 10 29 34 .... | New York Cas.. 92 94 4.00 
Conti Casualty.. 10 74%, «76 1.60 | Northern, N. Y.. 126 134 3.75 
Continental .... 10 82 84 2.09 | North River..... ++ 334 sil 
Detroit Fi & Sur 50 67 71 4.00 N. Ww. National.. 185 i9d cows 
Detroit F & M..100 300 350 10.00 eee rag pecece 0 oak 29 met 
etroi alate 25 2 2 ( é ce rere 2d 7 cece 4.00 
hg es ‘i Qe 20 95 B red Pacific Indem ... 50 200 aie aia ania 
Excelsior ....... 5 So. .... | Peoples National 10 61 64 1.25 
Federal, N.J....100 1400 1450 20.00 nd ge eg “se (gke ale S660 
Fidelity pg TAA “rt 25 iss “i95 5.09 | Pioneer Fire . 2. 20 20 Pa: ah any 
Fidelity & Dep.. 50 268 27 8.00 Aetna 93 Do ge ...100 560 580 12.00 
Fid itve- . ‘we ( RR R¢ 2. esl cl 25 eee 
ay yy alfa 10 49 51 3°50 Prov.-Wash. 100 = 740 760 16.00 
ireman’s Fund. 25 113 117 5.00 Arma Mage “eee 10 26 = 136 
Firemen’s ...... 10 48 51 2.20 ? C ss <9 awe 2 
Franklin ....... 25 370 6 6.08 | eee Sane... vB — wa “as 
G ~“ > Ss 7 ~ . . e 5 eee eee eee “0 oa ». U 
ee see ama a5 150 165 “*** | Seaboard Sur. 10 20 23 edb 
Georgia Cas..... 10 33 2 ~~ '.30 | Seeurity, N.H.(3) 25 23 130 3.00 
Glens Falls .... 10 60 63 1.60 | South Surety... * 10 ode ott 1.60 
Globe & Rut.....100 2500 2575 44.00 ee Se: 35 204308 4.00 
Gt. 4 rp Cas... 25 5 2 vee | t+ : 
Gt Aer canes’ 30 eset | Stand Accident... 56 $85. 330 6.60 
Gt Amer Fire... 10 51 Se elise :.-.-. <i ee - awe 
Great DO «ces BS 2 vase 1.00 dale . g iy hi 30 +4 see 
Guaranty ...... 100 215 225 10 00 | Senmaperth ‘eel — a 37 aa 
~ : or - - ati a a 37 2 anes 
+ mona pbgemre: 16 = | | Travelers (4)...100 1570 1590 22.00 
i 50 35 00 ‘oo | U- & Fire....... 10 105 110 a 
coco gla 7. = | U & Casualiy...100 380 410 10.60 
Harmonia ...... 10 80 83 1.490 | U.S. Fid & Guar. 50 420 424 10.00 
Hartford ....... 100 = 830 $40 20.00 | oe oa a |hC|l|lUe 
Hart S. Boil..... 100 760 780 «=: 18.00 | Universal ....... 2% ° = = ¥° 
Henry Clay..... 10 11% ae ‘60 | Victory ........ 10 +4 oe 1.20 
Home, N. Y..... 100 605 620 20.00} inp F & M. 36 130 145 B+ 
Homestead ..... 10 41 44 -60 | Westchester .... 10 90 "Oa 250 
Hudson Cas. .... 5 9 10% .10 : ro 
Import & Ex.... 25 89 el ae — 
Indep Ind....... 10 26 28 “50 he us BEB cccccccsccsseccoeses 3 % 
Indep Fire...... 10 19 24 "60 | 2 Bente teen eee ee cence 10 10 
Ins. Co., N.A. (2) 10-82 M MeeRS oh strtesescsersteasess ian. a" 
Iowa National...100 160 8.00 | A cette eee e eee eee eee ed 43 248 
Lincoln, N. Y... 20 90 95 4.50 * * * 
Lloyds Pl Gl....100 285 300 14.00 “pr AaTT . 7 _ 
Md Casualty.... 25 150 155 1.85 | Ss a oe 
' 


Insurance Bureau will be held at Old 








| Point Comfort, Va., Oct. 10-12 instead 


was found that accommodations could 


OPPORTUNITIES | | of Oct. 3-5 as previously announced. It 





not be secured at the hotel on the dates 





originally selected. 








| 
Acting Manager of Fire Insurance Company | 
out of employment by reason of concern’s He makes no friends who never makes 
liquidation. Desires office executive or field 
position with representative company. Age | | 
39. Experienced Underwriter. Address G-51, 
care The National Underwriter. | 


Be wise today and idleness forego: 
a foe. 
There are too many men in the world 


who are not content with wasting their 
own time. 











VAN CLEVE 




















300 
ROOMS 





In Dayton— 


The Hotel Van Cleve, Dayton’s newest and finest hotel. 
Delightful atmosphere and appointments that have distinct 
appeal to the discriminating public. Luxury without ex- 
travagance. 





Reasonable Rates—Garage in Connection 
C. C. Schiffeler, Managing Director 
DAYTON, OHIO | 
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PEARSON HOTEL 


CHICAGO 


Pearson and Seneca Sts. 
One Block East of North Michigan Ave. 


aa} 


a 
AF 
~ 
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Location 
Near the Lake, near Lincoln Park,—with its recreational attractions 
—in the smart near-North Side, yet close to downtown Chicago. 
A distinguished address. 


Transportation 
Within a few minutes’ walk of theaters, shops, and offices. Taxis 
at the door or the Michigan Avenue busses a block away, if you 
prefer to ride. 


Accommodiations 
Large, bright, airy, elegantly furnished rooms with every service 
those accustomed to high standards cf living could wish. 300-car 
fireproof garage close by. 


Restaurant 
The food and service of the Pearson’s Restaurant are of such ex- 
cellent quality that many come daily from Chicago’s business center 
and from all over the near-North Side. 


Charges 
Considerably moderate throughout. Rooms for one person, $3.50 
to $5 per day; for two, $5 to $7; two-room suites, $10 to $14. 
Every room and suite has a private bath. 


xX 




















Paramount 


cA five hundred room 

hotel located in the 

down-town section— 

only three blocks from 
the “circle” 


oo the door 
to the hospitality 
of the South 


LOUISVILLE’S newest and 
finest hotel—located in the 
heart of the theatre, shop- 
ping and business district. 


WALNUT at FIFTH 


Excellent parking 
and 
garage facilities 


SPINK ARMS 
HOTEL 


INDIANAPOLIS 
Wm. A. Holt, Proprietor 


LOVISVILLE 


Robert M. Quinlan, Manager 




























DESHLER-WALLICK 


America’s Most Beautifully Equipped Hotel 
1000 ROOMS 1000 BATHS 
IN COLUMBUS— 


Welcome comfort, charming 
atmosphere and excellent din- 
ing facilities are to be found in 
the restful, conveniently-ap- 
pointed Deshler-Wallick. Let 
your choice be this hotel which 
offers you the newest and best 
in modern hotel service. 





James H. Michos, 





¢ Ambassador~ 


Los Angeles 
No Hotel in the World Offers More Varied Attractions 
Superb 27-acre park, with miniature golf course, open-air plunge and tennis courts. Riding, 
hunting and all sports, including 18-hole Rancho Golf Club. Motion Picture theater and 
35 smart shops within the hotel. Famous Cocoanut Grove for dancing nightly. 


Write for Chef’s Cook Book of California Recipes and Information. 
Ben L. Frank, Manager 


8-la 











Hotel Russell-LamSon 

















Waterloo, Iowa 
Manager COLUMBUS, OHIO 300 R . . 
L. C. Wallick, President A. L. Wallick, Vice President ooms Fireproof 
a & 
al|s a\s 














Hotel Cornhusker 


Without Bath, $1.50 and $2 per Day. 


$2.50, $3, $3.50 and $4 per Day. 


In Des Moines it’s 


W hen in Lincoln 


300 Rooms Hotel 


Most Centrally Located 
250 Fireproof Rooms 


With Bath, 








CHAMBERLAIN 


BREVOORT 


HOTEL 
Madison Street CHICAGO 


East of LaSalle 
Insurance Headquarters 


Brevoort Hotel upholds 
worthily the best traditions of 
American hotels famed for hos- 
pitality. 

















JOS. A. BRIEGEL 
PREMIER SIGN PAINTER 


ORIGINAL IDEAS, SKETCHES SUBMITTED 
AND WORK DONE PERSONALLY 


PHONE FRANKLIN 1076-1077 * 








| CEDAR RAPIDS, IA. 
HOTEL ROOSEVELT 
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If Chicago Plan Is Not Adopted, What Then? 


Tue Cnrricaco Boarp will 
important meeting Thursday afternoon of 
this week to consider the plan recom- 
mended by a joint committee of its organ- 
ization, the WesterN UNIon and WeEsT- 
ERN INSURANCE Bureau for governing 
commissions. Perhaps no meeting that 
the Board has ever held will be as im- 
portant as this, because Chicago is at the 
parting of the ways. 

So far as THE NATIONAL UNDERWRITER 
can see, looking at this document from 2 
neutral standpoint, it worth 
putting into effect as an experiment. It is 
far from being perfect. It does not sat- 
isfy anyone. Almost every active com- 
pany and agency will be called upon to 
make some sacrifice in squaring itself with 
its terms. Frankly it is a compromise in- 
tended to apply a balm as healing as pos- 
sible where a wound will be inflicted. The 
document represents a monumental piece 
of work, thought and effort on the part of 
the committee. Let us not overlook, too, 
the influence of the former committee that 
canvassed the field thoroughly. The pres- 


hold a very 


is certainly 


ent committee was abi make more 
progress because the field had _ been 
plowed. 


The premiums in Cook county, IIl., are 
one-sixth of the entire premium income 
of all Western Union territory. That at 
once brings out the importance of this 


comparatively small territory with so 
great values. Naturally competition is 
very keen. Companies and agents have 


every way to increase their 
profitable income. This has brought about 
tense conditions and bad practices. 

Cook county is headed for chaos un- 
less some action is taken to stabilize con- 
It seems to us that the recom- 
mendations of the joint committee are as 
fair as could be devised. They are cer- 
tainly worth a trial. It behooves every 
company and agent to take a broad-minded 
view of the situation. 

If the recommendations of this commit- 
tee are not adopted, it will be well for 
all to pause and inquire, “What of the 
night”? No other joint committee cer- 
tainly will have the temerity to try to 
solve the problem. In our opinion it may 
end the Cuicaco Boarp as an agents’ or- 
ganization so far as much of a voice in 
its deliberations is concerned. Further- 
more, legislative investigation may result 
in drastic measures that will in a way take 
the business out of 
who are in it. 

The regulations recommended by the 
committee anticipate objections. The pro- 
cedure outlined endeavors as far as pos- 
sible to ease situations of vital signifi- 
cance created by the new rules where 
some interest is greatly affected. Can 
Chicago afford to take any chance at this 
time? The program presented is the out- 
growth of much thought, vision and a 
desire to bring about, if possible, harmony 
and stability in a territory vastly impor- 
tant whose future is now threatened. 


sought in 


ditions. 


Reward Exceedingly Great 


“Gop help the man who has a task that 
he can do perfectly! He is a man with- 
out ideals, without imagination, with- 
out ambition. Ideals mean something 
always beyond the highest accomplish- 
ment, something we can approach but 
never reach. Ideals rule the world, even 
while the world cynically derides them. 
We never shall be perfect in our call- 
ing, but let us be thankful that our 
calling is so high that the pursuit of it, 
through praise and blame, in sickness 
and in health, calls on the best that is 
in us, and that the pursuit itself is our 
glory and our reward exceedingly 


”* — John Danihy, 
Milwaukee, in 


S. J., Marquette 
“Inland Printer.” 


great. 
University, 


A recorD of worth-while accomplish- 
ment is a material asset that nothing can 
take from you. If you have done a 
thing that is worthy of your 
powers, you have done it, and the record 
stands. 


The satisfaction of having done ; and had been in failing health for some 


the hands of those | 


oS os 


PERSONAL SIDE OF THE BUSINESS 


| 











P, J. Mangan, Indiana state agent of 
the Royal, and his son, “Pat, Jr.,” en- 
tered as a team in the Indianapolis city- 
wide tennis championship contest and 
finished in third place against a field of 
32 crack teams, made up chiefly of col- 
lege students and graduates and they 
made a good fight before going down to 
defeat. It is not often that a father can 
qualify as a competitor in the same 
fast-stepping class with his son on the 
tennis court, but Mr. Mangan has mas- 
tered the art of keeping young and he 
and his son “pal” around together like 
a couple of brothers. 


W. E. Mallalieu, general manager of 
the National Board, underwent an op- 
eration in Fairmount Sanitarium, Jersey 
City, N. J., and is recuperating there. 
He is reported to be making a good re- 
covery. He keeps in touch with Na- 
tional Board aus See: telephone. 


John R. Kenny of Mattoon, IIl., died 
suddenly in his office from heart failure 
last week. Prior to 1925 he was in the 
furniture business. That year he pur- 
chased an interest in the local agency of 
C. J. Turner. Mr. Turner subsequently 
sold out to Mr. Kenny. This agency 
was established in 1901 by E. T. Guthrie 
and F. G. Herman. Mr. Herman sold 
his interest to Mr. Guthrie about 15 
years ago to move to Indianapolis to 
become state agent of the Agricultural, 
he still residing there. Mr. Guthrie sold 
the agency to Mr. Kenny and is doing 
independent adjusting for companies. 
Mr. Kenny was well and _ favorably 
known in the community. 


James Gibson Nicoll, general mana- 
ger of the Scottish Union & National of 
Edinburgh and president of the Char- 
tered Insurance Institute of London, 
and Mrs. Nicoll, who have been travel- 
ing in Canada, together with J. H. Vree- 
land, United States manager of the 
Scottish Union, are now visiting Mr. 
and Mrs. Vreeland at West Hartford, 
Conn. Mr. Nicoll and Mr. Vreeland are 
starting shortly on an extended trip vis- 
iting agents of the Scottish Union and 
American Union in the important cities 
in the United States. 


William P. Habel, 


assistant secretary of 


who was formerly 
the old Calumet 


| of Chicago and later was an official of 


| and Ben, 


best | 


the Marquette National Fire of that 
city, is spending a few days in Chicago. 
He is now connected with the liquida- 
tion section of the Pennsylvania insur- 
ance department at Philadelphia. The 
main companies being liquidated are the 
Pittsburgh Fire and the Republic Cas- 
ualty of Pittsburgh. 

In honor of James H. Weed of St. 
Paul, dean of Minnesota insurance men, 
two social affairs were given on his 83rd 
birthday anniversary, Aug. 31. A lunch- 
eon attended by prominent insurance 
men of the Twin Cities and Chicago 
was given at the 
in the evening a dinner was given at 
the home of a son, Benjamin Weed. 

James H. Weed has been engaged in 
the insurance business in St. Paul since 
1867 and founded the firm of Weed, 
Parker & Co., of which he is still the 
active head, although his two sons, Paul 
have taken over much of the 
executive work. 

Albert Starr Ellsworth, well known 
insurance veteran of Davenport, Ia., 


| died Aug. 29 at the home of his daugh- 


it, and the inspiration and the power to | 
go beyond it in achievement, are yours | 


for all time. 





“He who holds spite is not likely to 
hold friends.” 


ter. Mr. Ellsworth was 82 years of age 


time. The immediate cause 
was pneumonia. 
Mr. Ellsworth was born in Michigan 


| and was graduated from Adrian College. 


He was identified with the Equitable 


Life of New York for a time and later 
engaged in the fire insurance business 


Minnesota Club and | 


of death | 





| 








| the American Mutual 


in Davenport under the firm name of 
Meyer-Ellsworth Company. The firm 
later became known as Ellsworth & 
Kerker agency. In January, 1927, Mr. 
Ellsworth retired from active business 
and disposed of his interest in the firm 
to his partner, jules Kerker. 


Paul Braniff, Ine., i is a new air passen- 
ger line that has conducted a service be- 
tween Oklahoma City and Tulsa since 
June 20. It recently extended its opera- 
tions to Ponca City and Okmulgee. It 
is to open a passenger line north to 
Kansas City and south to Fort Worth 
and Dallas as soon as equipment is 
bought. Paul Braniff is one of the fa- 
mous Braniff brothers of Oklahoma and 
is head of the company. Headquarters 
will be at Oklahoma City. The comple- 
tion of the line is planned for Jan. 
next. Thomas E. Braniff, well known 
insurance man, is vice-president. 

oe 

In view of the heated controversy 
at St. Louis over the claim of Carl 
Jung, manager of the Missouri Audit 
Bureau that he made a hole-in-one re- 
cently at his golf club, a subscriber con- 
tributes the following, adding much to 
the gaiety of nations: 

“Hear about poor old Slyce/ 
he do it? He'd stood up under 
of hard luck.” 

“I know it. 


Why did 
all sorts 


Fire, shipwreck, panics, 
divorces—we figured he was case-hard- 
ened, and now he’s gone.” 
“Jumped off that cliff by the third tee, 
didn’t he?” 
“Yes—just serawled 
with his clubs.” 
“What'd it say?” 


a note and left it 


“It said, “This is too much Have just 
made a hole in one, without a single 
Witness. Good-bye.’” 


Harry L. Grider has resigned as vice- 
president of the Evarts - Tremaine - 
Flicker Co. Agency at Cleveland, to re- 
turn to the Western Factory Insurance 
Association as special representative 
with headquarters at Cleveland. Mr. 
Grider was with the Western Factory 
for about five years before, résigning a 
few years ago to go with the Evarts- 
Tremaine-Flicker Agency. He is a high 
grade man. 


ae 

T. H. Williams, independent adjuster, 
has removed to Los Angeles from San 
Francisco, and will devote his entire 
time to the southern California field. 
With over 40 years of experience in fire 
insurance as field man, department man- 
ager and company executive, as well as 
adjuster, Mr. Williams is promi- 
nently identified in this line in Califor- 
nia. He has opened offices in Suite 912, 
Western Pacific building, Los Angeles. 

Mr. Williams was formerly head of 
the Pacific States Fire of Portland. He 
is prominent in the Blue Goose, having 
been most loyal grand gander. Mr. 
Williams prior to going to Portland was 
in the field. He has an all around in- 
surance experience. 


loss 


A. V. Gruhn is manager of 
Alliance, from 
which H. P. Janisch resigned as man- 
ager to become vice-president of the 
National Shawmut Bank of Boston. 
Mr. Gruhn is secretary of the Federa- 
tion of Mutual Fire Insurance Com- 
panies, one of the three constituent or- 
ganizations in the alliance. The others 
are: National Association of Automo- 


acting 


| tive Mutual Insurance Companies, J. M. 


Association 
J. M. 


Eaton, secretary; National 
of Mutual Casualty Companies, 
Eaton, secretary. 

—_— 


VISION OF A TIRED ADJUSTER 


He saw a rip-snorting wild hoss, 
Breathing fire like a fierce heathen joss. 
“I can’t tell, for my life, 
If that’s merely my wife 
Or another gol-durned proof of loss.” 
—Maud Scott Upham. 
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“Oh! Tom, a letter came from the insurance man 
today, reminding you to let him know when we 
move into our new home. He also suggested that 


we insure our furniture while it is in transit.” 


“That’s what I like about that insurance man 
Helen, he thinks about your insurance for you. 
Insurance had slipped my mind entirely. His 
suggestion that we insure our things in the van is 
good. In fact something is more liable to happen 


to them on the road than in our home.” 


Tell your clients who are moving about trip 
transit protection. Incidentally this is also a 
good time to speak of Rental Value insurance to 


those who are moving into their own homes. ema) 


VA HEALD), Presid 


CASH CAPITAL 


IEN MILLLON DOLLARS 


FIDELIT Y-~PHENIX NEW YORK CHICAGO 


| MON TREAT 
FIRE INSURANCE COMPANY 





DALLAS SAN FRANCISCO 





22 


THE NATIONAL 


UNDERWRITER 





September 6, 1928 








FIRE INSURANCE NEWS BY STATES 
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OHIO AND WEST VIRGINIA 











CLEVELAND IS INSPECTED 


National Board Men Report That Some 
Improvements Have Been Made, 
But That More Are Needed 


Engineers of the National Board have 
completed an inspection of Cleveland, 
in which they report some changes for 
the better in fire-fighting facilities and 
structural conditions since the last in- 
spection was made in 1926. 


improved by provision for receipt of 
alarms at the Division and Fairmount 
pumping stations and at some conven- 
ient location for response and by mak- 


ing regular response to first alarms in | 


important districts and second alarms 
elsewhere. Dependence of maintaining 
continuous supply of water for the city 
and the whole Cleveland territory is 
still placed on two systems of intake 
tunnels, either of which alone, it is re- 
ported, could not furnish average con- 
sumption, much less maximum require- 
ments. The formerly unsatisfactory 
conditions around the Division filtration 
plant are reported fully corrected. 


New Water Systems Needed 


The engineers again emphasized the 
need of constructing a complete new 
intake system and supply works to pro- 
vide the eastern portion of the city and 
the eastern suburbs with water. The 
need for this improvement is manifest 
and should be started at once, since 
four or five years would be required to 
build the plant and put it in operation. 
The engineers state that the high pres- 
sure system continues to be used to 


good advantage but has not been en- | 


larged or expanded as recommended. 
Fire department drill work is still in- 
complete because the department lacks 
a drill tower. The response to alarms 
is reported well arranged and adequate, 
but is now seriously handicapped by an 


order issued by the director of public | 


safety instructing all drivers of fire ap- 


paratus to comply with all traffic ordi- | 


nances and rules the same as other ve- 


The emer- | 
gency situation, it is reported, would be 


hicles. 
lights, making double stops for left 
turns and observing speed limits. The 
attention of the administrator has been 
called to the better practices of other 
cities in permitting apparatus to pass 
through traffic. 

Delay in hooking up headquarters 
equipment and building more circuits 
for alarms to relieve overloading has 
been caused by changes made necessary 
| by the excavation work for the city’s 
| new union station. 





Mining Field Still Unsettled 


Depredations are still being perpre- 
| trated in the Ohio mining fields. The 
|; fovernor has been asked to probe a 


| dynamiting in the plant of the Nelson- 
ville & Murray Coal Company near 
Pittsburgh, Hocking county. A number 
of sticks of dynamite were placed in the 
main entrance of the mine. Rewards 
totaling $2,000 have been put up by coal 
companies for information leading to the 
arrest of persons.who have been caus- 
ing the dynamitings and fires in the min- 
ing section. Not only have mine com- 
pany buildings been burned and dyna- 
mited, but attacks have been made 
houses occupied by workmen. 


Fairgrounds Poorly Protected 


COLUMBUS, O., Sept. 5—During the 
Ohio State Fair at Columbus this week 
tests of the water supply were made. 
It was revealed that the mains are in- 
adequate to give a_ sufficient volume 
of water to fight a conflagration. State 
fair firemen fought a small fire on the 
roof of one of the buildings for a while 
and fearing that it might get beyond 
control they summoned firemen from a 
nearby engine house. The situation will 
be laid before state authorities with the 
hope that better fire protection may be 
provided. 





Ohio Notes 


Fire caused a loss of $22,000 this week 
in the plant of the Foy Paint Company 
in Cincinnati. Sparks ignited turpentine. 
Six employes of the company were over- 
come by fumes. 

The village of Jeffersonville, O., has 
decided not to install a water works 
system and will put in fire walls and 
cisterns instead. The town recently pur- 
| chased new fire fighting apparatus. 
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RESIDENT AGENT MUST SIGN 


Inquiry Directed to Illinois Department 
Brings Out Opinion on Practice 
of Reinsurance 


An inquiry was made of THE Na- 
TIONAL UNDERWRITER as to whether in 
Illinois it is necessary for a resident 


agent to sign a reinsurance policy. In a 
recent ruling the Arkansas insurance de- 
partment stipulates that such policies 
must be signed by resident agents. THE 
NATIONAL UNDERWRITER inquired of In- 
surance Superintendent George Huskin- 
son of Illinois as to the conditions in 
Illinois. Mr. Huskinson states that the 
only section applying to this is on page 
43 of the insurance laws of Illinois, in 
which it is stated that it is unlawful to 
insure property in the state except 
through authorized agents in the state. 
O. F. Berry, attorney for the insurance 
department, in June, 1899, in response to 
an inquiry from the insurance depart- 
ment gave the following opinion: 

“In answer to your letter making in- 
quiry as to the proper construction of 
Paragraph 26 general insurance laws 
being section 1 of the act providing a 


penalty for the violation of section 30 of 
the act approved and in force March 11, 
1869. I take it from your letter that the 
question you desire determined is 
| whether or not insurance business done 
| in this state under our law at present 
| must be done entirely by a resident agent 
| in this state, etc.: 


| 
| 


Must Have Resident Agent 


“1. Section 22 of ‘the act of 1869 in 
reference to fire insurance companies pro- 
vides the manner in which all companies 
doing business in this state shall comply 
with our law, and that provides for a 
resident agent who shall have a license 
and the appointment of an attorney in 
this state on whom service of process 
can be served in case of suit. Section 1 
of the act first above referred to in refer- 
ence to resident agents provides ‘that it 
shall be unlawful for any insurance com- 
pany legally authorized to transact insur- 
ance business, to write or cause to be 
written any policy or insurance, except 
through legally authorized agents of IIli- 
nois.. Under those two sections of the 


law as it formerly stood prior to the last 
legislature, it was held by the present 
and former attorney general that insur- 
ance must be written by resident agents, 





| and be written in this state. 


| ized to do business in this state shall re- 


| 


This includes stopping for red | 





on | 


Under sec- 
tion 1 of the act of 1899, which will be 
in force July 1, 1899, the law provides 
‘that no fire insurance company author- 


insure, dispose of by treaty, cede, pool, 
divide, or in any manner or form what- 
soever, reduce any portion of its risk or 
liability, covering property located in 
whole or in part in this state, in or with 
any company, association, person or per- 
sons, whether incorporated or otherwise, 
not authorized by law to do the business 
of fire insurance in this state.’ Taking 
the three sections together with the bal- 
ance of the acts as applied to this ques- 
tion, we conclude first, that no company 
can do business in Illinois of any charac- 
ter unless said company is duly author- 
ized under the law of this state to do fire 
insurance. 


Ruling on Reinsurance 

“2. That no company authorized to 

do business in this state can reinsure 

with or in any company not authorized 
to do business in Illinois. 

“3. No company can do business in 

Illinois except it be done through or by 





a resident agent residing in this state. 
It therefore naturally follows that every 
company doing any kind of insurance 
business in this state, reinsurance as well 
as every other kind, must have a resi- 
dent agent, and that agent must keep 
such a record as can be examined and 
will clearly show the business done by 
that company by such agent, and under 
the sections above referred to they must 
comply with the law which requires them 
to name an attorney upon whom service 
can be had, as that is one of the neces- 
sary requirements to do business in this 
state.” 





Illinois Notes 


James W. Asbury, 66, retired real es- 
tate and insurance man of O’Fallon, IIl., 
died Aug. 29 at his home in O'Fallon, 
following an illness of four years’ dura- 
tion. Death followed a second stroke of 
apoplexy. 


Indiana Notes 


William J. Miles, 80 years old, insur- 
ance man and president of the Farmers 
Mutual of Crawfordsville, Ind., died at 
his home at New Market, Ind., Aug. 28. 

















STATES OF THE NORTHWEST 








DECIDES IN COMPANY’S FAVOR 





Appraisers’ Award Not Satisfactory to 
Insured—Wisconsin Supreme Court 
Holds Agreement Valid 





In the recent decision given by the 
Wisconsin Supreme Court in the case of | 
Frank Dechant vs. Globe and Rutgers | 
Fire, the high court held in favor of | 
the company, thereby sustaining the de- 
cision of the trial judge of Waukesha 
county court. 

The action was brought as a result of | 
the plaintiff's car being burned. He had | 
a policy on it for $750, taken out in 1923. 
The car was bought in 1921 for $1,600. 
The list prices were reduced in 1922. 
After it was destroyed by fire in 1924 
the parties could not agree on the ad- 
justment and they agreed to bring in 
an appraiser and an umpire. Nurnberg, 
Schiffer and Co., Milwaukee adjusters, 
handled the adjustment for the company. 

The appraisal was made and the ap- 
praiser and umpire agreed that $350 
should be awarded to Mr. Dechant. He 
was not satisfied with this and brought 
suit for the entire amount of his policy, 
asking that the appraisal be set aside. 


Decision of Court 


The decision of the supreme court 
stated: “While the difference between 
the award of $350 and the jury’s verdict 
of $750 is quite substantial and, under 
the entire evidence the latter amount 
quite persuasively, as an original propo- 
sition, is the nearer to plaintiff's actual 
loss, yet, as held by the trial court, such 
difference is not sufficient in the ab- 
sence of the slightest evidence of fraud 
or want of good faith on the part of 
the appraisers to warrant the setting 
aside of such a determination, by those 
to whom, by agreement of the parties, 
the matter was submitted. None of the 
three specific objections presented by 
the plaintiff's pleading to this award, 
can. under the evidence and the court’s 
finding, be here sustained. 

“In addition to such objections, appel- 
lant now urges that such award was in- 
valid because. as it is claimed, such 
appraisers considered and based their 
valuation upon a list of. or their own 
knowledge of second hand car values 
and considered such without plaintiff's 
presence or knowledge. Thev were 
chosen as men known to be familiar with 
the handling and selling of antomobiles.” 





The court stated further that the fact 


that such arbitrators may properly use 
their own expert knowledge of the sub- 
ject matter is held in several cases in 
Wisconsin, that such appraisals are not 
to be lightly set aside, that there was 
no substantial failure by the appraisers 
to appreciate the matter and questions 
before them, nor was there anything like 
the misuse of an agreement to arbitrate. 


Expect Large Attendance 


About 700 insurance agents from all 
parts of Wisconsin are expected to at- 
tend Wisconsin Insurance Day, which 
is being sponsored by the Insurance 
Federation of Wisconsin, on Oct. 24 in 
Milwaukee. 





Honor Veteran Fireman 


MILWAUKEE, Sept. 5.—Insurance men 
will join with the members of the Mil- 
waukee fire department and local men in 
honoring Capt. Harris G. Giddings, age 
67, who ends 38 years of service on the 


Milwaukee fire department as protector 
of public property on Oct. 1. Capt. 
Giddings has been superintendent of 


buildings and grounds for the Milwaukee 
fire department since 1918, and he has 
a colorful career both in fire fighting 
and life saving. He is one of 18 Amer- 
icans to win a gold Carnegie medal. 


Resume Organization Activities 

MINNEAPOLIS, Sept. 5.—Insurance 
organizations are preparing for their 
fall and winter activities following the 
usual summer recess. 

The Blue Goose expects to resume its 
weekly luncheons about the middle of 
the month. The Insurance Club of 
Minneapolis has not yet set a date for 
its first fall meeting, but it probably 
will be held the latter part of the month. 


Requests Fire Alarm Building 


MILWAUKEE, Sept. 5.—A request that 
$150,000 be approved by the board of 
estimate of Milwaukee to cover the cost 
of constructing a new fire alarm service 
building in Pulaski park has been made 
by Oscar Kleinsteuber, superintendent of 
the fire and police alarm system. New 
fire alarm service buildings to contain 
apparatus now located in the city hall 
will eventually cost the city something 
more than $300,000, according to Mr. 
Kleinsteuber’s estimate. 


North Dakota Hail Claims 


BISMARCK, N. D., Sept. 5—Claims 
made to the state hail insurance depart- 
ment by farmers throughout North Da- 
kota total 4,500 more than the number 
made at this time last year, the weekly 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 


NEAL BASSETT, President JOHN KAY, Vice President and Treasurer 
A. H. HASSINGER, Vice President WELLS T. BASSETT, Vice President 


JANUARY 1ST, 1928, STATEMENTS 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 








ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000,136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE COMPANY 


OF PHILADELPHIA, PA. 
$6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 $3,070,371.44 











ORGANIZED 1854 


MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 
$4,828,245.29 $2,820,808.63 $600,000.00 $1,407,436.61 $2,007,436.61 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 


OF PITTSBURGH, PA. 
$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 








ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 


OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000,00 $1,315,051.79 $2,315,051.79 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO. 


OF MILWAUKEE, WIS. 
$5,250,424.26 $2,567 ,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO. 


OF CONCORD, N. H. 








$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 
TOTAL OF ASSETS TOTAL OF LIABILITIES TOTAL NET PREMIUMS 
$66,583,161.68 $32,856 ,039.61 $25,684,495.78 
WESTERN DEPARTMENT ee ho roar orerpeaae 
i love 4 NEWARK, NEW JERSEY "eae 
H. A. CLARK, Manager vemmat ee San Francisco, California 
ioe ae TORONTO, CANADA ©. acre 
JAMES SMITH JOHN R. COONEY MASSIE & RENWICK, Limited, 
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L.B. LEIGH & CO. 
Pianeta COATES & RAINES 


Arkansas General Agents for 
Little Rock, Arkansas 

Arkansas Little Rock, 
Arkansas 


J. N. 
SCHULKAMP HOBBINS 


General Agent for 

General Agents for 

emiaen Wisconsin and 
Minnesota 


p oaen, Madison, 
Wisconsin 


THE , 
NECKERMA 
AGENCY REINHARDT 
WEST & CO. 


General Agents for 


General Agents for 
Wisconsin 

Texas 

Madison, Dallas 


Wisconsin Tene 


™“ 


C. P. 
HELLIWELL GEORGE M. 


EASLEY 
& CO. 


General Agents for 
Texas 


; Dallas 
Milwaukee, Wis Texas 


General Agent for 
Wisconsin 


woo . ALAMO UNDERWRITERS 
ined Acne GENERAL AGENCY 


Tex., Ark., La., General Agents for 
Okla. and New Texas 
Mexico 


Dallas 


Texas 


DEXTER BROS. 
T. A. MANNING & SONS & WHEELER 


General Agents for aw for 
Texas and Arkansas 


Dallas Texas 


C. F. CUNINGHAM 


General Agent for 
Arkansas 


Little Rock, 
Arkansas 


THE T. E. 
BRANIFF CO. 


General Agents for 
Oklahoma, Texas and 
Kansas 


Oklahoma City, 


CRAVENS, 
DARGAN & CO. 


General Agents for 
Texas 


Houston, Texas 





Il w 


BRAERTON & 
FORSYTH CO. 


General Agents for 
Colorado, W yoming 
and New Mexico 


Denver, Colorado 


Sess hiivad 7 
Php 
Vk iksed 
TL bd dd 


L. N. EWING 
& CO. 


Gencral Agents for 
Oklahoma 


ALDEHOFF & CO. 


General Agents for 
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DALY GENERAL 
AGENCY, INC. 


General Agents for 
Colorado, Wyoming 
and New Mexico 


Denver, Colorado 


WAKEFIELD, 
MORLEY & CO. 


General Agents for 
Connecticut 


Hartford, 


Connecticut 


KRAETSCH CO. 


General Agents for 
lowa 

Des Moines, 
Iowa 


distant territory can meet it in but 
— The territory can be developed 
Home Office through field men in- 


the dangers incident to distant 


control. 
(TO BE CONTINUED) 


REYNOLDS BROTHERS 


General Agents for 


Nebraska, Colorado 
and Wyoming 


. Fr remont, Nebraska 


General Agents for 
Tennessee 


Nashville, Tenn. 


J. H. GOOD 


_General Agent for 
Missouri and Kansas 


Kansas City, 
Missouri 


E. J. HEAVNER 
& CO. 


General Agents for 


Oklahoma 
Tulsa, Oklahoma 


JAS. B. ROSS 


; General Agent for 
Louisiana and Mississippi 


New Orleans, 


Louisiana 


A. J. LOVE & CO. 


General Agents for 
Nebraska and Iowa 


Omaha, Nebraska 








STANDART & MAIN 


General Agents for 
Colorado, Wyoming and 


New Mexico 


Denver, Colorado 


" A.H.TURNER 


General Agent for 
Va., N.C., S. C., Ga. 
Fla., and Ala. 


Atlanta, Georgia 


Kansas and 


Oklahoma 
Wichita, 


MILLER- 
STUDEBAKER 
AGENCY 


General Agents for 
Kansas 


Topeka, Kansas 


BLACK, 
ROGERS 
& CO. 


General Agents for 


Louisiana 


Kansas 
New 
Orleans, 


Louisiana 


SNYDER BROS. 
GENERAL 
AGENCY 


General Agents for 
Kentucky and 
Tennessee 


Louisville, 


L MONROSE 
& SONS 


General Agents for 
Louisiana and 
Mississippi 


HARRY S. 
KAUFMAN, 
LTD. 


General 
Agents for 
Louisiana 


CHAS. R. RAILEY 
& CO. INC. 


General Agents for 
Louisiana and 
Mississippi 


General Agent for 
Louisiana and Mississippi 


New Orleans, Louisiana 
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SEPTEMBER— 
Moving Month is Next 


Yes, people move a lot in the Fall. Some move 
from one house to another. There are others 
who are moving back to town from summer 
vacations, Still others—the younger set—are 
moving to school and college in distant towns 
or Cities. 


* * * * * 


And you, as an insurance representative can 
move right along with the times by showing 
each and every one of these classes of movers 
a real insurance need. 


* cs * x *« 


The people who are moving their residence to 
your locality are all prospects you never had 
before. Look them over; they may own a car 
beside the house and there’s always the need for 
House Furnishings Insurance. 

* * * * * 
Those who are coming back from summer va- 
cations are probably feeling in great spirits 
after their trip and therefore are in a good 
mood for solicitation of insurance protection. 

* * * 1 ~ 
And the younger set just going away to school 
are first class prospects for Tourist Baggage In- 
surance. 

* * * x x 


Then, too, next month is Fire Prevention 
Month, so it’s just about right to begin talking 
Fire Prevention, Show your community why 
care and thought will reduce the great annual 
toll of fire. Broadcast the idea of prevention— 
it is your chance to aid in the’ great work of 
fighting fire and the loss that fire brings. 
* *x* * * * 

If there is no representative of this Company in 
your locality remember that dependable agents 
are invited to apply for representation. 


The CAROLINA 


INSURANCE v\ COMPANY 






WILMINGTON 
NORTH CAROLINA 


NEW YORK OFFICE 
59 MAIDEN LANE 


WATCHCLOCKS 


Al Type for Every Purpose 


DETEX WATCHCLOCK CORPORATION 


BOSTON-23 BEACH ST. @CHICAGO-4147 RAVENSWOOD AVE.@ NEW YORK~-76 VARICK ST. 








report of the department shows. Claims 
this year, including those the week of 
Aug. 18-24, total 19,453 as compared with 
14,913 on Aug. 26 last year. Claims last 
week were 3,045, of which farmers in 
Mountrail county made 539. 

North Dakota and western Minnesota 
were visited by a 
proportions Aug. 26, which in some dis- 
tricts was accompanied by much hail. 


storm of cloudburst | 


Damage to crops has not been fully esti- | 


mated as yet owing to the condition of 
fields and continued rain during the 


week. Some of the grain in the low- 
lands is thought to be damaged by mois- 
ture. 


Wisconsin Notes 


The marriage of Miss Lois Cormany, 
secretary-treasurer of Cormany & Bird, 
general insurance, to John Bird, who is 
vice-president of the company, will take 
place in Milwaukee Sept. 22. Miss Cor- 
many is the daughter of Charles E. Cor- 
many, president of the firm. 




















HOLD BONDSMAN MUST PAY, 


Fire Companies Win Case Against 
Surety for Agent Who Died While 
in Default on Nets 


TOPEKA, KAN., Sept. 7—The 
Kansas Supreme Court has reversed 


the Reno county district court and 


ordered that H. J. Carey of Hutchin- | 


son, Kan., must pay the losses sus- 
tained by the Star 
because of the failure of Claude C. 
Carey to remit net permiums before 
his death. H. J. Carey signed the 
agency bond for Claude C. Carey. 
Claude C. Carey had been the agent 
for the companies for some years and 
while he wrote a large business was 
negligent in making remittances of his 
net accounts. The companies finally re- 
quired him to give a bond to secure 


prizes have been arranged for both 
agents and field men. 


New Wichita Agency Opened 


WICHITA, KAN., Sept. 5—The Pioneer 
Investment Company, operating as an 
insurance and loan office, opened for 
business in Wichita Sept. 1, with offices 
at 307 Bitting building. The new agency 
is owned by the Crane-Overholt Invest- 
ment Company of Arkansas City and 
E. C. Overholt, vice-president, has moved 


| to Wichita to establish the new organi- 


and the California | 


| the London 


zation. 

A Union agency will be operated in 
Wichita as is the case with the parent 
office. The Michigan Fire & Marine and 
& Scottish will be repre- 


| sented. 


the payment of the nets to the com- | 


panies and H. J. Carey signed it. 
Claude C. Carey died in 1922. He 
owed the companies $1,087 at the time. 
The claim could not be collected be- 
cause the estate was insolvent. 


Claimed Companies Remiss 


The Crane-Overholt Investment Com- 
pany also maintains an office in Ponca 
City, Okla., as well as in Arkansas City 
and Wichita. 


Wichita Insurors’ Meeting 


WICHITA, KAN., Sept. 5—At the regu- 
lar bi-weekly meeting of the Wichita 
Insurors last Thursday plans were made 
for a large attendance at the annual 
meeting of the Kansas Association of 
Insurance Agents in Pittsburg, Sept. 
18-20. Many members of the Wichita as- 


|; sociation are prominent in the state as- 


| sociation work. 


H. J. Carey contended that he should | 


not be required to pay the loss because 
the companies had neglected to enforce 
collections regularly and the accounts 
were several months old and apparently 
no effort had been made to_ force 
Claude C. Carey to pay. The district 
court supported H. J. Carey. 

The supreme court reversed the dis- 
trict court and held that while. there 
was no evidence of criminal defalca- 


| Dwight 


| vious meeting. 


tion on the part of Claude C. Carey he | 


was dilatory, negligent and slow in his 
accounts and that H. J. Carey would 


| chemical 


have to pay the companies for what- | 


ever net premiums were due when 


Claude C. Carey died. 


Lincoln Good Will Tour 


The third annual good will tour of 
Lincoln insurance men is being planned 
by Maurice A. Hyde, Security Mutual 
Life executive. This time the south- 


| the engines. 


eastern portion of Nebraska will be vis- | 


ited. Mr. Hyde is planning to have 
each home company in Lincoln send 
one of its executives, and will have 
dinners and 
towns, where speeches will be made. 
Mr. Hyde expects to take 25 represen- 
tatives of home companies along with 
general agency men in all lines of in- 
surance, the primary object being to 
sell Lincoln as a progressive insurance 
center. No solicitation will be done, 
but at each town the local insurance 
men will be guests. Mr. Hyde says 
that this idea of a good will tour is 
original with Lincoln, and with its per- 
manency established other insurance 
centers may take pattern after it. 


Kansas Agents’ Convention 


All Kansas field men have been in- 
vited to attend the annual meeting of 
the Kansas Association of Insurance 
Agents which will be held in Pittsburg, 
Oct. 18-20. The meetings proper are to 
be confined to Oct. 19. There will be 
a smoker on the evening of Oct. 18, 
to which all field men are invited as 
well as the agents. Saturday morning, 
Oct. 20, has been reserved for golf and 


luncheons at the larger | 





Chas. K. Foote is state 
and Frank T. Priest and 
Smith are members of the ex- 
ecutive committee. William J. Bauerle 
is chairman of the executive committee. 
Lee J. Webb of the Blandin & Webb 
Agency, presided, being elected president 
at the annual election held at the pre- 
About 20 members were 


secretary 


in attendance. 





Abandon Chemical Tanks 


WICHITA, KAN., Sept. 5—The use of 
tanks on the Wichita fire de- 
partment apparatus is being abandoned 
in favor of water tanks. The tanks are 
now being converted to water and pres- 
sure is obtained by pump connections to 
Several months ago a new 
Ahrens-Fox pumper was purchased which 
carried a 100-gallon water tank and its 
work has been so satisfactory and dam- 
age so much less than from chemicals 
that Fire Chief McCall decided to change 
all of the chemical tanks to water. Only 
small 2% and 5-gallon hand chemicals 
will be carried in the future. 


Eldridge in Topeka 


Frank L. Eldridge, with the Chicago 
office of Marsh & McLennan, and his 
family are in Topeka this week visiting 
his father, Charles E. Eldridge, one of 
the founders of the Kansas Inspection 
Bureau and manager of the bureau until 


1918. Frank L. Eldridge spent several 
years with the Kansas bureau, leaving 
some four years ago to join Marsh & 


McLennan. Two other former Kansas 
Inspection Bureau men are likewise with 
Marsh & McLennan. E. R. Chincholl is 
with the Chicago office and V. S. Kerans 
with the Los Angeles office. 


Missouri Regional Meeting 

The Missouri Association of Insurance 
Agents held a regional meeting in Se- 
dalia, Mo., last week. The meeting was 
highly successful and enlightening. The 
gathering stimulated an increase in 
membership and the organization plans 
similar meetings next spring in different 
parts of the state. 

J. A. Giberson gave a talk on the con- 
nection which the National association 
should have for the local agent. He 
spoke to his audience frankly on the 
agent’s responsibilities to the insurance 
business and the service. which can be 
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obtained by cooperation with the na- 
tional organization. 


Kansas Notes 


Russell C. Branden, prominent agent 
of Kingman, Kan., is bereaved because 
of the death of his wife last week in 
a Kingman hospital following an attack 
of spinal meningitis. 

Lawrence, Kan., fire protection is being 
improved by the erection of a new fire 
station in South Lawrence, construction 
of which is now under way, and the pur- 
chase of a new triple combination 
pumper, delivery of which is expected 
at an early date. 

Rose Hunt, for several years con- 
nected with the Hill Investment Co. of 
Arkansas City and the Oldroyd Insurance 
Agency, who took over the 
department of the Hill Investment Co. 


insurance | 


several months ago, has resumed her 
connection after several months’ absence. 


Missouri Notes 


Mr. and Mrs. George Oppenheimer of 
Kansas City have announced the birth, 
on August 26, of a son whom they have 
named George Jr. Mr. Oppenheimer is | 
of the firm of Oppenheimer Bros. there. 
George Jr. is a third son. 


George W. Scott, field secretary of the | 
Insurance } 
since | 


National Association of 
Agents, has been in Kansas City 
Aug. 15 and will probably remain there 
until the middle of September. He and 
Wilbur F. Maring Jr., who is secretary | 
of the state association, are conducting | 
a membership drive. Mr. 
that a number of memberships have al- 


ready been secured in the northern part | 


of the state. 
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MAY STAND BY CAMPBELL 


Texas Board Has Taken No Further 
Action Regarding Dallas Rate 
Controversy 


AUSTIN, TEX., Sept. 5.—While no 
definite announcement has been made, 
the Texas Board of Insurance Commis- 
sioners is expected to support the posi- 
tion taken by T. M. Campbell, Jr., the 
late fire insurance commissioner, on the 
controversy at Dallas over the laying of 
additional water mains. Commissioner 
Campbell had ruled that laying of any 
unapproved mains would result in an in- 
crease of 5 cents on Dallas’ key rate. 
This was one of the last official acts of 
Commissioner Campbell before his 
death. 

Clarence Parker, Dallas fire and po- 
lice commissioner, 


conferred with the | 


board this week but no definite decision | 


was given him. Mr. Parker discussed 


with the board the 6-cent reduction in | 


the Dallas key rate, due to the new fire | 


alarm signal system being installed, 


plans for which have been approved by | 


the commission. Since the uniform 
building code being prepared by the Na- 
tional Board will not be made public 
until Jan. 1, Dallas will await its par- 
ticulars before amending the 


Dallas | 


code to gain a further reduction in key | © 1 a 
| fices in the Republic Bank building. 


rate. The salvage corps work in Dal- 


las has been highly praised by the com- | 


mission and will be recommended to 


other Texas cities. 


Nothing on Campbell’s Successor 


AUSTIN, TEX., Sept. 5—Not a hint 
has come from Governor Moody as to 
whom he will appoint on the State 
Board of Insurance Commissioners to 
fill the vacancy caused by the death of 
Fire Insurance Commissioner T. M. 
Campbell, Jr. It is known that a num- 
ber of applications have been filed with 
Governor Moody. 

The appointee will serve out the un- 
expired term of Commissioner Camp- 
bell, which expires next February. 


Improve Sweetwater Protection 


Sweetwater, Tex., has just completed 
ten new wells southwest of the city, 
which produce more than 1,000,000 gal- 
lons of water each 24 hours and is con- 
structing two additional wells at the 
same location. With the two wells be- 
low the dam at Lake Trammel, which 
furnish 350,000 gallons a day, the city 
has double its maximum daily consump- 
tion of 700,000 gallons. The-city is plan- 
ning still another reservoir to be fed 
from a watershed of 100 square miles. 


Water Shortage at Marshall 


Marshall, Tex., is in a serious condition 
because of shortage of water, although 
last week the city manager ordered that 
no water should be used for sprinkling 
or washing automobiles and for other 


purposes as sparingly as possible. The 
city’s supply comes from deep wells 
which have proved inadequate and 


plans are being laid for the construction 
of a pipe line to Caddo Lake, 16 miles 
away. The hazard from fire, particularly 


during the late summer and early fall, is 
very grave. 

Pyote and Palmer are making exten- 
sive improvements in their water systems 
to bring fire protection up to specifica- 
tions for cities their size. A large force 
of men is rushing to completion the 
standpipe and mains at Palmer to con- 


nect with the deep well that has been 
completed this week. Pyote has $148,000 | 
available for its water system and a | 
gravity sewer system, city-wide in scope, 


which will be built simultaneously 
the water mains. 


Texas Notes 


R. S. Campbell, insurance agent of 
Texarkana, Tex., with a companion, was 
instantly killed when his automobile was 
demolished about a mile from the city 
limits. 

H. C. Cole, adjuster with the Texas 
Adjustment Company at Dallas, was 
found dead in bed last week. Funeral 
services were held in Ponca City, Okla- 
homa. 

Property valued at more than $50,000 
was destroyed when fire razed the office 
and sheds of the Edcouch Lumber Com- 
pany at the new Rio Grande valley town 
of Edcouch, Tex. 

Fire of undetermined origin caused 
serious damage to the plant of the Scott 
Brothers Grain & Fuel Company of Fort 
Worth. The fire raged for two hours 
before it was brought under control. 

The Peyton & Stevens agency in the 
Kirby building, Dallas, has been sold to 
the Stroter-Peterson Company and all 
transfers and agency matters will be 
conducted by the latter firm from its of- 


Mrs. Roy L. Hall of Fort Worth, Tex., 
was fatally injured in an automobile 
accident while riding with her husband 
in the suburbs of the city. Mr. Hall, who 
is,an insurance agent of Fort Worth, 
was not thrown from the car and escaped 


| unhurt. 





Cotton valued at $35,000 was destroyed 
by a fire in the Paris Compress & Ware- 
house Company’s warehouse at Paris, 


Tex. Fire-wall construction and efficient | 


work by firemen confined the loss to the 
north portion of the structure. 


Arkansas Notes 


The Home Insurance Agency of Bates- 
ville, Ark., has filed an amendment to its 
charter, increasing its capital from $5,000 
to $7,000. Claude G. Dorr is president of 
the company. 


Oklahoma Notes 


Sam B. Heilbron, who has been asso- 
ciated with his father in the jewelry 
business at Okmulgee, Okla., has opened 
an insurance and real estate office in the 
Commerce building. 
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DISCUSS PUBLIC’S PROPOSAL 


Virginia Association Chairman Wants 
to Get National Organization’s Opin- 
ion Before Taking Action 





RICHMOND, VA., Sept. 5.—Louis 
T. Dobie of Norfolk, chairman of the 
executive committee of the Virginia As- 
sociation of Insurance Agents, was in 
Richmond last week in conference with 
Herbert B. Race, president of the Rich- 
mond Board, relative to the proposal of 
the Public Fire of Newark to the ex- 


Maring says | 


with | 
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CONNECTICUT» 


Do you need in your Agency a Company capable 
of understanding your needs, one willing to help 
work out your fire insurance problems? 


Do you want in your Agency a Company that pur- 
sues a stable and consistent underwriting policy 
year after year? 


The East and West is such a Company. It is a 


valuable addition to any Agency. 


Owned by and under the Management of 
Security Insurance Company of New Haven 


Western Department 
ROCKFORD, ILLINOIS 
Walter D. Williams, Manager 
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VARIETY 


The ability to write many kinds of insur- 
ance in ONE dependable company not 
only is a convenience but often is a sales 
asset for the agent. 
In line with our policy of giving agents 
every possible kind of co-operation, a policy 
which is responsible for this company’s 
resent great agency representation, we 
ve provided an unusually wide range of 
property coverages. 
Let us tell you all the advantages of repre- 
senting this old, reliable institution. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE: 1600 Arch Street, Philadelphia 
CHICAGO: 209 West Jackson Boulevard 
SAN FRANCISCO: 200 Bush Street 
ATLANTA; 8th Floor, Hurt Bidg. 
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CAMDEN FIRE 


INSURANCE ASSOCIATION 
CAMDEN, NEW JERSEY 


' 

’ 

January First, Nineteen Twenty-eight : 

' 

‘ ' 

4 ' 

LJ ' 

LU ' 
' 
L 


CAPITAL STOCK - - . - $2,000,000 00 
NET SURPLUS m ie - + 3,548,708 77 
Reserve for Unearned Premiums - 5,560,190 38 
Reserve for Losses in Process 

of Adjustment - : i - 873,449 00 


246,090 00 


Reserve for Taxes : ‘ . 5 





TOTAL ASSETS - - $12,228,438 15 





| funds to his own use. 


ecutive committee of the board looking 
to the establishment of a brokerage or 
branch office in Richmond. Mr. Race 
presented him with a resolution adopted 
by the board urging that cooperation by 
the state body “be accorded in getting 
the facts before its membership through 
its proper committees so as to block 
effectually this new menace to the 
American agency system.” 
Best to Defer Action 


Mr. Dobie deemed it best for his 
committee to defer action in the matter 
until the National association acts on 
it this month at its annual convention 
at West Baden Springs. He was in 
hearty sympathy and accord, however, 
with the sentiment and purpose of the 
resolution which also recited that it 
was the belief of the board that it was 
the policy of the Public Fire to open 
other such offices in the state. 

Under the rules of the board, no 
member is permitted to place business 
with the Public Fire under the plan as 
as was outlined to it by Louis T. Mil- 
ler, state agent of the company. 

Failing to induce the board to accept 
the plan, Mr. Miller has been submit- 
ting the proposal to non-board agencies 
in Richmond. Just what success he has 
made in this direction has not been dis- 
closed as yet. 


Set for Kentucky Trial 
FRANKFORT, KY., Sept. 5.—The 


stage is set for the trials this week in 
the Franklin Circuit Court of two men 
well known to the insurance world. 
William H. Shanks of Richmond, Ky., 
former state auditor, and as such head 
of the insurance department of Ken 
tucky, is accused of converting state 
Joe T. Embry 
of Stanford, Ky., former deputy state 
auditor and as such head of the de- 
partment of fire prevention and rates, 
is accused of accepting money from the 
state for services not rendered. 


Congressman on Program 


Congressman Maurice H. Thatcher 
will speak at the Kentucky Insurance 
Day banquet in Louisville Sept. 12. The 
banquet will conclude the first insurance 
day held in the state. It is being con- 
ducted in conjunction with the Ken- 
tucky State Fair. A pageant will be 
given to the public illustrating the evo- 
lution and developments of fire fighting 
apparatus. 


Wants Assurance of Lower Rate 


FRANKFORT, KY., Sept. 5—The city 
council of Somerset, Ky., wants assur- 
ance from the Kentucky Actuarial Bu- 
reau that the fire insurance rate in that 
city will be lowered before final arrange- 
ments are made to house the new fire 
truck which the city purchased at the 
suggestion of the bureau in a house by 
itself. The bureau has been notified that 
the change will be made when the as- 
surance is given. 


Kemp Heads Chattanooga Board 


CHATTANOOGA, TENN., Sept. 5—J. M. 
Kemp has been elected president of the 
Chattanooga Insurance Exchange, suc- 





ceeding J. W. Oliphant. H. W. Spencer 
was-:named vice-president, H. F. Wenning 
and George Mason were reelected secre- 
tary and treasurer respectively. Herbert 
Oppenheim, J. W. Oliphant, Lyle Stovall, 
Hugh Huffaker, Jr., and Claude Alexan- 
der with the officers constitute the board 
of directors. 

Plans for the entertainment of the an- 
nual convention of the Tennessee Asso- 
ciation of Insurance Agents Oct. 25-26 
were made. The committee on arrange- 
ments comprises Stanley Lachman, H. W. 
Spencer and J. M. Kemp. 


Rice in Hospital 

W. S. (Buck) Rice, formerly of Louis- 
ville, who has been onverating an inde- 
pendent adjustment office at Princeton, 
Ky., Was scheduled to take charge of the 
new office at Paducah, Ky., of the West- 
ern Adjustment Sept. 1, but has been 
confined to St. Joseph’s Hospital, Louis- 
ville, for about a week following a minor 
operation. Mr. Rice for a number of 
years was a special agent for the Home 
of New York, with headquarters at 
Louisville. He later went out to Den- 
ver, where he spent several years in the 
adjustment field, returning to Princeton 
a little more than a year ago. 


Fire Destroys Alcohol 
NEW ORLEANS, Sept. 5.—Alcohol 
valued at more than $1,000,000 was de- 
stroyed by fire which swept through the 


' plant of the American Solvents & Chem- 


ical Corporation here last week. 


Ask Contingent Commission 


MIAMI, FLA., Sept. 5—At the last 
meeting of the Dade County Underwrit- 
ers Association a resolution was passed 
requesting the Southeastern Underwrit- 
ers Association to ask for a contingent 
commission over and above the flat 20 
percent. 





Kentucky Notes 


License to operate in Kentucky has 
been issued to the Sylvania Fire of New 
York. 

R. K. Cain of Perryville, Ky., has been 
appointed traveling fire insurance in- 
spector with headquarters in the depart- 
ment of fire prevention and rates in 
Frankfort. 

J. Cliff Emerson of Mayfield, Ky., after 
a brief retirement from the insurance 
business, has entered the business again. 
He and his son, W. T. Emerson, have 
formed a partnership. 

Noel Rush, vice-president of the Lin- 
coln Bank & Trust Co. of Louisville, 
which operates an insurance agency, has 
been elected president of the institution, 
following the recent death of Earl S&S. 
Gwin in Michigan, following several 
months’ illness. 

Joe Houston of Murray, Ky., has en- 
tered the insurance business with H. E. 
Holton of that city. The new firm will 
be H. E. Holton & Co. Mr. Houston has 
been in Florida for the past few years. 
Mr. Holton has been in the insurance 
business in Murray for a number of 
years. 

Fairview in Christian county, Ky., the 
home of Jefferson Davis, president of the 
Confederacy, was visited by fire the past 
week and the entire village was wiped 
out almost, except the residenca on 
which the old rebel leader was born and 
the memorial park were not affected. 
The entire business section of the village 
was destroyed, recalling the times when 
the Union soldiers visited that section 
of the state and laid it waste with the 
torch. The loss was over $20,000, and 
many were rendered homeless. 
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LARGE AGENCIES COMBINED | 


Rule & Sons and Wheeler Brothers & | 
Pierce Will Operate Under Same 
Officers 


LOS ANGELES, Sept. 5.—Consoli- | 
dation of Rule & Sons and Wheeler | 
ros. & Pierce, two of the largest in- | 
surance agencies in the west with prin- | 
cipal offices here, has been announced | 
by O. Rey Rule, president of the former | 
company. The deal was effected through 
the exchange of securities, the stock-| 


holders of Wheeler Brothers & Pierce | 


accepting stock in Rule & Sons. It was 


reported that the amount involved was 
approximately $750,000, and that the 
transaction was the largest of its kind 
ever consummated on the Pacific Coast. 

This combination of the two compa- 
nies, Mr. Rule said, will give the Pacific 
Coast one of the largest and _ best 
equipped insurance offices in the United 
States, the estimate being made by him 
that the two companies will underwrite 
approximately $250,000,000 in new in- 
surance annually, representing about 
$5,000,000 in premiums. 

The two companies will operate sepa- 
rately, although managed by the same 
officers. Wheeler Brothers & Pierce 
will remain in the general agency busi- 
ness, dealing with agents and brokers, 
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and will continue to represent the 
Globe Indemnity as general agents for 
southern California. 





Sussex Appoints Corwin Company 


Carl N. Corwin Company of San Fran- 
cisco has been appointed general agent 
for the Sussex Fire for all of California, 
the appointment to become effective as 
seon as the Sussex is licensed in the | 
state. The appointment was made by | 
Arthur H. F. Schumm, vice-president and 
general manager of the Sussex, who has 
just returned from an extended trip to 
the coast. The Corwin Company has 
been conducting a general agency busi- 
ness for about five years. It already 
represents the Queensland, the Mercan- 
tile Underwriters of the North British 
& Mercantile, the Union of Buffalo and 
the Homestead of the Home group. Mr. | 
Schumm has decided not to enter the 
Sussex in Washington and Oregon until 
a later date. 

The Mountain State Agency Company, 
Denver, has been appointed general agent 
for the Sussex in Colorado, and Harry A. 
Kaufman has been appointed general | 
agent for Louisiana. The company has 
not yet received its Colorado and Louisi- | 
ana licenses. The company is licensed 
in Maryland, West Virginia and the Dis- 
trict of Columbia, but has not yet com- | 
pleted its agency arrangements. 
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Same extent as the Pacific Board. At 
the present time the exchange governs 
only the fire business of its members 
which permits the brokers to operate as 
nonboard and nonconference for other 
lines. The board’s plan would mean that 


| the brokers dealing with the board com- 


panies for fire insurance would be gov- 
erned by the same rules for automobiles 
and other classes, including earthquake. 


Pond Elects New Members 


Nine new members were elected by the 
San Francisco Blue Goose at its cere- 
monial held at Huntington Lake. It was 
the first ceremonial held under the di- 
rection of Most Loyal Gander R. M. 
Carr, and his “flock” was loud in praise 
of the manner in which it was carried 
out. 


Security’s Coast Change 


R. H. Horning of Spokane, Wash., spe- 
cial agent for the Security of New Haven, 
has been transferred to the southern 
California territory. He was succeeded 
in Spokane by C. E. Roth, whose terri- 
tory will be eastern Washington and a 
portion of Idaho. 





General Agency Appointments 


The Guernsey-Newton Company of 
Seattle has been appointed general agent 


| in Washington for the Transcontinental. 


Recommend Fire Ordinance Change 


LOS ANGELES, Sept. 5—The board of 
fire commissioners of Los Angeles has 
recommended to the city council an 
amendment to the fire ordinance clarify- 
ing the fire department’s powers in re- 
gard to fire prevention and providing for 
a levy of not more than 10 cents on 
every $100 valuation of property to pro- 
vide for expansion. The amendment to 
the section would give the department 
definite jurisdiction over all matters re- 
lating to fire control or hazards. 


Suggests Appointment of Committee 


SAN FRANCISCO, Sept. 5—The execu- 
tive committee of the Pacific Board has 
suggested to the Insurance Brokers Ex- 
change of San Francisco that it appoint 
a committee to confer with the San 
Francisco brokers’ exchange and metro- 
politan area committee of the Pacific 
Board regarding an extension of juris- 
diction of the exchange over the busi- 
ness of its members. It is believed that 
such a meeting between committees rep- 
resenting the two organizations would 
result in greater cooperation and that 
the jurisdiction of the exchange might 
be extended to cover the business to the 





| quarters will be in the Los 


Frank Burns of Seattle has been ap- 
pointed general agent for the Empire 
Fire of New York. 


Lower with Gulf 


Edmund K. Lower has been appointed 
special agent for southern California for 
the Gulf of Dallas, according to an- 
nouncement made by Vernon C. Dargan, 
manager at Los Angeles for the Pacific 
department of the company. His head- 
Angeles 


offices of the Gulf. 


Coast Notes 


The Sussex Fire of Newark has ap- 
plied for membership in the Pacific Board 
with Carl N. Corwin as its representa- 
tive in the Pacific jurisdiction. 

J. Park Buchanan, past most loyal 
gander of the California Blue Goose 
of Los Angeles, who attended the grand 
nest meeting in Montreal, is still in the 
east and it is expected will not return 
to California for several weeks. 

A. W. Nybloom, special agent at 
Seattle for the Connecticut and West- 
chester, sustained a broken hip while 
driving from Spokane to Seattle. During 
his illness his work will be taken care of 
by Special Agent W. H. Gascoine. 
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NEW HAMPSHIRE DECISION) 


Construes Policy Covering Use of 
Property Over Which Insured 
Had No Control 


Construction of Policy Covering Use | 
of Premises Over Which Insured Had 
No Control—In this action to recover | 
upon policies of fire insurance the ques- | 
tion was whether there was any evi- | 
dence from which it could be found that 
the origin of the fire was a risk insured 
against. The cause of the fire was an 
explosion resultant from pouring gaso- 
line into an automobile tank by the light 
of an ordinary kerosene lantern in a 
barn, by the insured’s son. By the pol- 
icy the insurer assumed such risk only 
if the use was in any portion of the 
premises over which the insured had no 
control. Because plaintiff had the right 
to determine what should or should not 
be done on the premises, it was claimed 
that he had such control thereof that 
the act could not be found to be within 
the terms of the policy. 

Held, that plaintiff could recover. The 
evident purpose of the exception from | 
the terms of the policy was to relieve the 
insured to some extent from the appli- 
cation of the rule that his non-partici- 
pation in the forbidden use was imma- 
terial. Such being the object in view 
there was fair reason to conclude that 
the plaintiff would understand that he 
was insured if the forbidden use should 


be made “without his fault,” as he would 
express it. This might well be thought 
to be the meaning which the words 
“over which the insured has no con- 
trol” conveyed to the common mind. 
Upon such an interpretation of the con- 
tract he was insured against this risk if 
the act was done without his authority, 


| consent, knowledge or culpable ignor- 
| ance, Held, further, that as, at the time 


in question, it was physically impossible 
for the plaintiff to prevent the act which 
was done, it would not be unreasonable 
to conclude that the plaintiff had no 
control—Watson vs. Firemen’s, Su- 
preme Court of New Hampshire. 


Recondition Buffalo Fire Boat 


BUFFALO, Sept. 5—Pending decision 
by the city council on Mayor Schwab’s 
proposal that the city purchase an oil 
burning fire and police boat and _ tice 
breaker, the municipality is hastily re- 
conditioning the fireboat Potter, which 
will go into service to protect water- 
front property, replacing the big tug 
Grattan destroyed in a recent oil barge 
fire. The Potter is a smaller boat but 
still serviceable and of value in protect- 
ing the huge waterfront investment here, 
in the opinion of the underwriters. 


Send Out Pennsylvania Tax 


HARRISBURG. PA., Sept. 5—Checks 
amounting to $795.490 have been mailed 
to 2,164 cities, boroughs and townships 
of Pennsylvania by the state treasurer. 
These checks represent the 2 percent tax 
paid by foreign fire companies on pre- 





miums collected in the state. The money 
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ACompany for Good 
Agents 


Twenty-three years of continuous prog- 
ress have molded a reputation for the 
Home Fire Insurance Company of 
Arkansas that commands the confi- 
dence of every local agent. From an 
idea in 1905 this institution has grown 
to one of $1,750,711.46 assets and 
$500,000 paid up capital. 


Wherever the Home Fire is located 
you will find a satisfied agent. 


We have excellent agency oppor- 
tunities in Arkansas, Louisiana and 
Mississippi. 


Home Fire Insurance Co. 
of Little Rock, Arkansas 
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JOHN HANCOCK SERIES 


Entering College 


N September, thousands of young men and women will 
begin their college careers. It is a good time to call 
attention to the fact that a life insurance policy is a 
guarantee that they will finish. Most of them will. Some 
f them will not. 





The cost of putting a boy or girl through 
college at the present time is estimated to 
be between four and five thousand 


dollars. 


Nowadays parents are learning how to provide 
this educational fund through insurance taken 
out when the children are very young. 


But here we are considering only the youth just enter- 
ing college, with high hopes for the future which may be 
thwarted by the sudden loss of the breadwinner. Small 
would be the additional cost in premium for enough insur- 
ance to secure the family against needless disappointment. 


Just another way of purchasing security. The father 
will know that he has done his full part. The mother will be 
assured that whatever happens she can “see it through.” 


Nearly 3 Billions in Force. 


Over 4,000,000 Signatures 
on the dotted line. 


500 Million Dollars Paid on 
Policies since Business 
Began. 


Lire Inst 


oF Boston. MassacnusetTs 


197 Clarendon St. Boston, Mass. 











SIXTY-FIFTH YEAR OF BUSINESS 
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HALL ON 
ADJUSTMENTS 


By Thrasher Hall 


Revised Edition 





In “Hall on Adjustments,” Mr. Hall starts with the policy, and clause by clause 
takes up practically every point which has to do with the adjustment of a loss. 
Every clause, and practically every angle of each question, has been threshed 
out and interpreted by the courts. Mr. Hall explains in clear, easily under- 
stood language, the attitude of the courts on each point, and, when there is a 
conflict between decisions of the various state courts, he makes clear the 
attitude of each. Full citations are made of all decisions, so that the book 
is really an index to court decisions on the subject. 


The latter half of the book is devoted to special features of loss adjusting— 
waiver and non-waiver agreements, appraisals, arbitration, awards, non-con- 
current insurance, court definitions of insurance terms, accounting in its 
relation to adjustments, the iron-safe clause, concluding with a chapter of 
“Facts Worth Knowing.” 


Particularly important is his discussion of “Apportionment of Non-Concurrent 
Insurance.” 


Price $3.50 


The National Underwriter Co. 
175 W. Jackson Blvd. 
Chicago, Illinois 


420 East Fourth St., Cincinnati 80 Maiden Lane, Room 613, New York 
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is paid by the companies on the basis 
of business done in 1927. Last year the 
payments amounted to $777,505. 


Takes a Life Company 


Harold Holt & Co. of Providence, R. L, 
have been appointed general agents in 
Rhode Island for the Pacific Mutual Life 
and will represent the company in both 
the life and accident departments. The 
company writes both participating and 
non-participating life insurance and spe- 
cializes on non-cancellable income insur- 
ance. The firm is well known in fire and 


casualty circles and is adding the Pacific 
Mutual's lines to its brokerage business. 


Eastern Notes 


Moses Stoppard, Binghamton, N. Y., 
local agent and adjuster, has just cele- 
brated his 85th birthday. 

William A. Trombley, who recently 
opened a general insurance business in 
Kenmore, a suburb of Buffalo, was mar- 
ried Aug. 31 to Miss Eva Lucille Atkin- 
son of Washington, D.C. Both formerly 
were students at William and Mary Col- 
lege in Virginia. 











IN THE CANADIAN FIELD : 














SALARIED EMPLOYE’S STATUS} 

Payment of Any Commission to Person 

in That Class Held to Be Violation 
of Law 


WINNIPEG, Sept. 5.—Some ques- 
tion having arisen as to the right of a 
salaried employe of an insurer, licensed | 
agent or broker to act as an insurance | 
agent without a license, it has been dis- 
tinctly laid down in the insurance act 
that only salaried employes of agents 
or brokers who do not receive commis- 
sion and who act only in the name and 
on behalf of such agent or broker may 
act as agents without licenses. Any in- 
surer, officer, employe or agent or any 
broker, directly or indirectly paying 
commission to any salaried employe 
who does not hold a license is guilty of 
an offense. 


Canadian Losses Compared 
to 





According the “Monetary Times,” | 


fire losses in Canada for the week end- | 
ing Aug. 22 are estimated at $523,700, as 
compared with $117,100 for the corre- 


| 

sponding week of 1927. Losses from Jan. 
1 to Aug. 22 are estimated at $12,898,200, | 
as compared with $12,025,900 for the pe- 
riod from Jan. 1 to Aug. 24, 1927. 


Storm Losses in Quebec 


Last week storms swept the province | 





of Quebec, disrupting communications 
and causing havoc in the farming dis- 
tricts. Many barns were struck by 
lightning and in the ensuing fires the 
contents including cattle and feed were 
destroyed. Roofs of residences were 
blown off by the high winds in many 
sections. At the village of St. Zenon, | 
on the western shores of the Riviere 


| Was caused. 


; ported from 


Noire, 75 miles north of Montreal, three 
deaths resulted and damage of $100,000 
The wind demolished four 

barns and played havoc 
with the crops. Damage was also re- 
the villages of St. Michel 
Des Saints, Ste. Emile De L’Energie and 
St. Edmond. 


homes and 12 


Prudential Assurance Change 


It has just been announced that Ken- 
neth Thom has resigned as manager for 
Canada of the Prudential Assurance. B. 
Mumphrey has been appointed to suc- 
ceed him, coming from England. 


Broadfoot Made Manager 


Announcement is made of the appoint- 
ment of F. C. Broadfoot as general man- 
ager of the General Accident of Canada 
for the province of British Columbia. Mr. 
Broadfoot was formerly inspector for the 
company. F. H. Minchin has been ap- 
pointed inspector in British Columbia. 


General Agent for Equitable 


Ww. W. J. Tait of Winnipeg has been 
appointed general agent for the province 


| of Manitoba of the Equitable Fire & Ma- 


rine of Providence, R. I. 
Canadian Notes 
The double elevators of the Munro- 


Fowler Elevator Co. at Wilcox, Sask., 
were destroyed by fire with 2,400 bushels 


of wheat and barley; 60 tons of coal and 
a carload of firewood were also de- 
stroyed. The total loss is estimated at 
$50,000. 


Fire which is believed to have started 
in a storage space under the roof of the 
British Columbia Box Company’s fac- 
tory at Vancouver, B. C., completely de- 
molished the company mill and an ad- 
joining tannery. The loss is estimated at 
about $250,000, the box factory being 
valued at $200,000 and the tannery at 
about $50,000. 








MOTOR INSURANCE NEWS | 





CANNOT RECOVER ON POLICY | 


| 1921 
| to find out the true model. 
| in the bill 


Misrepresentation of Year and Model of 
Automobile Held to Prevent 
Recovery of Loss 





In Automobile Owners vs. Hennessy, 
Court of Civil Appeals of Texas, 299 S. 
W. 281, the plaintiff applied for a policy 
covering his automobile against loss by 
fire, theft, robbery and pilferage. In the 
application for the policy the plaintiff 
stated that the car was a 1921 model 
when in fact it was a 1919 model. Fol- 
lowing a loss the company denied liabil- 
ity on the ground that the misstatement 
of the model of the car was material 
and voided the policy. 

Upon the trial in the lower court, a 
judgment was rendered in favor of the 
plaintiff. On appeal the higher court, 
in reversing the judgment, said: 

“The policy expressly provided that 
misrepresentation of statements in the 
application should render the contract 
void. The statement was material to 
the risk and the rate of premium to be 
charged, as proved. The model of the 


car, as shown by all the evidence, was 
1919. 
“The appellee undertakes to excuse the 





model upon the ground that the bill of 
sale that he took showed the car to be a 
model. He made no investigation 
The recital 
of sale was shown to be a 
mistake. The tax collector’s record also 
showed it was listed as a 1919 model. 

“The good faith of appellee, as shown, 
in making the representation of fact was 
an insufficient reply to the defense. The 
fact represented must be shown to be 
true. In view of the fact that the car 
was a 1919 model, which was established 
without contradiction, the appellee would 
be denied a recovery. a 

“The judgment is reversed and here 
rendered in favor of the appellant to the 
extent that the appellee recover nothing 
beyond the amount of premiums ten- 
dered of $18.13. The appellee will pay 
costs of the trial court and of this ap- 
peal.” 


Fire Fighters to Meet 


MILWAUKEE, Sept. 5.—More than 500 
members of the International Associa- 
tion of Fire Fighters from all over the 
United States and Canada will be in Mil- 
waukee Sept. 10-15, to discuss the prob- 
lems of fire fighting. A feature of the 
convention will be exhibitions of the 
new fire fighting apparatus recently 
brought to Milwaukee from Germany. 
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Chicago Office: 1027 Insurance Exchange 
JOHN F. BLYTHING 
ADJUSTER 
1028 INSURANCE EXCHANGE 
LOS ANGELES 
Tucker 9942 
Just Automobile Adjustments 





COLORADO, WYO. AND N. MEX. 


DIRECTORY - OF - RESPONSIBLE 


_INDEPENDENT*ADJUSTERS 








LP 








ILLINOIS (Cont.) 





FIRE AUTOMOBILE 


J.L. FOSTER 
INSURANCE ADJUSTERS 


314-1st National Bank Building 
SPRINGFIELD 











INDIANA 


MISSOURI 





MoKanOkla Adjustment 
Company 
Adjusters for Companies Only 
605 Temple Blidg., Wichita, Kansas 
615 Midland Bldg., Kansas City, Missouri 
517 oan Bidg., 
649 Kennedy Blige Tulsa, 





ao Anaad 





THE FULLER ADJUSTMENT COMPANY 


Prompt Adjustment Services 
Provided in Oklahoma 


Offices at 











‘ Charles F. Wilson Charles W. Krueger 
Wilson-Krueger Adjustment Co. 


Adjusters of Insurance Losses 
All Modern Coverage 


oy Gas & Electric Bldg., Denver, Colorado 
710 First Natl. Bk. Bidg., Albuquerque, N. M. 








INDIANA ADJUSTMENT CO. 


Automobile Adjustments 


INDIANAPOLIS 
FORT WAYNE 
TERRE HAUTE 














aeeteee ADJUSTMENTS 
INSURANCE COMPANIES 
D. C.—Md.—Va.—W. Va. 
Suite 625-26-27-28 Bond Building 
WASHINGTON, D. C. 
Practical, Prompt, & Courteous Service 











FLORIDA 





F. L. MILLER 


Prompt and Efficient Adjustment 
Services in Southern Alabama 
and West Florida 





EVANSVILLE 
DISTRICT OF COLUMBIA IOWA 
NICHOLS COMPANY R. Lee Black & Co. 


CASUALTY ADJUSTERS 


Watch Dog Service 
Covering State of Iowa 


DES MOINES, — 
| 223 Securities . Mkt. 2339 











F. B. TRUSTY 


General Adjuster 


Inspections—I nvestigations 
20 years experience 
Charges Reasonable 














Insurance Adjuster 
FIRE Fen apromesn.s Toes = aaa 
eb 


(Per ce) 
Offices: Tampa—Orlande—West Palm Beach 
eadquarters 
1001, 3 & 5 owe mt National Bank Buliding 











ILLINOIS 


7041, Central Ave. Fort Dodge 
Box 1408 Pensacola, Fla. 
KENTUCKY 
A. H. SMITH Kentucky Indiana Ten 











THOS. J. ENGLISH 
Specializing on 


AUTOMOBILE and CASUALTY 
CLAIMS 


Pierce Bldg. ST. LOUIS, MG. 








Shewe A al Tulsa, Okla. 
Oklahoma a City, Okla. Guy H. Fule bier. M M. Hallock Kier. 
PENNSYLVANIA 
ARTHUR R. 
ADJUSTERS 


205 Yoffee Bidg. HARRISBURG, PA. 





NEW ENGLAND STATES 





Underwriters Service 
.Association, Inc. 
Investigations — Adjustments — 
Reports 
Casualty, Fire and Miscellaneous Limes. 
urance Companies Only. New 

England Territory 
185 DEVONSHIRE STREET 
BOSTON, MASS. 











NEW YORK 





SYRACUSE AUTOMOBILE 
ADJUSTMENT BUREAU 
Onondaga County Savings Bk. Bldg. 
Syracuse, N. Y. 
Investigations, adjustments, inspections ard 


insurance credit reports, central and northern 
New York territory. 








OHIO 





J. H. HARRISON 


GENERAL ADJUSTER 


1245-47 Starks Bldg., Louisville, Ky. 
Phone City 3015 











MICHIGAN 





MATTHEW J.O’BRIEN JOSEPH RICE 


CASUALTY SERVICE CO. 


INVESTIGATIONS & ADJUSTMENTS 
ALL CASUALTY LINES 


CHICAGO 





Insurance Exchange Bldg. 








A.H. DINNING COMPANY 


Insurance Adjusters 
Automobile -- Fire -- Marine 


944 Free Press Building 
DETROIT, MICH. 


Phone Randolph 0481 














THOMAS T. NORTH 
ADJUSTMENT COMPANY 
Automobile and Side Line Losses 

A Specialty 
175 West Jackson Boulevard 
CHICAGO 








Fire Auto Casualty 


Angus B. Ferdinand 
BONDED ADJUSTER 


715 Jefferson Bldg. Tel. 6057-23818 
Over 10 years experience Established Peoria 1922 


PEORIA—ILL. 





W. A. GIBSON COMPANY 
ADJUSTERS 
1305 Cadillac Square Bldg. 
DETROIT 
Fire, Auto, Burglary and Inland Marine 











MINNESOTA 





LYMAN HANES, Inc. 


General Adjusters 
for Insurance Companies 


DULUTH, FARGO and MINNEAPOLIS 











Central Adjustment Bureau 
Room 47 
Mercantile Bank Building 
Quincy, Ill. 
Adjustments and Inspections for 


insurance companies. 
Illinois, Iowa & Missouri 








INSURANCE SERVICE BUREAU 
im Examiners — Adjusters — Supervisors 
W. E. JACKSON, General Manager 
820 Renkert Bldg. Canton, Ohio 
Associated with Burt, Kinnison, 
Carson & Shadrach, Attorneys 
Canton: Dial 5167 Akron: Main 3557 











CHARLES E. CURTIS 


KEITH BUILDING 
CLEVELAND 


Thirty-Six Years Company Service 








The Central Ohio Adjustment Bureau 
THE COLUMBIAN BUILDING 
Columbus, Ohio 
W. C. BEATTY, Mer. 
ADJUSTMENTS, INSPECTIONS 
APPRAISALS 
FOR INSURANCE COMPANIES 


Specializing in Automobile Losses and 
Liability Claims 








McAndrews Adjusting 
Agency 
Thomas A. McAndrews, Owner 


719 Coal Exchange Building 
WILKESBARRE, PA. 





TEXAS 





Bates Adjustment Company 
“We have served the companies for 


more than twenty-six years” 
Antonio, Texas; O 


Texas; Abilene, Texas; Amarillo, — 








JOHN BURKE 


Insurance Adjustments 
1424 KIRBY BLDG., DALLAS 


Especially Qualified From Experfence te 
Handle Cotton Gins, Oil Field Properties 
and Industrial Plants 














C. H. MERCIER CO. 


Insurance Adjusters 


DALLAS & HOUSTON 


Send Claim Files to 914 S. W. L. Bldg., 
DALLAS, TEXAS 











WISCONSIN 





Lee W. Bort, Inc. 


Independent Adjusters 
Home Office: Beloit, Wis. 








MATTHEW J. O’BRIEN JOSEPH RICE 


CASUALTY SERVICE CO. 


INVESTIGATIONS & ADJUSTMENTS 
ALL CASUALTY LINES 
A. M. Rice, Mgr., Milwaukee Branch 
499 BROADWAY MILWAUKEE 





S. W. OHIO S. E. INDIANA 
FRED W. PETERS 
INDEPENDENT ADJUSTER 


Fire, Tornado and Automobile Losses 
1041 Third National Bldg.. DAYTON, OHIO 

















MAIN BAKER & WRIGHT, INC. 
General Adjusters © 
Minneapolis—Fargo—Duluth 








The General Insurance Adjustment Co. 
Second National Bank Bldg. 
TOLEDO 
Clifford L. Rose, Mgr. 











THOMAS T. NORTH 
ADJUSTMENT COMPANY 
Automobile fy Side Line Losses 

A Specialty 
A. E. S. ot Gon Mer, Milwaukee Branch 
MILWAUKEE 








NURNBERG-SCHIFFLER & CO. 
General Adjusters 
Underwriters Exchange Bldg. 
MILWAUKEE 


0 Broadway Phones-Broadway { 7318 
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INTER-OCEAN 


REINSURANCE 


COMPANY 
CEDAR RAPIDS, IOWA 












Treaties Adapted to the 
Individual Company’s Needs 


FIRE TORNADO 


AUTOMOBILE 


Assets $2,813,006.69 Reserves $1,797,974.00 


Surplus to Treaty}Holders $1,015,032.69 











_ MARINE. INSURANCE NEWS _ | 











R. M. BISSELL, Pres. JOHN H. GRIFFIN, Vice-Pres. & Mgr. 
WILLIAM COLLINS, Sec’y & Treas. 


TWIN CITY FIRE INSURANCE COMPANY 


MINNEAPOLIS, MINNESOTA 
The Company That Aims to Excel in Service 


FIRE TORNADO FARM 


HAIL AUTOMOBILE TRACTOR 








Organized 1867 


WHEELING FIRE INSURANCE CO. 
WHEELING, WEST VIRGINIA 


Capital $200,000.00 
Surplus to Policyholders $418,320.46 


©. E. STRAUCH, Secy. WM. V. FISCHER, Asst. Secy. C. W. VOELLGER, State Agent 
SAFE SOLID SOUND 








Re-Insurance Corporation of America 


Treaty and Facultative Fire Reinsurance 
Capital and Surplus, Jan. Ist, 1928, $1,324,348.38 


Horace R. Wemple, President 
84 WILLIAM ST. NEW YORK, N. Y. 




















AUGUST PLANE LOSSES HEAVY | Plane recovered when thief crashed in 
making landing. ‘ ' 
: Aug. 8.—Plane of Head-of-the-Lakes 
Second Recorded Airplane Theft Is Airways burned at Superior, Wis. 
Reported for Last Month— Aug. 8—Martin Aviation Schoo! 
Crashes, Fires Frequent plane crashed at Seattle, Wash. 
Aug. 9.—Smith Aircraft Corporation 
biplane crashed in California. 


i i ok t a 1 rzh’s Ry : ; 
The crash of Colonel Lindbergh's Aug. 17.—British Columbia Airways 


Falcon biplane the other day at Port plane crashed at Tacoma, Wash. 

Eddy, Pa., with the death of M. M. Aug. 29—L. & H. monocoupe crashed 

Merrill and Edwin Ronne, revealed the | jy Connecticut. 

fact that August was a bad month for Aug. 29.—Transcontinental Air Trans- 

companies writing aviation insurance. | port plane (Lindbergh’s) crashed at 
The Lindbergh plane was covered for | Port Eddy, Pa. 

$18,000 for fire, windstorm and theft Aug. 30.—Colonial Western Airways 

but was not covered against crash. plane crashed in taking off at Schenec- 

| tady, N. Y., airport. 


Second Plane Theft 


Seek Change in Taxation 


SAN FRANCISCO, Sept. 5—The Board 
of Marine Underwriters of San Fran- 
cisco has requested the tax commission 
of California to include it under the pro- 
posed 4 percent net income tax which 
is to be considered by the legislature 
when it convenes in special session this 
week. It is understood that this request 
is in furtherance of a national movement 
to foster and encourage marine insur- 
ance in this country by the substitution 
of a net underwriting profit tax for the 
gross premiums tax. 


A search of company files also re- 
vealed for August the second aviation 
theft claim since the companies began 
writing aviation insurance. On Aug. 6 
the Porter Field Flying School, Kansas 
City, Mo., reported that one of its 
planes had been stolen. The ship was 
recovered when the thief crashed in 
making a landing. He was arrested 
and is now under indictment. 

Following are some of the insured 
aviation accidents during August. he 
average loss is about $2,600. In addi- 
dition to the following, there were a 
number of accidents in which no in- 
surance was carried or in which no BUFFALO, Sept. 5—R. Parry Jones, 
claim has yet been filed: underwriters’ representative, will offer 

Aug. 1.—Boston airport biplane sub- | 2t auction on Sept. 12 the steamer B. B. 
merged in Boston harbor. McColl, damaged in the $1,000,000 oil 


7 ° . | barge fire of a month ago. He will re- 
Aug. 3—Plane of Arthur Peterson | ceive bids at his Cleveland office not 
crashed in. Minnesota. a | later than noon of that date. Bids must 
Aug. 6.—Porter Field Flying School} be accompanied by a certified check for 
plane stolen at Kansas City, Mo. | five percent of their face. 


eee ; OY 


Will Auction Damaged Steamer 








DEPRECIATION IN RELATION TO U. & O. 


—— +BY FRANK L. ERION —— 











General Adjuster, Chicago 


O far as use and occupancy is con- that direct labor is avoidable when a 

cerned, depreciation is a fixed charge | saved portion is idle. Depreciation on 

only as it pertains to the saved por- | that portion continues at half rate and 
tion of the insured property which is | to that extent is “fixed” during the sus- 
forced to remain idle because of the de- | pension period only. 
struction of some other part. Our gov- In the writer’s opinion wear and tear 
ernment has ruled that an idle plant de- | depreciation should not be considered a 
preciates one-half as much as when | fixed charge in determining the amount 
being operated; therefore, wear and tear | of U. and O. insurance needed because 
depreciation on the saved portion (if its | it is usually an avoidable expense and if 
idleness is enforced) may be said to be | UNavoidable, it continues only at half 
a fixed charge at one-half its usual wear | T@te and is therefore of minor import- 
and tear rate. — 

Depreciation is not a fixed charge so 
far as it concerns the destroyed portion Some prosperous concerns charge 
or the saved portion if the latter be op- | amounts to “depreciation” which are 
erated wholly or in part. In the former | largely in excess of the depreciation 
instance it ceases ipso facto, in the lat- | caused by wear and tear. In other 
ter it becomes a part of the operating | words, they amortize their plant invest- 
expense. ment through their depreciation account 
and in such cases the amounts so 
charged in excess of a reasonable actual 

Time was when a large majority of | wear and tear depreciation should be 
business concerns did not charge any- | taken up as net profit, because if those 
thing to “depreciation account” and few | excess amounts had not been arbitrarily 
of them now actually have a depreciation | charged to depreciation, they would per- 
reserve, the depreciation account being | force have shown up as net profit and 
merely some posted figures made be- | rightly so. 
cause the government allows a deduc- Some concerns have both a deprecia- 
tion for depreciation in connection with | tion and an amortization account, but 
income tax returns. more of them have only the former and 

Wear and tear depreciation on tools, | some, indeed, do not even have a depre- 
machinery, fixtures and other equipment | ciation account although they do not 
is just as much a part of the cost of sales | neglect to take credit for the full gov- 
as is direct labor and is, therefore, an | ernment allowance on their income tax 
avoidable expense, in the same sense | returns. 


Charge Excess Amounts 





Government Allows Deduction 











BRIGHTEN UP THAT ARGUMENT 


A selling talk needs to be laundered 
just as often and as thorough as a shirt. 
Into the tub of sales ginger them with 


,; and hang them on the line to dry. After 
| that iron them out, and there you are. 


I am not bound to win, but Iam bound 


all those old arguments and selling | to be true; I am not bound to succeed, 
points, which from continued use have | but I am bound to live up to what light 
grown a little limp as to the manner in; I have. I will stand with anyone who 
which they are delivered. Souse them in 
the suds; put them through the wringer; 
add a lot of the starch of enthusiasm— 


stands right, keep with him while he is 
right, and part with him when he is 
wrong.—Abraham Lincoln, 
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CAMPAIGN AGAINST 
WILDCAT COMPANIES 


(CONTINUED FROM PAGE 3) 


agent at Chickasha in a peculiar case. 
John Hankins, an agent, placed two 
policies in the foreign undergrounders 
that have been circularizing the country, 
the policies issued being in the Mid- 
land General and the Northern Mutual. 
The premiums were $59.13 each and a 
total of $118.26 was “traded out” by 
Hankins in the assured’s grocery, with 
the exception of a balance of $1.10. 
Hankins failed to pay the companies 
and they canceled for nonpayment. The 
assured thereupon made complaint to 
the insurance department and on the 
advice of the attorney-general Hankins’ 
license was revoked. 


Warns Citizens of State 


The Oklahoma department took the 
occasion to issue a warning to the cit- 
izens of the state against the foreign 
undergrounders. The list of companies 
and alleged companies used by the wild- 
catters was given out to the local papers 
and it was pointed out that in case 
of loss the assured has no redress. 

A new point was made by the Okla- 
homa department in its publicity matter. 
It was pointed out that some com- 
panies, even when they have assets, re- 
frain from securing licenses in the va- 
rious states so as to keep the assured 
at their mercy. An assured who can- 
not sue in his home state has little 
practical recourse except to make the 
best terms of settlement he can, if any 
are offered. Thus even a sound com- 
pany should not be patronized unless it 
is licensed in the state where the as- 
sured resides. 


May Come Under Use of Mails 


The case presents a curious question 
under the statutes regulating use of the 
mails. The agent having been paid the 
companies of course had no right to 
cancel. Having canceled, thev are 
bound to return the premium to the as- 
sured, or see that it is returned. The 
fact that the agent was not licensed for 
those companies does not affect the law 
of agency, and payment to the agent is 
payment to the company. Therefore 
the case will apparently have the same 
value as an unpaid loss when all the 
evidence is rounded up. 


TWO REVOKED IN PENNSYLVANIA 


HARRISBURG, PA., Sept. 5.—The 
Pennsylvania department has revoked 
the licenses of Frank P. Guckert of 
Homestead and J. M. Eyler of Pitts- 
burgh. Action was taken following 
hearings before representatives of the 
department. 

In announcing the revocations the 
department said in each case the man 
admitted having secured policies to be 
written by the Liberty Fire Under- 
writers Contract, through the Liberty 
Agency, Ltd., No. 1 Exchange Place, 
Jersey City. The Liberty Fire Under- 
writers Contract is not a company per- 
mitted to do business in Pennsylvania. 


WROTE COMPENSATION 
LINCOLN, NEB., Sept. 6.—Commis 


sioner Dumont has received many com- 
plaints recently from persons bilked by 
insurance agents who handle 
policies for concerns not licensed to 
operate in Nebraska. 

“One agent, a York, Neb., man, had 
to return $150 from his own pocket as 
1 refund of a premium paid on a com- 
pensation policy which had been issued 
by a New Jersey concern calling itself 
the ‘Paramount Agency’,” Mr. Dumont 
stated. 

Insurance authorities in New Jersey 
were informed and the agency was 
raided under suspicion of conducting a 
fraudulent business. The men who 
operated it had fled to Canada, however, 
before the investigation was started. 
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Clearance is automatic 
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ating all handle “crank- 
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AND NOTHING 
ELSE 


SVPER —- AVTUMATIC 


MARCHANT CALCULATING MACHINE CoO. 
New York Oakland London 


Sold and serviced in all principal cities 
of the world. 
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| RATE REDUCING 
APPLIANCES 


Non-Explosive Safety Cans and 
Automatic Oil Waste Cans 
Each can bears the label of the 


Underwriters’ Laboratories and 
the Associated Factories Mutual 
Fire Insurance Companies. 


Justrite Manufacturing Co. 
2067 Southport Ave., Chicago, IIl. 




















MARCHANT 








| SO U N D unperwarnne | 
| t A P AB L E MANAGEMENT 
| | ALER TO SERVE BOTH AGENTS 


AND THEIR CLIENTS 


Capital - - - - $750,000.00 


Surplus - - - - 729,436.50 


Surplus to Policyholders - - $1,479,436.50 
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TIME TRIED AND FIRE TESTED 


INCE 1854 


THE PHOENIX INSURANCE COMPANY 


of HARTFORD CONN. 

















Its Name Indicates Its Character 


AMERICAN NATIONAL FIRE 
INSURANCE COMPANY 


8 East Long Street COLUMBUS, OHIO 
Capital $500,000 


CHARLES G. SMITH, President , 
JESSE E. WHITE, Vice-President JOHN A. DODD, Vice-Pres. and Sec’y 

GEORGE E. KRECH, Secretary 2 
ALLEN W. FLEMING and E. PHILLIP GUSTAFSON, Assistant Secretaries 


Progressive, Yet Conservative 
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vs 











THE NATIONAL 





UNDERWRITER 


September 6, 1928 











on a Splendid 


HE Largest Mixed 


System makes possible 
erous Commissions, and 


Commissions. 


and Forward. 


C.W.Brandon, Pres. 





Add to Your Profits from 
Fire and Casualty by Taking 


Life Line 


Insurance Company in the 


World recently Established a Life Department. 
There is a Pronounced Trend in that Direction. 
Agencies are adding Life to Fire, Casualty, Surety, 
etc. You, too, may Enlarge your Profits without 
Increasing Fixed Costs. 

The most Satisfactory Life Contract Available 
is that of the Columbus Mutual —the Company 
which 20 years ago Eliminated Middlemen and 
Diverted the Huge Expense of their Maintenance 
into Savings for Policyholders and Agents. Its 


Low Cost Insurance, Gen- 
VESTED Renewals. There 


are No Restrictions in Territory. Each Contract is 
a Direct Home Office Contract—no Intermediaries 
between. The Agency that Produces gets ALL the 


Send today for this Distinctive and highly suc- 
cessful Company’s Proposition. 
and Address on the Margin of this Advertisement 


Write your Name 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 


Columbus, Ohio 














HOME OFFICE ££ 


Plate Glass, Liability 


Tennessee, Kansas, Indiana, Alabama 


Agents wanted in Ohio, Missouri, Kentucky, Michigan, 
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DAYTON, OHIO | 








Automobile Insurance—Full Coverage—All in One Policy 


and Accident Insurance 


Capital Stock $250,000—Assets Over One Million 
Surplus to Policyholders Over Half Million 


J. R. Jones, 


and Florida. Sec’y & Mgr. 











PROVIDENT 


ROYAL EXCHANGE 


ASSURANCE 


95 Maiden Lane 





FIRE INS. Co. 


Fire and Automobile Lines 


THE STATE 


ASSURANCE CO., LTD. 


CAR AND GENERAL 


INSURANCE CORPORATION, LTD.. 
Automobile, Liability and Plate Glass 


New York 











PROGRAM ANNOUNCED 
FOR AGENTS’ MEETING 


(CONTINUED FROM PAGE 3) 


Reward,” E. A. St. John, New York 
City, President, National Surety, 
President, International Association 
of Casualty & Surety Underwriters. 

Discussion, “Production of Fidelity and 
Surety Business,” opened by D. J. 
O'Keeffe, Fort Wayne, Past President, 
Indiana Association, Regional Vice- 
President National Association. 

Address, “The Agent of Tomorrow,” 
Major C. W. Morgan, President 
Charleston, W. Va., Board of Fire 
Underwriters. 

Discussion, “Efficient Agency Manage- 
ment,” J. Stewart Pearce, Tulsa, 
Okla., Member Better Business Meth- 
ods Committee of the National Asso- 
ciation. 

General Open Discussion. 


Wednesday Afternoon 


2 p. m. Session of National Executive 
Committee, Conference State Rep- 
resentatives in re: Oil Association 
Commission Reduction. 

Scheduled Hearings on Various Mat- 
ters Pending. 

2p. m. First Golf Tournament. 

2:30 p. m. Ball Game and Outdoor Sports. 

> p.m. Ladies’ Tea Party and Bridge at 
Hoosier Club. 


Third Convention Session, Wednesday 
Evening, 8 O'Clock 


Executive Session, devoted to informal 
discussions of current problems by 
the members. 

(There will be dancing in the atrium 
for visitors, in which members will 
join following the Executive Session, 
which will be adjourned at 10 o’clock.) 


Fourth Convention Session, Thursday 
Forenoon, Sept. 20 


Address, “Sustained Organization,” Harry 
C. Spillman, Buffalo, Manager De- 
partment of Education, Remington 


Typewriter Company. 

Sustained Organization for Business De- 
velopment as Exemplified in the Five 
Year Development Program. 

1. Education of the Agent, George A. 
Caldwell, Knoxville, President, 
Tennessee Association of Insurance 
Agents. 

2. A Hundred Per Cent Membership In- 
crease, C. W. Varney, Rochester, 
President, New Hampshire Associa- 
tion of Insurance Agents. 

3. Reestablished Loyalty, George D. 
Markham, St. Louis, Past President 
of the National Association. 

4. Agency Advertising, Henry G. MeMil- 
lan, President, Knoxville, Tenn., In- 
Surance Exchange. 

5. Public Relations, Earl E. Fisk, Green 
gay, Wis., Chairman, Committee on 
Public Relations and Education, Na- 
tonal Association. 

6. The Standard Automobile Identifica- 
tion Certificate, Lurton H. Stubbs, 
Cedar Rapids, Ia., Originator of the 
Idea. 

7. Cohesion and Coextensive Membership, 
Charles L. Gandy, 3irmingham, 
President, Alabama Association of 
Insurance Agents, Member of the 
Executive Committee, National Asso- 
ciation. 


sSusiness 


os 


3uilding Helps, Craig Belk, 
Dallas, Past President Texas Asso- 
ciation of Insurance Agents. 

Address, “The Chamber of Commerce of 
the United States,” Terence F. Cun- 
neen, Washington, D. C., Manager of 
the Insurance Department of the 
Chamber. 

Address, “Necessary Production Knowl- 
edge,” O. M. Spaid, South Bend, for- 
merly with the Western Actuarial 
and Indiana Inspection Bureaus. 

General Open Discussion. 


Fifth Convention Session. Thursday 
Afternoon, Sept. 2 


Report of Fire Prevention and Con- 
servation Committee, Edwin J. Cole, 
Fall River, Mass., Chairman, Past 
President, Massachusetts Association 
of Insurance Agents. 

Address, “A Better Public Policy,” Glenn 
Griswold, Editor, Chicago Journal of 
Commerce. 


Open Forum, Conducted by Mr. Griswold. 
Address, “Casualty Insurance,” Frank J. 
O'Neill, New York City, President, 


Royal Indemnity 
nity. 
Discussion on Casualty 


and Eagle Indem- 


Production, 


Opened by P. J. Clancy, Des Moines, 
Chairman, Casualty and Surety Com- 
mittee, 


National Association. 





Address, “Aeronautics,” William P. Mac- 
Cracken, Washington, D. C., Assist- 
ant Secretary, Department of Com- 
merce of the United States. 

Address, “Aircraft Insurance,’ Horatio 
Barber, Barber & Baldwin, New York 
City, Aviation Underwriters. 

Open Forum on the general subject of 
Aircraft Insurance. 


Thursday Evening 


8:30 p. m. The Annual National Asso- 
ciation Ball, the Atrium. 


Sixth Convention Session, Friday 
Forenoon, Sept. 21 


Report of Membership Committee, E. M. 
Sparlin, Rochester, N. Y., Chairman. 

teport of Legislative Committee, Col. 
Walker Taylor, Wilmington, N. C., 
Chairman, Past President North 
Carolina Association of Insurance 
Agents. 

Address, “A New Compensation Pro- 
gram,” H. P. Stellwagen, New York 
City, Secretary-Treasurer, National 
Bureau of Casualty & Surety Under- 
writers. 

Postponed Addresses. 

Discussions, Postponed or Unfinished. 

Report of Committee on Resolutions. 

Report of Committee on Nominations. 

Election of Officers. 

Presentation of Awards, 

(a) President’s Membership Cup. 
(b) Des Moines Attendance Cup. 
(c) Advertising Contests. 
(ad) Woodworth Memorial. 

Unfinished Business—Discussion and Dis- 
position of. 

New Business. 

Adjournment. 


Friday Afternoon 


Second Golf Tournament. 





SQUAWKS FROM GRAND NEST 
MEETING OF BLUE GOOSE 
(CONTINUED FROM PAGE 4) 


countries of the world there would be 
no need for the creation of a League 
of Nations. 

a > : 

W. vV. A. Keeler, most loyal gander 
of New York City pond, was present at 
a grand nest meeting for the first itme 
and made an excellent impression on his 
associates. A former New York state 
field man for the America Fore group, 
and now traveling the New Jersey terri- 
tory for the combination, Mr. Keeler had 
never previously been in Canada, and 
found the new experience a decidedly 
pleasant one. 

> > > 

Kansas City field men having formed an 
organization of their own, the charter 
of the Mississippi Valley pond was sur- 
rendered, and in its stead the St. Louis 
pond was created. Its membership is 
made up wholly of field men traveling 
Missouri or adjusters resident in the 
state. 

. > 7 

Though conceived in the spirit of jol+ 
lity 23 years ago, it was early borne in 
upon members of the original Blue Goose 
organization that the body might be 
made to serve a useful purpose to the 
business of fire insurance, embracing 
within its membership as it did, and to a 
far larger degree still does, representa- 
tives of Union, Bureau and non-affiliated 
companies. The “Tote Fair” slogan of 
the body has times without number led 
to cooperative effort on the part of field 
men in clarifying local agency situations 
and in solving problems that under other 
conditions might have proven highly 
troublesome. 

> = = 

J. Charles Harris, newly elected most 
loyal gr rand gander, was the center of 
sympathetic interest, wherever he ap- 
peared. Still suffering severely from the 
serious automobile accident he sustained 
two years ago, Mr. Harris yet made the 
long journey from San Francisco to Mon- 
treal, as he did to Dallas last year, to 
attest by his presence his great interest 
in Blue Goose affairs and to lend aid in 
developing means for still further in- 
creasing the usefulness of the organiza- 
tion. Mr. Harris is agency superintendent 
for the Pacific coast department of the 
National Fire and has a strong hold on 
the local agents of his company through- 
out his extensive territory. Together with 
Grand Wielder of the Goose Quill Rudd 
and former Most Loyal Grand Gander 
Geraghty, Mr. Harris will be honor guest 
at a dinner of the New York City pond 
to be held on the evening of Sept. 10. 

7 * 7 


Though a very rare bird, the blue 
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goose, according to Mr. Rudd, “is one of 
the cleanest birds in habits that exists. 
Its nesting place has never been discov- 
ered, though naturalists have made fre- 
quent effort to find it. It is known to 
be somewhere east of Baffin Land, north 
of Greenland. It winters in the swamps 
of southern Louisiana and in the spring 
migrates to the far north.” 
~ . . 

A feature of the gathering was the 
discussions that centered about the 
group life insurance coverage, recently 
arranged for Blue Goose members by E. 
D. Marr, of Kansas City, chairman of the 
group life insurance committee. In or- 
der that all inquiries as to the applica- 
tion of the indemnity might be authori- 
tatively answered, Shannon C. Douglas, 
of Shannon C. Douglas & Associates, as 
representative of the American National 
Life of Galveston, the company supply- 
ing the protection, was on hand, and 
promptly and fully gave all desired in- 
formation. 

. > . 

The Florida pond has furnished group 
life insurance coverage to its members 
for the past two years, and an effort to 
the same end is now under way by the 
Carolinas pond, with every prospect of 
its success, 

s o + 

Edward C. Ryan of Brooklyn, deputy 
most loyal grand gander in charge of the 
New England, Chesapeake and New York 
ponds, gave an illuminating account of 
recent visits paid to each, reporting 
everywhere continued enthusiasm for the 
principles of the Blue Goose. 

> * * 

Former Most Loyal Grand Gander W. 
T. Benallack of Detroit, who probably 
holds the record for attendance at grand 
nest meetings, was again on hand, as 
was also former Most Loyal Grand Gan- 
ders W. J. Sonnen of Chicago, John A. 
Hanson of Detroit, E. D. Marr of Kansas 
City, W. P. Fess of Winnipeg and Wirt 
Leake of Dallas. 

> > > 

Deputy Most Loyal Grand Gander 
Herbert C. Ford of Texas told interest- 
ingly of the formation in the Lone Star 
State of “puddles” in communities not 
sufficiently large to maintain “ponds,” 
and of the manner in which interest in 
such bodies is sustained. The idea will 
doubtless be carried out in other fields 
and should result in a very substantial 
increase in Blue Goose membership. 

* . > 

The concluding event in the conven- 
tion program was the good fellowship 
dinner held in the ballroom of the 
Windsor hotel Thursday evening, visit- 
ing ladies being entertained at the same 
time in the Prince of Wales salon. At 
the conclusion of the functions both 
parties met for dancing. The _ toast- 
master at the delegates’ dinner was 
Judge E. T. Enright, an eminent jurist 
of Montreal. Addresses were made by 
Most Loyal Grand Gander Harris and by 
his immediate predecessor in office, T. L. 
Geraghty. Past Most Loyal Grand Gan- 
der Mallalieu of New York City was 
also scheduled to speak, but at the last 
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Continuous WHITNEY & 
i Chicago BARBOUR 


Successful 
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moment canceled his engagement be- 
cause of illness. 


INSURANCE MEN FACTORS 
IN NEW YORK CITY BANK 





NEW YORK, Sept. 5.—E. C. Jame- 
son, president of the Globe & Rutgers; 
Wilfred Kurth, vice-president of the 
Home of New York, and Rogers Cald- 
well, prominently identified with a 
number of life and surety companies, are 
among the directors of the Commercial 
National Bank & Trust Company now 
forming in this city. It is to have an 
initial capital and paid in surplus of $14,- 
000,000, and will have as its senior ex- 
excutive Herbert P. Howell, for the past 
ten years vice-president of the National 
Bank of Commerce. Mr. Howell is like- | 
wise a member of the executive com- | 
mittee of the Bankers Trust Company 
and of the Equitable Life of New York. 











Look in 


THE INSURANCE ALMANAC 


| 
IF YOU DON’T KNOW, | 
$3.00 per Copy | 


80 Maiden Lane 
New York, N. Y. 











A Personal Invitation 


E are 
proud 
thatthe 
Hotel Hol- |f} 
lenden is |f| 
known if) 
among the 
fraternity |]| 

as “Insur- | 

ance Men’s Headquarters |]| 





in Cleveland.” We appre- 
ciate your business fel- 
lows and we want all of 
you to be boosters for us. 
If we can do anything to 
make your stay with us 
more pleasant, just tell us 
what. We'll do it, if its 
possible. 


Sincerely, 
Theo. De Witt. 


In Cleveland- itsThe 


HOLLENDEN 


THEO. DE WITT, Manager 
Superior Avenue at East Sixth St. 
































Great American 
Insurance Company 


sz New Dork Sz 


INCORPORATED - 1872 


STATEMENT JANUARY 1. 1928 


$12,.500,000.00 


RVE FOR ALL OTHER LIABILITIES 


23.422,855.21 


NET SURPLUS 


21.066, 19.35 
56.982.974.56 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$33,560,1 19.35 


LOSSES PAID POLICY HOLDERS 


$194,691,909.09 


WESTERN DEPARTMENT 
310 South Michigan Avenue, CHICAGO, ILL. 
Cc. R. STREET, Vice-President 

















Discriminating 


Automobile 
Underwriters & Adjusters 


AUTO APPRAISAL 


Used Car Values 
Accurate Serial Numbers 
New Car Prices—Weights 

AND : 


Weekly Bulletins 


Loose Leaf—Leather Bound 
Pocket Size Reports 
Revised Quarterly 


AUTOMOBILE REFERENCE 


& APPRAISAL BUREAU 
2970 West Grand Blvd. Detroit, Mich. 











Western Department: 


The Hampton Roads Fire and Marine 


Insurance Company 
NORFOLK, VIRGINIA 
ON HAMPTON ROADS 


1415-222 W. Adams St. Chicago, Illinois 











can reach thousands of interested insurance men? 
National Underwriter want ads are result getters. 
One inch, one column wide, one time, Six Dollars. 
1946 Insurance Exchange, Chicago. 


Do you make use of the medium thru which you 
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ALABAMA 


A Directory of Responsible Attorneys Specializing in Insurance Law 


ILLINOIS (Con) 


IOWA (Cont.) 





LANGE, SIMPSON & 
BRANTLEY 


929-32 First National Bank Building 
Birmingham, Alabama 


_  EKERN & MEYERS 
Insurance Attorneys 
208 So. La Salle St. 
CHICAGO 





ARKANSAS 


cZ 





MISSOURI (Cont) 





Henry E. Sampson Sidney J. Dillon 
SAMPSON & DILLON 
Attorneys and Counselors at Law 
Suite 601 Register & Tribune Bldg. 
DES MOINES 





STRINGFELLOW & GARVEY 
Donnell Court, ST. JOSEPH, MISSOURI 
Attorney for: Aetna Life, Aetna Casualty | 
Surety, American Surety, F. & D. of Md, 
Gen. Acc. Assur. Corp., Georgia Casualty, 
Globe Indemnity, Independence Indemnity, 
Preierred Accident, Royal a af Stand- 





ard Accident, Union Indemnity, U. S. Auto, 











HORACE CHAMBERLIN 
EXCHANGE BANK BUILDING 
LITTLE ROCK, ARKANSAS 





HICKS & FOLONIE 


231 So. La Salle St 
CHICAGO 














CALIFORNIA 








JOHN L. DYER 


Attorney 
Specializing in all phases of Fire, Life and 
Casualty Insurance Litigation 
Suite 32 Citizens National Bank Building 
LOS ANGELES, CALIFORNIA 


Silber, Isaacs, Silber & Woley 

i Attorneys & Counselors 

{ HOME INSURANCE BUILDING 

i CHICAGO 

Special Attention to the Law of 
Fire Insurance and Taxation 











CANADA 


KANSAS 


Ins. Exc. 











HARRY W. COLMERY 


612 New England Building 
TOPEKA, KANSAS 





MICHIGAN 





M. J. KOSLOW 
ATTORNEY-AT-LAW 
Personal attention given to 

Insurance Claims—Investigations 

Adjustments and Legal Work 


611 Free Press Bldg., Detroit, Mich. 








Mehr & Mehr 


Barriesters & Solicitors 
Canadian Pacific Building 
Toronto, Ontario 
Counsel for National Surety Company, Lon- 
don Guarantee, & Accident Company Limited 
and United States Casualty Co. 


JOHN E. CASSIDY 
ATTORNEY ° 


Facilities to attend Investigations, 
Adjustments and Litigation in 
Central Illimois 


1004 Peoria Life Bldg. PEORIA 








COLORADO 


NEW JERSEY 





SAMUEL M. HOLLANDER 
COUNSELOR AT LAW 


Chamber of Commerce Bidg., Newark, N. J. 
Telephone 1140-1 Market 





Specialis: in the Law on Breach of Warranty 
and General Insurance Cases 





OHIO 





Rees H. Davis Fred J. Young Clare M. Vrooman 


DAVIS, YOUNG & VROOMAN 


Attorneys at Law 


General Insurance, Fire, Casualty & Surety 
Practice. Also — for ievestigumens 


over Southern 
Guardian Bldg. CLEVELAND 








Walters, Hicks, Carmichael & Head 
(Formerly Henry C. Walters, and Walters 
& Hicks) 

ALL LINES 
Represent Companies Only 
916-20 Ford Bldg. 
DETROIT 








H. Berman ‘red N. Holland 
BERMAN & HOLLAND 
(Suceessors to D. L. Webb) 
DENVER, COLORADO 





CHARLES S. ANDRUS 


Attorney 
Specializes in Casualty work, includ- 
ing investigations. 








Representing — yan: ee Co.—Indemnity In- 
surance Co. of N a.— Western Automobile Insur- 614 First National Bank Bldg. 
ance Co.—Centra "Surety & Insurance Co.—Employ- 
ers Indemnity Co—U S. Automobile Insurance SPRINGFIELD 
Exchange. 
Completely equipped claim department 
FLORIDA 





JACKSON, DUPREE & CONE 


Citrus Exchange Building 
TAMPA 





GEORGIA 
Bryan and Middlebrooks 


Candler Building 
ATLANTA 
Shepard Bryan 








GEORGIA 
W. R. Tichenor 
Grover Middlebrooks W. Colquitt Carter 
Chauncey Middlebrooks Edward B. Everett, Jr. 
0. W. Russell M. H. Meeks 
FIRE LIFE AND CASUALTY 
Insurance Litigation in the Southern States 


BROWN, HAY & STEPHEN 
714 First National Bank Bldg. 
SPRINGFIELD 








DUNHAM & CHOLETTE 
ATTORNEYS AT LAW 

1012-1016 Grand Rapids National Bank Bldg. 

GRAND RAPIDS 








JOHN H. McNEAL 
Trial Lawyer 
1367 E. Sixth St. Cc 
Representing—Continental Cas. Co.; 
Gen. Acc. & Liab. Ins. Co.; 
Central West Cas. Co.; 
s. Co.; Republic Cas. Co.; U. S. Guar. 
Co.; Am. Guar. Co.; Ind. Co. of Am.; and 
many others. 


oO. 
Zurich 
Eagle Ind. Co.; 
New Amsterdam 











KNEPPER & WILCOX 
Outlook Building 
COLUMBUS 





THOMAS, SHIELDS 
& SILSBEE 


LAWYERS 
American State Savings Bank Bldg. 








INDIANA 





George A. Henry Delbert O. Wilmeth 


HENRY & WILMETH 


Insurance Attorneys 
504-5 Meyer-Kiser Bank Building 
Indianapolis, Indiana 
Specially equipped to handle 
Investigations—Adjustments—Litigation 











ILLINOIS 


ALFRED R. BATES 
ATTORNEY AT LAW 


: 189 W. Madison Street 
CHICAGO 














Frederick A. Brown 
1518 Otis Building 
CHICAGO 





Slaymaker, Turner, Merrell, 
Adams & Locke 


Attorneys specializing in All Phases of 
Fire, Marine, Life & Casualty 
Insurance I itigation 
751-760 Consolidated Bldg. 
INDIANAPOLIS 








IOWA 





—_ 


Jesse A. Miller I. yy Shuttleworth 
E. J. Kelly J. R. McManus 
Oliver H. Miller Frederic M. Miller 


Miller Kelly Shuttleworth & McManus 
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financial guarantee.” 


| which 


| tion, 
| bond is a term obligation for a year or 
years | 


| realized the 





| ESSENTIALS IN UNDERWRITING DEPOSITORY 
| BONDS GIVEN BY FIDELITY & DEPOSIT MAN 








N a booklet which the Fidelity & De- 
posit recently published, Vice-Presi- 
dent Paul L. Wellener tells of the un- 


| derwriting principles involved in writ- 


ing depository bonds. “The purpose of 
the bond,” said Mr. Wellener, “is to pro- 
tect a depositor against loss in the event 
of the bank’s failure. It is 

“The fundamental 
the 
are 


with 
con- 
con- 


problems 
commercial banker is 


cerned very similar to those 


strictly a | 


fronting the depository bond underwriter | represent too large a proportion of its 


—both deal in credit. A bank receives 
deposits and in turn lends the funds to 
others. The surety company does not 
actually lend money to others, but by 


guaranteeing the repayment of deposits | fixtures should not equal nor closely ap- 


| made by public bodies, which are in real- 
| ity 
| surety’s obligation and that of the prin- 
| cipal are inseparable. 


loans to the depository bank, 


Long Term Hazardous 


“The comparison between 
and depository bond underwriting may 
even be carried a little further. When a 
bank is in need of cash it frequently bor- 
rows from a correspondent, or from the 
Federal Reserve Bank. The depository 
bond can be compared to the loan made 


| by such a correspondent, or by the Fed- 
| eral Reserve Bank. 


“In the case of a loan by a 
spondent bank or another banking insti- 
tution, the loan is a short term obliga- 
” says Mr. Wellener. A depository 


more and in some places four 
without right of cancellation or recall. 
He also pointed out that when a bank 
grants a loan to 
officer has the advantage of intimate 
personal contact with the borrower. 
when a bonding company makes 


loans it is at a long range and fre- 


quently upon the strength of very lim- 


ited information, so there is much chance 


| that it may err. 


“Losses under depository bonds have 
become frequent and have been of 
such proportion that underwriters have 
necessity 
banks 


so 


with the 
bonds. 


which apply for such 


Seven Rules Given 


“The depository underwriter consid- 


an individual the bank 


the | 


ment must be corrected immediately, or 
the bank will be required to close. It is 
not regarded as a good practice, there- 
fore, for a bank to lend to others more 
than it receives in deposits, because by 
lending a part of its capital and surplus 
the bank no longer retains such capital 
and surplus as a safety fund. 


Liquid Capital Best 


i) 


The bank’s investment in its bank- 
ing house and in real estate must not 
capital and surplus. The capital should 
not only be adequate but it should also 
be reasonably liquid. 

“3. The investment in furniture and 


proximate the bank’s surplus. No mat- 
ter what the initial cost of the furniture 
and fixtures may have been, second-hand 


| furniture and fixtures are worth very 
little from the surety man’s point of 


| view. 
banking | 


| reserve 
corre- | 


Furniture and fixtures, therefore, 
may not be regarded as surplus. 

“4. Expenses, taxes, etc., should never 
exceed the undivided profits. If they do 
it is evident the bank is losing money 
and that its surplus is impaired. 
Adequate Cash Reserve 


“5. The cash reserve and secondary 
should represent approximately 
25 percent of the deposits. A good de- 
pository risk is essentially a bank which 
maintains a sufficiently liquid condition 
to meet unusual demands that may occur 
unexpectedly. 

“6. sills payable and 
should never exceed the 


rediscounts 
capital nor be 


| more than 15 percent of loans and dis- 


ja liquid 
But | 
its | L 
| best of 


for closer contact | 


ers three things essential to a good bank | 


risk: 1. Adequate working capital; 2. 
Experienced, conservative management; 

A productive field of operation. The 
financial statement of a bank will al- 
ways be the primary factor in determin- 
ing the underwriting of depository 
bonds. As a result of its experience the 
Fidelity & Deposit has laid down seven 


| rules, or measurements, against which a 


financial statement is analyzed. 

“1. Loans and discounts must not ex- 
ceed deposits. Under the law, if a 
bank’s capital be impaired the impair- 


| liam 
| authority 
| matters, 

| were no witnesses against them. 
| were 


counts. A bank heavily in debt is not in 

condition, and should it be 
forced to close, the lending imstitution 
would hold as collateral to its loan the 
the closed bank’s receivables. 
Only mediocre or poor paper would be 
left, out of which the surety company 
might expect to effect a partial recov- 
ery of its loss. 

“7. Public deposits should not exceed 
25 percent of the total deposits. Any 
large deposit from a single source is an 
element of danger to a bank because it 
may be unexpectedly withdrawn at a 
time when the bank is not in a condi- 
tion to meet a sudden large withdrawal.” 


Kentucky Indictments Dismissed 


Indictments returned at Frankfort, 
Ky., against Vincent P. Whitsett of 
New York, counsel for the Association 
of Life Insurance Presidents, and Wil- 
Duffy of Louisville, known as an 
on workmen’s compensation 
have been dismissed, as there 
They 
charged with appearing on the 
floor of the Kentucky legislature at its 
last session without the consent of that 
body. 
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NEWARK, NEW JERSEY 


The Bankers Indemnity Insurance Company was organized in the spring of 1926 with a capital of 
$500,000.00 and with a surplus of $1,000,000.00. In November, 1927, there was paid in an additional $1,250,- 
000.00, of which $500,000.00 was applied to capital and $750,000.00 to surplus. The company is now op- 
erating in the States of Rhode Island, Connecticut, New Jersey, Pennsylvania, Delaware, Maryland, District 
of Columbia, West Virginia, Ohio, Indiana, Illinois, Michigan, Wisconsin, Minnesota, Iowa, North Dakota, 
South Dakota, California, Georgia and Alabama. 


We are now preparing to enter the States of Colorado, Maine, New Hampshire and Vermont. 


SAFER PROTECTION 


The company made a departure from established custom by making the minimum stand- 
ard limits, $7,500/15,000 for bodily injury and $1,500 property damage liability without 
any increase in premium over what is ordinarily charged for $5,000/10,000, and $1,000 
limits respectively. This removes the policyholder from the danger-zone to the safety zone. 





These limits apply to all classes of public liability except public passenger carrying vehicles. 





We have automatic reinsurance facilities whereby we can furnish protection up to 
$250,000.00 first limit and $500,000.00 second limit and $100,000.00 for property damage 
liability. 


The company is writing: 






Automobile Liability—Bodily Injuries 
Automobile Property Damage Liability 
Automobile Collision 
Automobile Plate Glass Breakage 
Automobile Personal Accident 
Teams Liability 
lWVorkmen's Compensation 
Owners’, Landlords’ and Tenants’ Liability 

Golfers and Sports Liability 
Manufacturers’ and Contractors’ Public Liability 
Plate Glass Insurance 
Personal Accident and Health 
Burglary 


This is the second calendar year of our operations and the indications are that our pre- 
mium writings will be approximately $2,650,000.00. 











FREDERICK E. WILKENS, 
Vice-President and General Manager. 
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E. M. ALLEN POINTS 
OUT AGENCY NEEDS 


Insurance Salesman Must Modern- 
ize Methods of Conducting 
His Business 


MUST BE ALWAYS ALERT 


Tendency to Place One’s Self in the 
Lap of the Gods and 
Hope 


BY E. M. ALLEN 
Executive Vice-President, 
Surety 


National 


Insurance is the only business in the 
world where a stock of goods complete 
every detail delivered to every 
agent who holds the license of a com- 
pany without any expense to the agent. 
A stock is put on the shelves by the 
agent and all the company asks is that 


in is 


E. M. Allen’s observations on 

|| the necessity of agents moderniz- 

ing their methods and meeting the 

|| demands of the day are signifi- 

|| cant. He has had a varied experi- 

|| ence that enables him to make a 

|| broad view of the field. For many 

|| years Mr. Allen was engaged in | 

|| the local business at Helena, Ark. | 

|| He served for two years as presi- 
dent of the National Association 
of Insurance Agents. He has 

|| been in intimate relationship with 

|| that organization for 15 years. 

|| This has brought him into contact 

|| with the leading agents of the | 

country. For two years he has | 

been executive vice-president of | 

|| the National Surety. He has de- 





voted his time with it largely to 

production problems. The combi- | | 

|| nation of agency and company 
experience, therefore, gives Mr. 
Allen an authoritative place in the 
business. 


enough to insure a rapid turn-over in 
every department. Too many insurance 
agencies of today are in the position of 
an old department store with its fine 
old traditions and its slow-moving 
stock. Too many insurance agents are 
endeavoring to carry on their business 
just as their fathers did years ago with- 
out taking into consideration the prog- 
ress the world has made in the past 
generation and without recognizing the 
fact that the insurance agent who would 
succeed under present-day conditions 
must be a merchandiser of his goods 
just as a manufacturer or merchant 
must work always with the sales view- 
point in mind. 


No Distinct Change Made 


The head of one of the largest gen- 
eral insurance agencies in America said 
to me the other day: “Did you ever 
stop to think that general insurance is 





HEALTH AND. ACCIDENT | 
CONFERENCE MEETING 


HOLD SESSIONS IN CHICAGO) 


Unusually Large Attendance on Hand 
for Convention—Philadelphia 
Seeks Next Meeting 


The annual meeting of the Health & 
Accident Underwriters Conference 
opens today (Thursday) at the Edge- 
water Beach hotel in Chicago. An un- 
usually large attendance is on hand for 
the meeting, including representatives 
of a number of companies that have not 
been in attendance at conference meet- 
ings for some time. Philadelphia has a 
particularly large delegation on hand, as 
it is making a strong bid for the next 
annual meeting of the conference. 

It seems to be practically certain that 
the proposal to change to one meeting 
a year will be adopted, as the referen- 
dum vote on the matter showed an 
overwhelming sentiment in favor of the 
change. The plan which probably will 
be adopted is to hold the annual meet- 
ing in May, to get away from the pres- 
ent convention jam in September and 
October, with an open executive com- 
mittee meeting in Chicago, probably in 
November. This would provide for an 
informal mid-year get-together session, | 
at which any matters of importance that 
might have come up since the annual | 
meeting could be considered. 

Wednesday was devoted to entertain- | 
ment features, with an all-day golf tour- 
nament and a visit to the Chicago Air- 
port in the afternoon for non-golfers, at 
which time a number of the conference 
members took advantage of the oppor- 
tunity to see Chicago from the air. 








the only business in America that has 
made no distinct change in its methods 
of operation during the past 25 years? 
Look at theaters, hotels, railroads, drug 
stores, groceries, barber shops; in fact, 
any line you may mention, and you will 
see radical changes in method of mar- 
keting the product. But insurance is 
sold today through agencies that are 
conducted for the most part exactly as 
they were conducted 25 years ago.” 


Made No Effort to Meet Competition 


This is not, by any means, an indict- 
ment of the agency system of doing 
business, but it might be considered a 
warning. We all know what happened 
to the corner grocery when the chain 
store service became apparent to the | 








| HEALTH AND ACCIDENT | 
CONFERENCE NUMBER 


The full report of the proceed- | 
ings of the annual meeting of the I 
|| Health & Accident Underwriters | 
|| Conference, which is being held in 
|| Chicago this week, and the ad- | 
dresses given at that meeting will | 
| be given in the special edition to || 
|| be issued by THe NATIONAL 
UNDERWRITER immediately after 
the conclusion of that meeting, 
| which is sent to all regular sub- 
| 
i| 


scribers. 





| full-fledged 
| chances are such a plan would not be 
| at 


WANT DISCRIMINATION 
IN CONTRACT RATES 


PLEA OF BUILDING TRADES 
Surety Company Men Point Out Fallacy 


of Argument Made by Credit 
Association 





NEW YORK, Sept. 5.—Surety bonds 
and the general practice of their issu- 
ance to contractors and sub-contractors 
will supply the main topic for discussion 
at the meeting of the credit association 
of the building trades of New York here 
on Sept. 25. The impression apparently 
obtains among some members of the 
organization that surety companies 
grant bonds to contractors of limited 
experience and financial responsibility 
and that a method should be devised for 
correcting such practice. 


Resembles Attitude of Contractors 


This attitude on the part of the local 
building trade association parallels the 
position of the Association of General 


| Contractors which for several years past 


has charged the surety men with un- 
fair treatment. Their contention seem- 
ingly is that no bond should be granted 
a contractor unless he holds membership 
in the contractors’ organization. The 
lack of wisdom, if not the illegality of 
such procedure, has been pointed out 
by the surety representatives, whose ex- 


| perience has been that losses have been 


incurred by some of the foremost con- 
tractors in the land. Contrarywise many 
new entrants into the contracting field 
have demonstrated their ability to han- 
dle work satisfactorily and with profit 
to themselves. When application is 
made for a contract bond the financial 
resources of the contractor, as well as 


; his experience and equipment, are care- 


fully scrutinized by the underwriters. 
Unless the showing is a proper one the 
appeal for indemnity is denied. 





American housewives. In the begin- 
ning, the neighborhood grocers felt that 
the chain store would not survive. They 
criticised it severely. They made no 
effort, however, to meet the competition 
by improving their own service. 


personal, intimate grocer of our younger 
days has been brushed aside by the 
alert, purposeful, serviceable chain store 
that “delivers the goods.” 

The prime need of the insurance re- 
tailer today seems to be the application 
of salesmanship to his business. I do 
not in any sense advocate the use of 
salesmen, per se, in every insurance 
agency. I do not mean that a man who 
has sold cash registers, Fuller brushes 
or sewing machines, can be given an 
intensive course in the intracacies of 
insurance and then blossom forth as a 
insurance adviser. The 


all successful. Insurance today is 
almost a profession with a long, hard 
period of apprenticeship. The ability to 
rattle off a few glib high points will not 
make a successful surety agent out of 
a salesman. The surety agent who 
makes good in the long run must have 
a backeround of training, experience 
and ability in his chosen line. He must 














In con- | 
| sequence, in many cities the friendly, 


COMPANIES CONFUSED 
AS TO RATE PROBLEM 


Casualty People Find Automobile 
Rate Situation in Massachu- 
setts Muddled 


POLITICS BIG FACTOR 

Monk Forced Out Be- 

cause He Insisted on Adequate 
Charge for the Liability 


Commissioner 


NEW 


company 


YORK, 


executives 


Sept. 
will 


5.—Casualty 
meet here 
Thursday to consider the highly mud- 
dled automobile liability insurance rate 
situation in Massachusetts, with a view 
to determining a course of procedure. 
Features of the law, as originally en- 
together with the amendments 
thereto and the various rulings of the 
commissioner and the attor- 
ney general, will probably be referred 
to counsel for interpretation. The un- 
derwriters are confused as to their real 
application. 

Since the enactment of the compul- 
sory automobile liability law in the Bay 
State, the majority of casualty com- 
panies have had a sorry experience in it. 
Several offices ceased writing business 
there, while others gave notice of their 
intention to do so unless the commis- 
sioner granted a rate increase. 


acted, 


insurance 


What the Experience Showed 


When tabulated experience of all car- 
riers in each of the several zones was 
submitted to Commissioner Monk some 
months ago, its unsatisfactory character 
was apparent. Mr. Monk intended that 
the rates on certain classes of cars and 
in particular localities be advanced in 
accordance with the provisions of the 
statute declaring that they must be 
“adequate” as well as “reasonable.” 
Convinced of the soundness of his posi- 
tion, Commissioner Monk stood firm 
against the insistence of Governor Fuller 
and other state officials that the present 
tariffs be allowed to hold for another 
year. Rather than recede from his po- 
sition he resigned his post. 

Casualty Men in Quandary 


Casualty company executives are in a 
quandary as to the present status of 
the case. Some argue that under the law 


the old rates will hold through 1929, 
while others contend that they have the 
right of appeal and such procedure 


should be followed. The attitude of the 
underwriters will likely be outlined at 
the conference on Sept. 6. Meantime 
little else is being talked of in casualty 
insurance circles. 





have the confidence and respect of his 
customers and of the companies whose 
underwriting authority he holds. Let 
such a man apply the fundamentals of 
salesmanship to his business and to 
every department of his business and 
(CONTINUED ON PAGE 42) 
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BIG NATIONAL AIR MEET 
IN LOS ANGELES COVERED 


HAVE 400 PLANES ENTERED 


Independence Indemnity Writes 
$300,000 Public Liability and 
Property Damage Policy 


A $300,000 policy in favor of the Cali- 
fornia Air Race Association has just 
been issued by the Independence Indem- 
nity through its aviation insurance un- 
derwriters, Barber & Baldwin, of New 
York. The policy provides public lia- 
bility and property damage insurance 
for the whole of the big national air 
meeting to be held Sept. 8-16 on the 
grounds of Mines Field, Los Angeles. 
Commencing Sept. 1, it covers the pre- 
liminary flying that will be done before 
the meet, and any flying which may be 


done after the meet is over, up until 
Sept. 23. The policy contains a provi- 
sion which indemnifies the United 


States, as the primary interest, against 
injury to persons and damage to prop- 
erty by any of its entries at the meet. 

Some idea of the complexity of the 
problems which faced the underwriters 
of this insurance may be had from the 
fact that about 400 planes of all descrip- 
tions are entered in one event or an- 
other. This means that some knowledge 
of each particular type of plane; some 
acquaintance with the records of the 
pilots operating them, and a further 
knowledge of California flying condi- 
tions all were necessary before an equi- 
table premium on the policy could be 
figured. Most of these details were ar- 
ranged as the result of a series of trans- 
continental telephone conversations be- 
tween the Behrendt-Levy Agency, In- 
dependence agents at Los Angeles, and 


Barber & Baldwin of New York. 
STUDYING COMPULSORY LAWS 


New York State Automobile Associa- 
tion May Get Behind Such 
Legislation 


BUFFALO, Sept. 5.—Officers and 
directors of the New York State Auto- 
mobile Association, at a special meeting 
in Buffalo, took up a study of the com- 
pulsory insurance laws of New Hamp- 
shire and other states, with a view to 
beginning a campaign for the enactment 
of similar legislation in this state. The 
association succeeded in getting one 
such measure through the state assem- 
bly in 1927 but Governor Smith vetoed 
the bill. 

What the state association seeks is a 
law which would compel motorists to 
give proof of financial responsibility in 
case of accident, either in the form of 
insurance, bonds or real estate which 
could be pledged as a guaranty of dam- 
ages to be awarded as the result of neg- 
ligence. 

Herbert A. Meldrum of Buffalo, pres- 
ident of the association, was authorized 
to appoint a special committee to make 
a study of such laws as now existing 
and to have drawn, if this seems ad- 
visable, a suggested law for New York 
state embodying the best features of the 
various plans now in operation. This 
report will be submitted to the state 
association at its annual convention in 
New York city in October. The asso- 
ciation composed of 90 automobile 
clubs with a total membership of 90,000. 


is 


Morrow to Read Paper 


William I. Morrow, superintendent of 
the accident department of the Aetna 
Life, will read a paper on “Life Indem- 
nity Claims Under Accident Policies,” 
before the International Claim Associa- 
tion meeting at old Point Comfort, Sept. 
10-12. He is a student of this most 
interesting phase of the accident busi- 


ness, 





ST. LOUIS TAXICAB SUIT 
TAKEN UNDER ADVISEMENT 


MUCH TESTIMONY OFFERED 


Rival Organizations Disagree—Claim 


Companies’ Premium for Liability 
Coverage Is Prohibitive 


ST. LOUIS, MO., Sept. 5.—Circuit 
Judge Henry Hamilton has taken under 
advisement the suit to declare void an 
ordinance recently enacted in St. Louis 
which requires owners and operators of 
service cars to take out liability insur- 
ance for the protection of their patrons 
and other users of the city’s streets and 
fixing the maximum rate of fare to be 
charged by the operators. 

Members of the Service Car Drivers 
Union in testifying before Judge Ham- 
ilton declared that even if adequate lia- 
bility insurance protection could be 
purchased by the service car operators 
the premium charged for such insur- 
ance would be prohibitive. 

Brokers on Witness Stand 


Several 
witnesses 


insurance brokers called as 
stated that insurance com- 
panies they represent will not write lia- 
bility insurance on service cars as they 
are considered a very undesirable risk. 
Such insurance can be obtained from 
reciprocals on an assessment plan but 
such insurance was not regarded as re- 
liable protection for the general public. 

While the members of the Service 
Car Drivers Union all strongly opposed 
the ordinance, contending it would drive 
them out of business, members of a 
rival body, the St. Louis Motor Service 
Drivers Association advocated the 
measure, saying it would force out the 
undesirable operators and make _ the 
business profitable for reponsible con- 
cerns and individuals. Frank P. Ahrens, 
secretary and treasurer of this associa- 
tion, said it has made arrangements 
with an insurance company to furnish 
blanket insurance for each car operated 


up to $10,000. He admitted that the 
company that proposes to take this 
coverage is a reciprocal organization. 


The only reliable stock company that 
will write service cars asked $450 a 
year for each car Mr. Ahrens said. 

Testimony offered was that 90 per- 
cent of the service cars are unable to 
pay notes due on cars and hence not 
responsible financially. 


New Louisville Company Starts 


The Louisville Life & Accident has 
made its deposit of $100,000 at Frankfort 
and has been licensed to write business. 
It will write both commercial and indus- 
trial life insurance and also health and 
accident insurance. White L. Moss 
nresident. CC. F. Thomas, former state 
insurance commissioner, is vice-presi- 
dent; James C. Willson is vice-presi- 
dent: Robert C. Logan is another vice- 
president; B. F. Ewing is secretary, and 
M. C. Jenks is assistant secretary. W. 
W. Thum, an attorney, is one of the 


is 


directors and is general counsel Its 
office is in the Starks building, Louis- 
ville. 


New Franklin Surety Directors 

The Franklin Surety of New York an- 
nounces that the following additional 
directors have been elected: Albert H. 
Vitale, city magistrate, director Bronx 
Fire, director Claremont National Bank; 
Arthur D. Koppel, Shroder & Koppel, 
builders; T. Seton Jevons, member of the 
English bar; R. Forrest Russell, New 
York, and John V. Kane, Brooklyn. 


Stone, Stafford & Stone Outing 


INDIANAPOLIS, Sept. 5—Blake Stone, 
one of the members of Stone, Stafford & 
Stone, general agents in Indianapolis for 
the Employers Liability, was host for the 
annual outing and picnic of the agency. 
Approximately 50 employes and 20 other 
guests attended. 





GREAT NATIONAL IS 
EXTENDING ITS LINES 


| 
| 


HIGHWAY ACCIDENTS 
WILL BE DISCUSSED 


IS ENTERING MORE STATES | SAFETY CONGRESS GATHERING 


So Far It Has Confirmed Its Opera- 
tions to the District of 
Colymbia 


The Great National of Washington, | 


D. C., has been admitted to Virginia 
and North Carolina. Since its organi- 
zation in 1926 it has confined its oper- 
ations to the District of Columbia. It 
has extensive expansion plans and ex- 
pects to enter several additional south- 
ern states by the first of the year. The 
Great National is the only casualty com- 
pany chartered under the laws of the Dis- 
trict of Columbia. Its charter permits 
it to write practically every kind of in- 
surance except life. At the present time 
it is writing fire, all lines of automobile 
insurance, employers and public liabil- 
ity, plate glass, workmen’s compensa- 
tion. Additional lines will be added 
from time to time. 

The Great National is headed by lead- 
ing business men of Washington. The 
executive management in charge is 
Joseph A. Burkart, president: Spencer 
B. Curry, vice-president; Congressman 
Frederick N. Zihlman, secretary and 
Gen. Eli A. Helmick, treasurer. 


‘ 
| 
; 


{ 














The Great National recently acquired | 


the services of James H. 
agency supervisor. He is well known 
to life insurance producers. George A. 
Heide has been put in charge of ac- 
counting, 


Andes as 





Automobile Cases Decided 


Death while riding in an automobile | 


in collision with a tree stump. Award of 
nominal damages only. Held, that 


though charge was substantially a cor- | 
rect legal statement, the jury may have | 


1S 


misconstrued it. Correct rule that 
“it is the preponderance of the aggregate 
of probabilities judicially termed 


the | 


weight of evidence which furnishes the | 


legal standard of proof in civil cases.” 
—Rule made 


the 


absolute as to damages 
only. Harris vs. Johnson. Sup. Ct. 
N. 
* * * 
When the owner of an automobile 
lends his machine to another and on | 


invitation becomes a passenger therein, | 


in the absence of any agreement to the 
contrary, the owner has the right and 
it is his duty to prevent, if possible, the 
driver from operating the machine in a 
reckless and dangerous manner and in 
violation of the law. When he has the 
opportunity to restrain the driver and 
fails to take advantage of it, he should 
be held responsible for the consequences. 
Harris vs. Boling, Sup. Ct. Okla. 


Texas Bus Business Growing 


DALLAS, TEX., Sept. 5—Texas auto- 
mobile bus owners are now paying in- 
surance premiums amounting to $350,000 
annually, it is stated by J. C. Carring- 
ton of Austin, general secretary of the 
Texas Bus Owners Association. This in- 
surance is for the protection of the pub- 
lic. Mr. Carrington said the association 
is seeking cheaper insurance rates but 
right now is not contemplating carrying 
its own insurance. The statement of the 
secretary of the association Indicated the 
organization in the future might try out 
a plan of insuring its own members if a 
suitable arrangement could not be made 
for proper coverage. 

It was pointed out that while the pre- 
miums paid by the bus owners in the 
organization now amounted to $350,000 
annually, the bus business is increasing 
at such rate that the insurance premiums 
soon will amount to $500,000 annually. 


Hartford Steam Boiler Meeting 


ATLANTA, Sept. 5—A meeting of the 
field men of the Hartford Steam Boiler 
is being held in Atlanta Sept. 4-6, in 
charge of W. M. Francis, southeastern 
manager for the company. Between 25 
and 30 field men are present at the meet- 
ing. 





Prominent 


Speakers Will Give Ad- 
dresses at the Big Convention 
in New York City 


How to prevent accidents on the 
streets and highways, in other public 
places and at home will be discussed in 
detail at special sessions devoted to pub- 
lic safety problems during the annual 
safety congress which will be held in 
New York City Oct. 1-5. 

The first public safety session will 
take place Oct. 1, when there will be a 
joint meeting of the electric railway, 
public utilities, steam railroad and taxi- 
cab and fleet-owners sections of the Na- 
tional Safety Council, in addition to 
others interested in this problem. 

Miller McClintock, director, Albert 
Russel Erskine Bureau of Street Traf- 
fic Research, Harvard University, will 
speak on “Facts vs. Guesses in Solving 
the Traffic Problem.” Ernest W. Corn, 


field representative, National Safety 
Council, will dwell on “Getting the 
Community Interested in Safety.” Rob- 


ert I. Gatlin of the Aetna Life is to talk 
about “Why Insurance Companies Are 
Interested in Automobile Accident Pre- 
vention Work.” Another speech will be 
made by John W. Lieb, vice-president 
and general manager of the New York 
Edison Company. 





McGLASSON HAS JOINED 
THE UNION INDEMNITY 





The Union Indemnity recently an- 
nounced that E. A. McGlasson has been 
made manager of the compensation and 
public liability department which in- 
cludes the inspection department, pay- 
roll audits and the safety educational 
department. The safety educational de- 
partment has been organized for the 
purpose of assisting assureds to reduce 
accident frequency and_ severity. 
Prior to going with the Union .Indem- 
nity Mr. McGlasson had complete 
charge of the compensation and liability 
department and the boiler department 


of the Harry A. Koch Company of 
Omaha. He was ten years with the 
Koch Company and was secretary of it 


when he left. 

A great part of Mr. McGlasson’s 
work at Union Indemnity will be de- 
voted to the training of young men in 
safety and educational work to fit them 
for the business of field representatives. 


Jordy With National Surety 


Albert S. Jordy, one of the well known 
men in Maryland business and political 
circles, has been appointed by the Na- 
tional Surety as resident vice-president 
at Baltimore with offices in the Union 
Trust building. 

Mr. Jordy is a native of Louisiana; but 
for the past 12 years had made his home 
in Catonsville where he has figured in 
the organization of many important bus- 
iness ventures. He helped to organize 
a large investment trust corporation and 
for many years was a leading figure in 
the shipping world, buying, selling, leas- 
ing and administering fleets of cargo 
earriers of various sorts. Mr. Jordy is 
well known to most of the sportsmen of 
America. For many years he travelled 
extensively, visiting trap shooting con- 
tests in every state. He was holder of 
a number of records and several times 
broke 100 clay pigeons in 100 shots. He 
is also a great fisherman and hunter. 

William Murphy will continue as man- 
ager of the Baltimore office, taking care 





of the underwriting as he has always 
done. 
Licensed in Minnesota 
The Autoist Mutual of Chicago has 


just been licensed by the Minnesota de- 
partment. It is operating in Illinois, 


Indiana, Michigan and Wisconsin in ad- 
dition. 
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MORAY CHOSEN HEAD 
OF SOUTHERN;SURETY 


Has Resigned as Vice-President | 
and General Manager of 
Hartford 


BUILT LARGE BUSINESS | 


Will Become a Big Factor in the Or- 
ganization to Which He Attaches 


Himself 
The casualty and surety world was 
taken completely by surprise when it 


was announced last week that Norman 
R. Moray, 
the 
had 
the 


manager of Hartford Accident & 


Indemnity, resigned to 


become 
president of Surety of 
New York, whose office is in 
Des Moines. The financial control of 
the Southern Surety changed some time 
ago, Kidder, Peabody & Co., one of the 
leading investment houses in New York, 
and Rogers Caldwell & Co. of Nash- 
ville, leading investment house in the 
southwest, buying the majority of the 
stock. These two financial houses, 
therefore, are back of the institution 
and give it stability of a permanent na- 


Southern 
executive 


ture. Rogers Caldwell & Co. also con- 
trol the Missouri State Life of St. Louis 
and the. Inter- Southern Life of Louis- 
ville. Mr. Moray is to become a direc- 
tor and member of the executive com- 
mittee of the Missouri State Life. It is 


also understood that the same financial 


interests will organize a fire insurance | 
its | 


company and Mr. 


president. 


Moray will be 


Will Strengthen Southern 
The announcement undoubtedly 


give a great impetus to the 
Surety. 


Surety 


will 
Southern 


remarkable institution and whose ability 
as an organizer has been recognized by 
his competitors. The Southern Surety 
will forge to the front and be a factor 
in the business that it has not been in 
the past. The deal with Mr. Moray was 
made by the two banking houses. This 
is significant, because never before have 
financial institutions of this character 
taken a dominant stand in selecting the 
executive head of an insurance institu- 
tion, 


Moray Is an Organizer 


Mr. Moray’s strength 
with his ability to get 
He is popular all along the line, is 
courageous, forceful and aggressive. 
He has a strong hold on the producing 
department of his company. He has 
been connected with the Hartford Acci- 
dent & Indemnity for 14 years. He has 
seen the company grow to extensive 
proportions. It has become one of the 
leaders in the business. It has assets 
now of $40,000,000 and premium income 
of over $28,000,000. The 
$1,000,000 and its net surplus is $7,000,- 
000. Its premium reserve as of Dec. 31 
was $11, Tts claim reserve was 
$10,595,781. The Hartford Accident is 
allied with the Hartford Fire and 
gether they have made a mighty team. 


rests largely 


new business. 


365 hy 367. 


Southern Surety Figures 


The Southem Surety of New York 
was organized and financed bv Kidder, 
Peabody & Co. of New York with a 
capital of $2,500,000 and surplus of 
$2,400,000. It took over the outstanding 
business of the Southern Surety of Iowa 


and assumed its obligations as to the 
going business. Last vear the South- 
ern Surety had a premium income of 


$8,515,680 and total income of $9,902,776. 


. ° | 
vice-president and general 


Mr. Moray is one of the out- | 
standing casualty and surety executives | 
of the country, a man who has built a | 


capital is | 


to- | 


| NATIONAL SURETY TO ADD 
MILLION TO ITS CAPITAL 


REDUCE VALUE OF SHARES 





| Purpose of Proposed Change Is to In- 
duce Broader Distribution of 
Holdings 





NEW YORK, Sept. 5.—Shareholders 
| of the National Surety at a special meet- 


ing to be held Oct. 10 will consider a 
proposition to increase the company’s 
capital to $16,000,000 from $15,000,000, 


its present figure, and to reduce the par 


value of all shares from $100 to $50 
each, giving present shareholders two 
shares for each one now held. The idea 
of reducing the par value of the shares 


is to induce a 


distribution of 
holdings. 


broader 


loss ratio was 54.4 and its expense 
ratio 45.8 percent. Caldwell & Co. 
became the dominant factor in the 
Southern Surety of lowa before the 
new company was organized. Kidder, 
Peabody & Co. and Caldwell & Co. are 
large owners of Missouri State Life 
stock. The Missouri State Life has just 
taken over the business of the Interna 
tional Life of St. Louis. Undoubtedly 
Mr. Moray was well assured of the 
future of Southern Surety of New 


York. 


the 


Company Will Expand 

The fact that two large banking in- 
stitutions are actively back of it and will 
furnish more money if desired, will give 
the public confidence in its future. The 
business of the Southern Surety has 
been built up largely in the south and 
west. Under Mr. Moray’s leadership it 
will become more of a national cor- 
poration. Mr. Moray was born at 
Knoxville, Ont., April 21, 1878. He 
secured his experience with the United 
States Fidelity & Guaranty and Na- 
tional Surety and later became vice- 
| president of the Great Eastern Casu- 
alty. He resigned that position in 1914, 
to become vice-president and general 
manager of the Hartford Accident. 


Statement from President Bissell 


The following is a statement by Pres- 
ident Richard M. Bissell of the Hartford 
Fire and Hartford Accident & Indem- 
nity in reference-to the resignation of 
Vice-President Moray: 

‘The Hartford Accident & Indemnity 
was organized in 1913 with a capital of 
$500,000 and a surplus of like amount, 
all of the stock except qualifying shares 
being held by the Hartford Fire. Soon 
after it had been organized the neces- 
sity for increasing its capital in order 
to enable it to transact all classes of 
casualty business was realized and the 
capital was made, first, $800,000 and in 
1919 was raised to $1,000,000, 





Moray Selected as Manager 


“After some months spent in seeking 
a managing executive to administer the 
affairs of the company, Norman R. 
Moray, at that time vice-president and 
manager of the Great Eastern Casualty, 
was selected and at once applied his vig- 
| orous personality to the task of develop- 
ing an organization and producing a 
premium income, The group of men 
with which Mr. Moray surrounded him- 
self within a comparatively short time 
after his engagement was an outstand 
ing one. There were several changes 
during the early vears but on the whole 
the selections made by Mr. Moray at 
that time have vindicated his good 
judgment and have continued to operate 
the companv through the fifteen years 
of its existence. 


Became a Casualty Leader 


administration 
companv’s busi- 


the 
success 


“From outset the 
was a and the 
ness has steadily increased until now it 
is one of the leaders in the casualty 
field, being surpassed in assets and in- 














CHARLES NIEBLING BADLY 
INJURED IN AUTO CRASH 


HEAD OF BANKERS INDEMNITY 
Vice-President of Company Abandons 
Proposed European Trip as 
Result of Accident 


NEWARK, N. J., Sept. 5.—Charles 
Niebling, president of the Bankers In- 


demnity of Newark, 
in an automobile 
ing from his summer vacation in 
Hampshire last Friday, when 
was in collision with a machine 

the opposite direction. He was taken 
hospital at Hanover, and while 

was at first thought his injuriés would 
prove fatal, specialists summoned from 
Boston later held out hope of his recov- 
ery. His young son and the chauffeur, 
who were with him in the car, 
with a severe shaking up. 


was severely injured 
accident while return- 
New 
his car 
coming 


+ 


to the 


escaped 


Williams Abandons Trip 
In addition to his insurance connec 
tion, Mr. Niebling is vice-president of 
he Fidelity Union Trust Company and 
s one of the outstanding figures in the 
financial and commercial circles of his 


the 


Wilkens, vi 


Because of 
F. E. 


1 = 
ane general 


untortunat 





happen ce-president 

manager of the Bankers 
Indemnity, has abandoned his contem 
plated trip to Spain, upen which he had 


‘tended starting next Tuesday. 


come by only four 
Its premiums have 

cover $27,000,000 per 
plus has reached the 

ure of over 
are over 
this remarkable 


casualty companies. 
built up to 
annum. ts sur- 
very handsome fig- 
$10,000,000 and its total 
$40,000,000. Naturally 
growth and solid prog- 
ress have added greatly to Mr. Moray’s 
prestige. He will thus be enabled to 
bring to his new connection a reputa- 


peen 


asscts 


tion for successful accomplishment 
which will be of great value to the 
Southern Surety. Needless to say, the 


good wishes of the 


officers of the Hart- 


ford Accident & Indemnity and Hart- 
ford Fire will accompany Mr. Moray in 
his new field of endeavor.” 


Few Changes Contemplated 


President Bissell says to the agents: 

“The operation of the Hartford Acci- 
dent & Indemnity will be in no way 
affected by the retirement of Mr. Moray. 
\ splendid organization has been built 
up which covers the entire country and 


very few, if any, changes will be neces- 
sary on account of Mr. Moray’s retire- 
ment. The company is noted for the 


excellent service which it gives to its 
agents and to its policyholders and any 


changes that are made will be made for 
the purpose of making these services 
still more nearly perfect.” 
COBB TO BE CHAIRMAN 
DES MOINES, Sept. 5.—C. S. Cobb, 
president of the Southern Surety since 
its organization 20 years ago, becomes 


chairman of the executive committee. 
In addition to the presidency Mr. Moray 
becomes general manager, also He 
will not take active control of the new 
position until about Oct. 1. 
President Cobb is enthusiastic 
the acquisition of an executive of 
standing of Mr. Moray. He said: 
‘Aiter the Southern Surety succeeded 
in interesting Caldwell & Co., invest- 
ment bankers of Nashville. Tenn., and 
through them Kidder, & Co 
investment bankers of York City. 
it was determined that the capital 
should be greatly increased and that it 
should enter the eastern field of opera- 


over 
the 


Peabody 


New 


tions at an earlv date. 
“Since then the bankers and the man- 
agement. working together, have been 


looking for an executive of outstanding 

ability and wide and successful expert- 

ence whose name and reputation would 
(CONTINUED ON PAGE 48) 
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KEARNEY IS MANAGER 
HARTFORD ACCIDENT 


Paul Rutherford, J. Collins Lee 
and Joy Lichtenstein Are 
Advanced 


ALL ARE ABLE WORKERS 


Company Had to Readjust Its Official 
Personnel Following the Resigna- 
tion of Norman R. Moray 


HARTFORD, Following the 
recent resignation of Norman R. Moray 


as vice 


Sept. 5- 
-president and general 
Hartford Accident & 
the presidency of the 
Surety of New York, 
corporation 
James L. D 


the 


manager 


ot the Indemnity 


) assume South- 


ern directors of 


the first named meet- 


Kearney his 


Paul 


ata 
ing elected 
Successor. At 
Rutherford, vice-president in charge of 
its New York metropolitan 
business, was given 
ties in connection with 
fairs of the corporation. 
retary J. Collins Lee 
vice-presidency, as 


sane tume 


City and 
added responsibili- 
the general af- 

Former Sec- 
was advanced to a 
Joy Lich- 


was also 


tenstein of San Francisco, manager of 
the Pacific coast department. All have 
been prominently identified with the 


Hartford Accident & 
its launching in 1914. 

\ lawyer by profession, Mr. Kear- 
ney began his underwriting career in 
1906 as manager of the Baltimore de- 
partment of the American Bonding of 
that city. Subsequently he became 
manager for the company in New York, 
so continuing until 1911, when he was 
elected vice-president of the Equitable 
Surety of St. Louis in contro! of its 
New York state business. He resigned 
the connection three years later to ac- 
cept the secretaryship ‘of the then newly 
formed Hartford Accident; becoming a 


Indemnity since 


vice-president in 1920, 
Rutherford and Lee Able Men 
Mr. Rutherford previous to his go- 


ing to New York in 1914 was manager 
in Missouri and Southern Illinois for 
the Fidelity & Deposit. His earlier as- 
sociations were with the American 
Surety and the United States Fidelity 


& Guaranty. Mr. Lee came to the 
Hartford Accident from San Francisco, 
where he had been Pacific coast man- 


ager for the London & Lancashire In- 
demnity. He was first superintendent 
of agencies, later being advanced in turn 
to an assistant secretaryship and again 


to the secretaryship. 
Mr. Lichtenstein is one of the best 
known casualty underwriters on the 


west coast and a remarkably successful 
one. His first insurance connection 
was with the Pacific Coast Casualty. 
Later he joined the forces of the Globe 
Indemnity. His connection with the 
Hartford Accident dates from 1914 
when he was given the management 
of its Pacific coast department, em- 
bracine the states of California, Ore- 
gon, Washington, Idaho, Montana, Ne- 
vada. Arizona. and Hawaii. Mr. Lich- 
tenstein in 1924 was given the Pacific 
coast management of the Hartford Fire 
as well as that of the Hartford Accident 
in appreciation of his fine work in we ‘Id- 
ine the interests of the two companies 
together in his territory 





Need Not Carry Risk 


According to a 
hoard of appeals of 
Marvland Casualty has been upheld 
its longer to carry the automo- 
bile liability line on the Roxbury Auto 
Renting Company because of the large 
i number of claims filed thereunder. 


state 
the 


ck cision of the 
Massachusetts, 


frcal 
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E. M. ‘ALLEN POINTS 
OUT AGENCY NEEDS 


(CONTINUED FROM PAGE 39) 


his results will be fully as satisfactory 
and as satisfying as the results obtained | 
by the head of the department store. 
How Life | 
When the life companies applied | 
methods of real salesmanship to the 
writing of life insurance some years ago 
they did not import new men but they 
trained the men they had. Within a 
very few years the production of life 
insurance has changed from the pester- 
ing, annoying agent, who could not 
make a living doing anything else, to 
the present day high type of insurance | 


Insurance Has Grown 


salesmanship with which we are all | 
rather familiar. 
Like the department store, many | 


agencies today procure too large a per- | 
centage of volume in the more hazard- | 
ous lines that do not have to be sold, 
the law requiring people in many 1n- 
stances to buy these coverages without 
the necessity of salesmanship on the 
part of the agent. In consequence, 
workmen’s compensation, heavy fire | 
lines, burglary and fidelity coverages on 
target risks, contract bonds on public 
works, are lines that come to an agent 
with very little effort on his part and 
the more hazardous the risk the more 
eager the client becomes to associate 
himself with an agent who can supply 
the coverage. 


Should Sweeten 


Then the trouble 


His Offerings 


begins. The high 
ratio of hazardous lines makes the 
agent’s business, as a whole, unprofit- 
able from the standpoint of his com- 
pany. He has followed the line of least 
resistance and the company is forced to 
hold the bag. If such an agent could 
learn a lesson from the department store 
or could take a warning from the cor- 
ner grocery by increasing the turnover 
in every department of his business by 
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doing more “cold turkey” solicitation of | 
going out after the | 


new prospects, by 
lines that have never been written, dig- 
| ging up new 
mate knowledge business itself 


of the 


business through his inti- | 


and of where the new prospects can be | 


found, he would send to his companies 
| enough new, good, low loss ratio busi- 
j} ness to “sweeten up” the hazardous 





EK. M. ALLEN 
lines of his agency to the end that his 
companies, as well as his own agency, 
would be able to show a satisfactoty 
proht. 


Steck Has Been Improved 


In addition to supplying agents with 
a complete stock of 
cessity for investment on the part of 
the agent, surety companies in particu- 
lar have gone 
pense to improve 
by suggesting new lines and better lines 
of coverage and delivering this fresh 
stock to his door without the expendi- 
ture of effort even on his own part. 

When new lines of coverage are sug- 





| fundamentals of salesmanship, 


gested by companies, it often happens 


that the agent makes a half-hearted at- | 


tempt to sell them. 
culties in the beginning, he abandens 
his effort and goes back to the handling 
of his old-fashioned, easily 
In doing this, he is 
opportunity of providing adequate serv- 
ice to his customers. He is contenting 
himself, as did the corner grocer five or 
six years ago, with the thought that his 
own business is in good shape and pros- 
perous and satisfactory from his point 
of view. 

Much New 


ice 


Competition 


Agents overlook the fact, 
however, 
ing on 


amounts 
companies 


must not 


hand 


money 


and that the vast 
poured 
must be justified to 
holders in terms of business 
throughout the country. 
nies are going to demand service. 
only 


every 


ol 


done 


proper for them to expect their 


Encountering diffi- | 


sold lines. | 
overlooking the | 





Saptnates 6, 1928 





= —— — = = 





cies, the results are proving most satis- 
factory. The smaller agent can use the 
same method; of course, on a much less 
extensive scale. If this is done gener- 
ally throughout the country, I can see 
nothing to fear as to the future of the 
American agency system. 





Tear Gas Thwarts Yeggs 


The Farmers State Bank at 
Ind., had a call from yeggs one night 
recently. The vault was so equipped 
that in cutting through the vault door 
a charge of tear gas was released which 
put the yeggs out of commission. It was 


Miami, 


| not until 10 hours later that it was pos- 


that companies are multiply- | 


into new} 
stock- | 


These compa- | 
It is | 


agents to produce an adequate volume | 


of business in all lines 
companies. 

develop new 
and to 


Agents will be expected to 
lines as they are 
acquaint themselves with the 


so as to 


put the companies they represent on a 
competitive parity with all other com- 
panies. 


Will Perpetuate Agency System 


We have many examples in our own 


| organization of immediate benefit to be 


goods without ne- | 


to great trouble and ex- | 
this stock of goods | 
| who can initiate s 


of new 
agencies. 


from 
in 


1s 


derived 
methods 


New blood 


the application 
old-fashioned 

needed in many places. 
Young men trained in insurance and 
versed in salesmanship are revolution- 
izing insurance conditions in many com- 
munities. Every agency in this country, 
large or small, can profit by this plan. 
The agency large enough to afford a 
sales manager or production manager | 
sales plans and promote 
ideas within the agency is in a 
fortunate position. Where this is being 
done efficiently by men who understand 


sales 


written by the | 


their business in many of our own agen- | 


sible 
vault. 


does 


for the bank officers to enter the 

Nothing was taken. The gas 
not cause permanent injury but it 
temporarily blinds its victims so that 
they are absolutely helpless. The or- 
dinary gas mask used in the world war 
is no protection against the fumes. 





Pays $4,500 on Payroll Robbery 


The Union Indemnity reports a pay- 


offered | ment of $4,500 to the Robert Bosch Mag- 


neto Company of Long Island City, N. Y. 
Payment was made to cover the loss in- 
curred when two office employes of the 
Bosch Company, en route from a Brook- 
lyn bank to the factory, were held up by 
six armed men. The men escaped with 
the payroll amounting to $4,500 and have 
never been apprehended. As investiga- 
tion failed to disclose any identity of the 
holdup men, the claim was paid by Union 
Indemnity in less than two weeks after 
notification had been received. 


Appoint Special Representative 


Paul Doring has been appointed spe- 
cial representatives in southern Califor- 
nia for surety and casualty lines, accord- 
ing to announcement made this week by 
Merle D. Smith, manager of the Los 
Angeles branch of the Union Indemnity 
companies. For the past three years Mr. 
Doran has been manager for the surety 
department at Los Angeles for the New 
York Indemnity and was previously field 
superintendent in that territory for the 
U.S. F. & G. 
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The Atna-izer in your com- 
munity can provide you with 
an Etna policy or bond pro- 





tecting you against almost any 
insurable loss to which you or 





your business may be exposed. 


The 4tna Life Insurance Company « The Atna Casualty 

and Surety Company The Automobile Insurance Company ° 

The Standard Fire Insurance Company: of Hartford, Con- 

necticut, write practically every form of Insurance and 
Bonding Protection. 
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Completeness 


SEE THE ATNA-IZER IN YOUR COMMUNITY—HE IS A MAN WORTH KNOWING 
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Wenn the redman reigned, smoke 


| Figures for New York State Show Im- 





signals spiralling skyward called 


mighty braves to war—warned scout- 


ing parties — summoned wandering 
tribesmen to council.. Where the voice 
could not carry — this artificial means 














of expression was readily interpreted. 
It saved the swift Indian runners a 


long journey, and—ét did the job. 


The dominant duty of Standard’s 
Advertising Department is to save the 
time of the agent—tell his message to 
thousands of prospects in a convincing 
and direct manner — help him cover 
more territory, and build his business 
to heights unrealized in the past. 











The above symbol, typifying our duty 
to Standard Agents, has been adopted 
by the Advertising Department of the 
Standard Accident Insurance Company 


of Detroit. .. You'll see it often. 


This is oneof aseries of advertisements demon- 
strating the facilities of Standard’s great Ad_ 
vertising Department. An illustrated man- 
ual showing how Standard helps its agents 
thru advertising will be sent on request. 
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| WORKMEN'S 


COMPENSATION 











| ACCIDENT RATE DECLINES) 


provement as to Number of Claims 
—Payments Still Large 


Industrial workers in New York state | 
to the number of 93,565 received dis- | 
abling injuries and were awarded com- 
pensation in the year ended June 30, 
1928. The amount of compensation they | 
received was $28,003,015. In the pre- 
ceding year, 98,984 cases were reported, 
with compensation awards of $28,186,- | 
003. The following tabulation gives 
more detailed information on the kind | 


and number of handled in 1928 
and 1927: 


cases 


Number 
of cases closed in 
year ended June 39, | 


Kind of Disability— 1927 1928 
eae eae 98,984 93,565 
Fae ee 1,042 1,129 
Permanent total ....... 41 52 
Permanent partial ..... 18,518 17,021 
SEE cwutinsé cmuas ou 79,383 75,363 


Amount of compensation 


, in year ended June 30, 
: Kind of Disability— 1927 1928 


eee ee $28,186,003 $28,003,015 
FSS ae *6,980,586 *7,837,641 | 
Permanent total... *547,620 *764,491 | 
Permanent partial. 14,044,685 13,192,522 | 
Temporary ........ 6,613,110 6,708,421 


*Present value based on the age of the 
dependents in death cases and the age of 
the claimants in total disability cases. 

Although the number of cases de- 
clined in 1928 as compared with 1927 by | 
approximately 5,000, no proportionate | 
reduction in the total amount of money | 
paid in claims was made. One of the | 
reasons for this is that a change in 27, | 

| 
| 
i 
1 
| 


compensation law effective Oct. 1, 1927, 
increased the maximum weekly compen- 
sation for total disability to $25 from 
$20. However, not all of the cases were 
effected by this change in the law, since 
those that occurred previously to Oct 1, 
1927, were settled under the $20 maxi- 
mum. Another reason for the increase 
in total payment is that the number of 
deaths in permanent total disability | 
cases increased. The average cost of 
temporary disability cases was $89 and 
of permanent partial disability cases, 
$775. The average cost in death cases 
was $6,449 and in permanent total dis- 
ability cases, $14,702. 

The decline in number of accidents in 
1928 from 1927 was 5% percent. All in- 
dustries excepting construction and 
service showed a downward trend in 
accident frequency. The decline in the 
manufacturing industries was 12 per- 
cent. Transportation and public utility 
accidents decreased 7 percent, trade ac- 
cidents 3 percent and accidents in 
other industries 3 percent. Construction 
accidents increased 1 percent over 1927. 
Accidents in the service industries in- 
creased 5 percent. 








Coal Mine Fatalities in July 


Accidents at all 
United States 
death of 123 
of state mine 


| 
| 
coal mines in the} 
in July resulted in the 
men, according to reports 
inspectors to the United 


| Reports for the first 


| inspector. 


| 6,000 


;} accident prevention 


States Bureau of Mines, Department of 
Commerce. Of this number, 99 fatalities 
occurred at bituminous mines, the re- 
maining 24 resulting from accidents in 
the anthracite mines of Pennsylvania. 
seven months of 
1928 show 1,258 fatalities caused by ac- 
cidents at all coal mines. 

There were no major disasters in July 


|—that is, no disaster causing the death 


of five or more men—but there is a 
record of nine such disasters for previous 
months of the current year, with a re- 
sulting loss of 290 lives. 


Good Record in Zinc Mines 


OKLAHOMA CITY, Sept. 5.—No fata! 
accidents have occurred in the zinc mines 
around Picher, Okla., since the first of 
the statistical year, July 1, is noted in 
a report by Riley Clark, district mine 
Last year eight fatalities oc- 
curred in July and August. The record 
this year is credited to the accident pre- 
vention campaign inaugurated in the 
Picher district this year. More than 
miners are employed in the dis- 
trict and the record just cited, in the 
opinion of mine inspectors, shows that 
education is a real 


help to the industry. 


Virginia Changes Approved 
RICHMOND, VA., Sept. 5—Revised 
rates and schedules filed by the Work- 
men’s Compensation Inspection Rating 


Bureau of Virginia for 47 companies 
writing that line of coverage in the 
| state have 


been approved by the state 


' corporation commission with the excep- 


tion of changes in these 
cations: 1. Painting and decorating and 
paper hanging. 2. Contractors, watch- 
men, timekeepers and cleaners. 3. Amend- 
ment to the manual applying to execu- 
tive officers of corporations. The sched- 
ules approved becomes effective Oct. 1 and 
remains in effect until Nov. 30, when the 
commission plans a general revision of 
all such rates and schedules, 


three classifi- 





Are Fishermen Covered? 


RICHMOND, VA., Sept. 5—The Virginia 
Supreme Court of Appeals has agreed 
to review a, case involving the question 
as to whether tongers, crabbers and fish- 
ermen are entitled to compensation un- 
der the workmen’s compensation act. 
The case was appealed from the Virginia 
industrial commission by Alice Z. John- 
son. Her husband, John Calvin Johnson, 
an oysterman, was drowned while oper- 
ating a motor boat in the Severn river 
for his employer. By a two to one de- 
cision, the commission dismissed her 
petition, holding that the desired relief 
should be sought through an action in 
the United States district court. The 
Aetna Life was the insurance carrier. 


Quebec Workmen’s Compensation Act 


MONTREAL, Sept. 5—Something of 
rush on the part of employers, who plan 
to carry their own liability under the 
new workmen’s compensation law of th« 
province, took place the past few days 
in the filing of their statements and se- 
ecurities with the commission. 

R. W. Gould, secretary of the Montrea! 
branch of the Canadian Manufacturers’ 
Association, has asked that one of the 
members of the commission, preferably 
Chairman Taschereau, should reside in 
Montreal, and that the meetings of th 
commissioners be regularly held here. 








| AMONG SURETY MEN | 


iii 








“LEAD PENCIL” LOSSES HEAVY | 


| Surety Company Representatives Say 


Total of Forgery Claims Can be Cut 
If Pen Is Used for Checks 


Surety company representatives re- 
port that a large annual total of forgery | 
losses could be prevented if every bank 
would insist on refusing to handle a 
check written with a lead pencil. In 
almost all of the large cities, and in all | 
of the smaller industrial cities, there | 
are large foreign elements, many among 


which are almost illiterate and who find 
the lead pencil an easier writing tool 
than the pen. 

Forgers Clever at Altering 


Clever forgers can alter almost any 
check that is written with a pen. The 
iob of altering a pencil-written check 
is still easier and is practiced to an 
appalling degree. Statistics of a num- 
ber of the companies show that check 
forgery losses are annually mounting 


and that the pencil-written check is an- 
nually figuring larger in the loss total. 
| Some company men are urging their 
| special agents to visit their banker as- 
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sureds in the “lead pencil” areas in an 
effort to halt the practice of accepting 
any check that is not written with a 
pen. 





Applies Only to New Clerks 


FRANKFORT, KY., Sept. 5—Attorney- 
General Cammack has rendered an opin- 
ion to the effect that county and circuit 
clerks who took office early this year 
do not have to execute bond according 
to the provisions of an act of 1928 of the 
general assembly, but can continue in 
office under the old bond. The assembly 
raised bonds of county clerks in counties 
containing cities of the first, second, 
third and fourth class requiring the 
clerks to give more bond. The law will 
affect any clerk elected in the future, 
even to fill out an unexpired term. All 
‘county clerks are elected in this state 
next year for a period of four years. 





Takes Over Paving Contracts 


ST. LOUIS, Sept. 5.—The Southern 
Surety has been compelled to take over 





several contracts for street paving in 
St. Louis held by the Independent As- 
phalt & Construction Company. The 
paving company informed the surety 


company that it was not financially able 


to continue with the contracts. The 
Southern wrote the bonds guaranteeing | 
satisfactory completion of the paving 
and plans to turn the work over to an- | 


other contractor. It is believed the work | 
can still be completed without loss. 





Philadelphia Contracts Approved 


PHILADELPHIA, Sept. 5—Having met 
the technical violation by posting its 
bond for $100,000 with the city, the Union 
Indemnity is now persona gratis again 
and the city controller approved con- 
tracts for $5,000,000 on which the com- 
pany is named as surety. 

These bonds were written through the 
Philadelphia Surety Company, of which 
George Klauder, former law partner of 
Mayor Mackey, is president. Mr. Klauder 
is also connected with three other firms | 
that have been getting business from | 
the city. District Attorney Monaghan is 
investigating charges of irregularities 





and favoritism made against the Klau- ; Brookline; Paul L. Chapman, Somerville; 


der firms. 

Charges filed by four Philadelphia 
surety men that the Philadelphia Surety 
Company has established a virtual mo- | 
nopoly in placing bonds for bidders on | 
city work has caused Deputy Controller 
Wilson to begin an investigation. | 


Charter New Boston Company 


BOSTON, Sept. 5—The Investment 
Guaranty Insurance Company has been 
given a charter to do a fidelity and 
surety business. The company has a | 
paid up capital of $200,000 and will have 
its home office in Boston. The officers 
and directors of the new company are: | 
President, Ernest Luce, Winchester; | 
treasurer and secretary, James F. | 
Tilden, Boston; directors, James W. 
Smith, Lexington, Thomas H. Dumper, 


Moore, 


| nity, 


|and 


Henry C. Hopewell, Newton, and Charles 
H. Rude, Lexington. 





Moore With Union Indemnity 


BOSTON, Sept. 5—Frederick W. 
bonding manager of the Boston 
branch office of the Independence Indem- 
will join the branch office of the 
Union Indemnity at Columbus, O. 

Mr. Moore is a native of Connecticut, 
He began his insurance career in the 
Hartford office of the American Surety 
in 1917. He served in the war and after 
his discharge was employed by the Aetna 
Casualty where he gained a wide ac- 
quaintance and excellent training in the 
eastern field. Later he was with the 
Indemnity of North America at Toledo 
Cleveland, returning to Boston in 
1924 to join the Independence forces. 





ACCIDENT AND HEALTH 














IS MOVING TO LOUISVILLE | 


Equitable Life & Casualty of Chicago | 
Buys Building There—Is Ken- 
tucky Corporation 





The Equitable Life & Casualty of | 
Chicago has purchased a _  10-story 
building at Fourth and Market streets 
in Louisville for $350,000 and will take 


and Jan. 1. The deal was made by | 
J. W. Bain, president of the company, | 
and B. A. Merrelle, his associate, and | 
J. Ross Todd of Louisville, a capitalist. | 
Although the office of the Equitable 
Life & Casualty is in Chicago, it is a 
Kentucky corporation. It was organ- 
ized under the Kentucky laws in 1923 
and is doing business in Illinois, Ken- 
tucky, Colorado, California, Oklahoma 
and Indiana. 

As a result of this purchase the main 
office of the company will be moved to 
Louisville. The building there will give 
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Railroads In | 
Every Direction: : 


Railroads stretch in every direction 
from Chicago, 
Office of the Continental, making 
them easily accessible to all agents 
located within a night’s ride of the 
When a situation arises, in- 


demanding a personal talk with Home 
Office officials, it is simple to be in 
the Home Offices the next morning. 





location of the Home 


line to be written and 





opportunity for needed expansion of the 
company’s business and President Bain 
considers that as it is incorporated in 
Kentucky it is proper to maintain the 
main office in that state. 


cago. 


CLAIM ASSOCIATION 





PLANS 





Special Train to Be Run from Chicago— 
Entertainment Features of Meeting 
Are Announced 





Arrangements have been made for a 
special train starting from Chicago to 
carry the western delegates to the meet- 
ing of the International Claim Associa- 
tion, which will be held at Old Point 
Comfort, Va., Sept. 10-12. That train 
will leave Chicago Sept. 8 at 1 p. m., 
going via the Big Four and Chesapeake 
& Ohio, with the trip arranged so that 
the delegates will view by daylight the 
scenic beauties of the Allegheny and 








A branch ex- | 
| ecutive office will be continued in Chi- | 


| 
| 





Blue Ridge mountains. T. W. Hislop 
of the Great Northern Life, Westmin- 
ster building, Chicago, has charge of the 
western delegation. The eastern sched- 
ule is in charge of H. P. Gallaher, as- 
sistant superintendent Mutual Life of 
New York at its home office. 

Announcement has also been made 
of the entertainment features in connec- 
tion with the meeting at Old Point Com- 
fort. Monday afternoon, Sept. 10, there 
will be a boat trip along Hampton 
Roads giving an opportunity to view the 
wonderful harbor as well as a ficet of 
U. S. warships. The ladies’ bridge party 
will be held Monday evening. Tuesday 
afternoon motor coaches are engaged 
to take delegates and guests on a de- 
lightful trip along the Virginia shore, 
with a stop at Langley Field, where 
the party will be the guests of the com- 
mandant. The golf tournament will 
also be held Tuesday afternoon, with 
the annual dinner dance the same eve- 
ning. 


BARS NEWSPAPER POLICIES 





Attorney General Says They Are Illegal 
in Kentucky When Issued in 
Usual Way 





FRANKFORT, KY., Sept. 5.—An 
opinion handed down by Attorney Gen- 
eral Cammack is to the effect that news- 
papers of Kentucky cannot legally offer 
accident insurance to their subscribers 
at reduced rates or give them insurance 
with newspaper subscriptions without 
violating the insurance laws of Ken- 
tucky. The opinion even goes further 
and holds that the policies so issued are 
invalid. He says: 

“IT am of the opinion that any news- 
paper which gives away or offers to. give 
away free an insurance policy similar 
to the copies furnished by the “Courier- 
Journal” and “Herald-Post” is in vio- 
lation of section 656 of the Kentucky 
statutes. I am of the opinion that the 
offering of these policies together with 





It is impossible to estimate how 
much has been gained for Continental 
agents because the Home Offices of 
the Continental Companies are so 
conveniently located and because the , 


ingly give agency problems their per- 


sonal attention. 


Agency openings 


A BOOK ABOUT OURSELVES F WRITTEN FOR You It 


are 
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available. 


Write the Agency Department. 


CONTINENTAL ASSURANCE COMPANY | 
H. G. B. ALExanper, Chairman 
CONTINENTAL CASUALTY COMPANY 


910 South Michigan Avenue 


CHICAGO, ILLINOIS 


The Affiliated Continental Companies write 


| 
executives of the Companies will- | 





| 
practically al] forms of Insurance and Surety Bonds | 
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the paper for certain fixed time at the 
usual published price at which the pa- 
per is offered to the public alone, is a | 
rebate within the purview of Section | 
646, supra.” 

Newspapers, however, may offer poli- | 
cies, the opinion says, if sold at their | 
regular rates and to anyone wishing the | 
policy. One paper, he said, advertised | 
that its insurance policies were issued ex- 
clusively to readers of that paper, which, 
the opinion says, is a discrimination and 
in violation of the law. 


Liquor Case Up in Virginia 
The Zurich is defending a suit in fe4- } 
eral court at Norfolk, Va., involving a 
$5,000 accident policy carried by a New 
York man who died in Norfolk as a re- 
sult of drinking poisoned bootleg whisky. 
His administrator is suing for recovery 
of the amount of the policy, contending 
that his death came within the range of 
an accident. The company claims that 
inasmuch as he drank the liquor pur- 
posely, it was not an accident, even 
though he had no knowledge that the 
liquor contained poison. Courts in two 
states have passed on this point, one 
holding that death resulted accidentally 
while the other held that death was not 
the result of an accident. The Norfolk 
suit is scheduled to be heard at the No- 
vember term of court. 





Fisher on Agency Tour 


Roy C. Fisher, 


Dr. superintendent of 
the health and accident department of 
the Ohio State Life, is making a tour 
of the company’s agencies this week in 
connection with his attendance at the 
meeting of the Health & Accident Un- 
derwriters Conference in Chicago. 


General Accident Appointments 


J. R. Burroughs, who recently resigned | 


| erintendencies in 


| Provident 
| nooga have 
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been named to succeed R. McPherson as 
manager of the Norfolk district. His 
home office experience with the claim 
department of another company and his 
field experience with the General equip 
him to make a success of that thriving 
southern agency. Mr. Sawyer is suc- 
ceeded at Saginaw by J. B. Rust. 





Rail Splitter Club Officers 


| 
| 
J. W. Kelley of Bloomington, Ill, has | 
the honor of representing the accident | 
and health department of the Rail Split- | 
ter Club of the Abraham Lincoln Life as | 
rresident. C. W. Lent of Toledo, O., is | 
first vice-president of the accident and | 
health department, commercial division, 
and A. A. Johnson of Chicago is second 
vice - president, intermediate division. 


The presidency was awarded for the | 
largest premium volume and the vice- | 
presidencies for the largest number of | 


applications. 





National L. & A. Promotions 


The National Life & Accident has pro- 
moted J. W. Patton of Tyler, and C. E. 
Taylor of Memphis No. 2 to superin- 
tendencies in their respective districts. 

J. W. Brown of Nashville No. 1, J. H 
Kellum of Memphis No. 1, W. J. T. 
Stewart of San Diego, C. Bratcher of 
Chattanooga, E. C. Proctor of Indian- 
apolis, U. A. Bridges of Knoxville, R. T. 
Moffatt and M. T. Wilson of Jackson, 
Miss., have also been promoted to sup- 
their respective dis- 


tricts. 


did also Horace M. Stone, Daniel J. 
Kelley, M. W. DeWaters, Thomas P. 
Kehoe and E.R. Deming. W. F. Gooshaw 
was in charge of the banquet. 


Great Western’s Agency Supervisor 


LeRoy W. Secor has been appointed 


agency supervisor of the Great Western ‘ 


of Des Moines. succeeding George C. 
Martin. Mr. Martin will again take 
|charge of the company’s agency in 
southern California. He went to the 
home office in February. 

Mr. Secor, who has been manager of 
the company’s Des Moines city agency, 


will continue to have charge of the local 


September 6, 192s 


W. G. Tallman an- 
change on his returm to the 
from a month’s business tri, 
and the eastern states 


agency. President 
nounced 
home office 


into Canada 


the 





McIntosh on Eastern Trip 


Fred W. McIntosh of Des Moines, west- 
ern agency manager for the Monarch Ac- 
cident, will leave this week for a three 
weeks’ trip to the east. En route Mr 
McIntosh will hold agency meetings 
Chicago, Columbus, Washington, Balti- 
more, Philadelphia and New York. He 


| will also attend the board meeting of his 


| companies, at Springfield, Mass., Sept. 2¢ 








PERSONAL GLIMPSES OF CASUALTY MEN 





Rogers Caldwell, president of Rogers , 


Caldwell & Co., which controls the Mis- 
souri State Life, the Inter-Southern Life 
of Louisville and the Southern Surety 
of New York, together with other com- 
panies, has been appointed to direct fi- 
nances for the Democratic national and 
state campaign in Tennessee this fall. 


Mr. Caldwell was a director of finance | 


for the Democratic party for Tennessee 
in the campaign four years ago. 
Dr. J. B. Jack of Chicago, well-known 


industrial surgeon and 


| sultant, who is a prominent factor in 


Licensed in Nebraska 


LINCOLN, NEB., Sept. 5.—The Twen- 
tieth Century Life of Chicago and the 
Life & Accident of Chatta- 

been admitted to Nebraska. 

The Provident will carry on its busi- 
ness through railroad ticket agents who 
are licensed as insurance agents. 


the Chicago Claim Association and the 
International Claim Association, is car- 
rying on a notable work among the 
under-privileged boys on the west side 
of that city, which was given quite ex- 
tended publicity by one of the Chicago 
daily papers the past week. Through 
the interest he has taken in the Union 
League Boys Club, he has become medi- 


' 
aatemene a | 
districts grow healthier than those in 
the more well-to-do families is all a 
mistake. “I found that about three out 


| of every five boys in that neighborhood 


need some kind of treatment, especially 
corrective measures with a view to the 
future,” he said. He is drawing up 
plans for a continuous medical service 
for boys from 10 to 20 years of age 
and believes that such a service would 
be of great value in bettering the future 


| citizenship of the nation. 


insurance con- | 


W. A. Edgar, vice-president and 
agency director of the United States 
Fidelity & Guaranty, has been quite ill 
and has not been at his office since the 
middle of July. He hopes to get back 
on the firing line next week. 


The announcement that Harold P. 
| Janisch has been elected vice-president 
of the National Shawmut Bank of Bos- 
ton and vice-president and general man- 








as manager of the Duluth agency of the|  gyojgg o5th Anniversary Convention cal adviser to 3,000 boys, and oftimes | ager of the Devonshire Financial Serv- 
accident and health department of the i , hots : .| their mothers and sisters. Some days | ice Corporation of that city takes him 
cameras wre ps eee ae ao “3 ht hg seta Rhea gg Brcectiongy ean .. | a8 many as 40 to 50 boys come to him | out of insurance service, where he has 
very successful proportions, will now take 1e nity “otective surance Associa- sie ‘ s cae . ohne : “ee ee ; - 
charge of the development of the indus- | tion, writing life, accident and health for rapercrnyeanen Ned with ttle hurts, | sé rv ed with distinction oy egy el 3 
trial department of that company at | insurance, was held in Syracuse, N. Y., | minor cuts or other worries. , vears. He was manager 0! the Ameri- 
Minneapolis. | with 400 agents and executives present. | He says that the opinion sometimes | can Mutual Alliance, consisting of the 

P. R. Sawyer of Saginaw, Mich., has | William T. Rafferty, president, spoke, as | expressed that the children of the poor | leading mutual fire and casualty compa- 
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nies. He will go to Boston Sept. f. | 


Mr. Janisch is a lawyer and formerly 
partner of Herman L. Ekern. This firm 


had a large mutual insurance business | 


and Mr. Janisch came in contact with 
the leaders in that field. He was par- 
ticularly well fitted for his position. In 
his appearance before legislative com- 
mittees and state officials he always left 
a most excellent impression. He had 
been mentioned as a possible acquisi- 
tion for stock company work, but evi- 
dently he has secured a place where the 
financial remuneration is greater. 

From the architect’s sketch of the 
new building of the New Amsterdam 
Casualty in course of erection at 50-60 
John street, New York City, the struc- 
ture, when completed will be one of 
the most imposing business buildings in 
the metropolis, and should prove a fine 
advertisement for the owner corpora- 
tion, as well as affording every possible 
facility in handing its ever growing 
business in the territory. The location 
is central to the New York insurance 
district and will lend added importance 
and permanency. 


Vice-President Henry M. Marshall of 
the Union Indemnity of New Orleans 


1 

has been spending some days in Chi- | 
| cago. Mr. Marshall formerly resided | 
in Chicago having for some time been 
associate manager of the United States | 
Fidelity & Guaranty in that city. 


Major Elmer E. Johnson, vice-presi- 
dent of the Great American Indemnity, 
who is head of the agency department, 
was in Chicago last week, being on a 
western trip. 


W. Irving Moss, president of the 
Union Indemnity and its affiliated com- 
panies, accompany by Mrs. Moss, were 
in Los Angeles last week on a visit to 
California which will be devoted to rest 
and recreation. 


F. J. Carroll of Indianapolis died sud- 
denly at his home there. Mr. Carroll 
had been in the insurance business for 
20 years. He was resident manager for 
the Globe Indemnity at the time of his 
death. He was born in Brazil, Ind., and 
first was employed by an Indianapolis 
company. Later, he went to Kansas 
City, then to Pittsburgh and six years 
ago to the home office of the Globe at 
Newark. He was transferred to Indian- 
apolis three years ago. 
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PLATE GLASS INSURANCE 
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AUTO GLASS LINE GROWING 





Local Agent’s Prospects for This Cover 
Increase Annually, Motor Pro- 
duction Figures Show 





It is estimated that of all the plate 
glass annually produced in the United 
States, 50 percent is absorbed by the 
automobile industry. For the casualty 
salesman this means that, since the 
annual production and sale of closed 
cars is growing, the field of automobile 
plate glass business also is annually ex- 
panding. Approximately 80 percent of 
all the cars made in the United States 
in 1927 were closed cars. : 

Automobile plate glass business 1s 
low premium business. For this rea- 
son many casualty agents give it no at+ 
tention. But they do not think far 
enough when they think of the line, for 
as with all other low premium business, 
if the agent sells enough of it it be- 


Natio Surety Alabama Branch 


The National Surety has established a 
branch office at 410 Bell building, Mont- 
gomery, Ala. Earnest P. Hough, an ex- 
perienced surety executive with many 


years field experience in the south, has | 


been appointed manager. Mr. Hough is 
a native Mississippian. He originally 


entered the general insurance business | 


in that state. Later he enlisted in the 


army where he had a splendid war | 


record. At the close of the war he re- 
entered the insurance field and three 
years ago moved to Raleigh, N. C., where 
he became a partner in the general 
agency organization of Thomas W. 
Adickes, who represents the National 
Surety Company. 

L. A. Porter, who for 16 years has con- 
ducted a general agency of the National 
Surety in Montgomery, has given up his 
general agency connection in order to be 
free to devote more time to the develop- 
ment of his large local surety business. 
He will continue as broker for the Na- 
tional Surety with headquarters at the 
branch office. 


Appoints California General Agent 


Announcement has been made by the 
American Guaranty of Columbus, O., of 
the general agency appointment of Hart- 
ley Caldwell of Los Angeles, as repre- 
sentative for California. He was for- 
merly secretary of the Carle L. Williams 
agency of Long Beach and Los Angeles 
and has been actively engaged in insur- 
ance in southern California for a num- 
ber of years. It is understood that for 
the present the business of the company 
in California will be confined to the 


comes high premium business. More 
than that, the agent who introduces this 
low cost coverage to a prospect is likely | 
to be the agent who thereafter will ob- 
tain all of that prospect’s casualty busi- 
ness, = 

The likelihood of an automobile plate 
glass breakage is greater than is the 
likelihood of breakage when the plate 
glass is a part of a stationary object or 
structure. The plates in general are 
smaller than are the plates in a building 
and therefore may be considered more 
rigid. But experience has proved that 
they break as easily under shock, and 

| any automobile owner knows that the 

shocks to automobile plate glass are | 
more frequent than are the shocks to 
glass in a building. 

Thousands of automobile owners do 
not yet know they can buy automobile 
plate glass insurance. Some of them 
will learn of the coverage accidentally. 

| The others must be told of it by the 
| local agent. 


| southern part of the state, although Mr. 
Caldwell will later establish a branch at 

| San Francisco. 

! 

Henry Dimling has been made as- 
sociate manager of the branch office in 
Los Angeles of the Finn-Elbow general 
agency of the Southern Surety. 

William Price, who has been chief ac- 
countant for the office for the last three 
years, has been appointed manager of 
the southern California office of Hinch- 
man & Wentz, California general agents 
for the General Accident. 


j 








INCOME PROTECTION 
NON CANCELLABLE 


You, as an Underwriter have looked 
forward to the day when you could sell 
a strictly Non Cancellable Health and 
Accident policy, positive, clean cut and 
Businesslike in every detail. 

We now offer you the Opportunity 
with the advent of our new ‘‘Gold Seal’’ 
Non Cancellable contracts. And here 
are a few reasons why you can under- 
write this class of coverage to the best 
possible advantage. 

1. It 18 Non Cancellable, the pay- 
ment of premiums being the only requi- 
site to keep the poliey in force. 

2. Written on both male and female 


risks, unusual as to permitting women 
to be written on a Non Cancellable con- 
tract but true nevertheless. 

3. We give male clients the option 
of continuing their policies up to age 
70—female clients up to age 60. 

Good first commissions and at- 
tractive renewals. 

Openings for representatives available 
in sections of Michigan, Pennsylvania, 
Indiana, Illinois and Missouri. 


For full details of our direct agency proposi- 
tion write—Manager of Agencies 
INCOME GUARANTY COMPANY 


INCOME BUILDING 
SOUTH BEND, INDIANA 
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Essentially 
an Agency Company 


HE UNITED STATES FIDELITY 

AND GUARANTY COMPANY, es- 
sentially an agency company, leads the 
field in volume of premiums written. For 
the first six months of this year gross pre- 
miums were at the rate of $48,000,000 
annually. 


Over 8,000 agents are profiting by this 
steadily increasing business. You, too, 
can profit by it. 


UNITED STATES FIDELITY 
- AND GUARANTY 
COMPANY 


Home Office: BALTIMORE, MARYLAND 
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Good territory 
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Efficient Claims 
~ . Service f 

Are you making PROGRESS? If not, are you willing 
to spend TWO CENTS to learn WHY National Casualty 
salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 


connection with this com will be the TU 
POINT IN YOUR LIFE. sk Pr 


NATIONAL CASUALTY COMPANY 
Detroit, Michigan 
W. G. Curtis, President 











WINZER & COMPANY 


CERTIFIED PUBLIC 
ACCOUNTANTS 


SPECIALIZING IN 
INSURANCE ACCOUNTING 


29 South La Salle Street 
CHICAGO 
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Lines Written By 
The 


‘Central West 


Personal Accident and 
Sickness 

Group Disability 

Railroad Installment 
Accident & Sickness 

Plate Glass 

Automobile Liability 

Automobile Property 
Damage 

Automobile Collision 

Workmen’s Compensa- 
tion 

General Liability 

Residence Liability 

Team Insurance 

Golf and Tennis Insur- 
ance 

Druggists’ Liability 

Employers’ Liability 

Landlords’ and Tenants’ 
Liability 

Elevator Liability 

Elevator Property Dam- 
age 

Elevator Collision 

Manufacturers’ Public 
Liability 

Manufacturers’ Prop- 
erty Damage 

Contractors’ Public Lia- 
bility 

Contractor’s Prop- 
erty Damage 

Owner’s Contingent Li- 
ability. 

Owners’ Contingent 
Property Damage 

Contractors’ Contingent 
Liability 

Contractors’ Contingent 
Property Damage 

Fidelity Bonds 

Surety Bonds 


CENTRAL WEST 
CASUALTY CO. 


Detroit, Michigan 
HAL H. SMITH, President 


Surplus to Policyholders 
December 3lst, 1927 
$1,501,156.30 


























THE 


MORAY CHOSEN HEAD 





(CONTINUED FROM PAGE 41) 
at once give the company a 
in the east surpassing even what it now 
enjoys in the south and west. These 
efforts have resulted in securing Mr. 
Moray, who is one of the most success- 














NORMAN R. MORAY 
Chosen President of Southern Surety 


ful casualty insurance executives in the 
entire country.” 

In his new office 
executive committee 
will continue all of 
with the Southern Surety, 


President 


it was said. 





ARRESTED; CHARGE, LARCENY 





Boston Lawyer Accused of Purloining 
Money Paid as Claims by Two 
Insurance Companies 





BOSTON, Sept. 5.—Samuel Levy, an 
ney at 79 Milk street, Boston, was 
piaced under arrest Wednesday on the 
charge of the larceny of an insurance 
award of $1,800 from Thomas A. Ryan, 
Boston, and another similar charge of 
larceny of $85 from William G. Benson 
of Boston. 

The arrest was heralded in the daily 
press as the opening gun of the cam- 
noes to clear the city of ambulance 

sing lawyers and doctors who have 
a deirauding the insurance com- 
panies, however, and had no relation to 
the attorney-general’s plans, which have 
not yet been put into effect. 

Samuel Levy was engaged as attorney 
for Ryan, whose boy had been killed 
by an automobile. Ryan states he told 
Levy he would settle for $4,000. Re- 
cently Ryan found Levy had settled 
with the Maryland Casualty for $1,900. 
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NEW YORK INDEMNITY TO 
QUIT COMPULSORY LINE 





BIG MASSACHUSETTS LOSS 

at Between $100,000 and 

$200,000 for This Year—Notice 
Given to Department 


BOSTON, Sept. 5.—Chairman Wil- 
liam B. Joyce of the New York Indem- 
nity notified the insurance department 


of Massachusetts today that because of 
the inadequacy of rates for compulsory 
automobile liability insurance 
in Massachusetts, resulting in a net loss 


to the company estimated at between | 
$100,000 and $200,000 for this year, the 
company had instructed its agents to 


forthwith discontinue writing such busi- 


business | 





September 6, 1928 


ness and the company desired to with- 
draw its right to write the compulsory 
automobile liability line as of Sept. 5. 
The New York Indemnity wrote some 
$206,989 of automobile insurance pre- 
miums in 1927 and has paid losses of 
$124,591 for that year, according to its 
annual statement of Dec. 31 last. This 
includes some automobile business not 
included in the compulsory cover. 


Casualty Notes 


Hollis W. Jones of Porthand, Me., has 
been appointed special agent for _ the 


Commercial Casualty for northern New 
| England. Mr. Jones is a Maine man who 


has had experience with the New Hamp- 


shire Mutual Liability of Concord and 
the Fidelity Insurance Agency of Port- 
land, Me. 

The New York Indemnity announces 


the appointment of the following general 
agents: Wicker & Co., for surety busi- 
ness at Charlotte, N. C.; F. C. Wood & 
Co., for surety at Los Angeles; J. E. 
Hisey & Co., general agent for surety 
at Los Angeles, Cal. 
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Its able management, combined with 
its association with one of the strong- 


steady, safe growth assured. May we 
tell you more about our organization? 


EAGLE INDEMNITY COMPANY 
150 WILLIAM STREET 
NEW YORK 


groups, makes its 



































A Substantial Conservative 
Automobile Company 
All Forms in One Policy 


ILLINOIS MOTOR 
CASUALTY COMPANY 


SPRINGFIELD 
J. L. PICKERING, President 


Policyholders’ Surplus Over $375,000.00. 











WANTED — by a progressive Cas- 
ualty Company, a Special Agent for 
the State of Ohio. Must be familiar 
with Surety and Casualty lines. An 
excellent opportunity for a man who 
can qualify. Address G-52, care The 
National Underwriter. 








Experienced payroll auditor to travel 
Kansas and Nebraska. Good oppor- 
tunity to energetic and ambitious 
Address G-50, care The Na- 
tional Underwriter. 


man. 








WANTED—An experienced casualty adjuster 
with executive capable assuming 
charge claims department established casualty 
company in New England territory. State 
family Address 


ability, 


age, experience, 


G-53, care The 


and salary. 
National Underwriter. 

















Our Agents 
always 
get more 
than an 





even break 


ZURICH 


General Accident & Liability 
Insurance Company, Limited 


HEAD OFFICE, Chicago EASTERN DEPT., New York 


























Full Coverage 

Stock Company 

Automobile |  xpeRWRITERS CASUALTY COMPANY 
Insurance HOME OFFICE 
PLANKINGTON BUILDING MILWAUKEE, WIS. 
At Capital and Surplus 
Independent $200,000.00 
Rates 
Agents Solicited 





Ohio, Indiana, Illinois, Nebraska, lowa 


Casualty Writing Agencies 


Some Good Territory is open for Direct 
Home Office Reporting Connections 


AMERICAN CASUALTY COMPANY 
— mea" $3,218,290.89 


Incorported 1902 





MASSACHUSETTS ACCIDENT COMPANY 


¢ 





Y 


BOSTON, MASS. 


¥ 





Established 1883 
OUR SPECIALTY: 
Non-Cancellable Disability Coverage 


Renewable to Age 60 
Total Disability Indemnity 


a Unlimited 
Partial Disability Indemnity 
Unlimited, or 12 Months’ Limit 
Waiting Period 
14-30-40 or 90 Days 





CHESTER W. McNEILL, President 
V. R. WESTON, Manager Commercial Dept. 
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INDEMNIFIERS FOR OVER FORTY YEARS 











NORTHWESTERN 
CASUALTY AND SURETY COMPANY 


Gompany 
eT aEM DEPARTMENT? 100 Maile Lasa'Nee Yok 

















Income Insurance Specialists 


OPPORTUNITIES FOR SALESMEN 
IN FORTY-SEVEN STATES 


North American Accident Insurance Co. 


209 South La Salle Street, CHICAGO 
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A Progressive 
Surety and Casualty Company 





























The man who owns a comfortable sum of Travelers Insurance Annuity will not find 

himself caught in the rut of necessity at 60 or 65. If he chooses to continue his work 

after that, he does so because he wants to. If he wants to retire, he can do so at any 
time. He becomes the master, rather than the slave of his job. 


THE TRAVELERS 


THE TRAVELERS INSURANCE COMPANY THE TRAVELERS INDEMNITY COMPANY 
THE TRAVELERS Fire Sate RANCE COMPANY 


HARTFORD, +o CONNECTICUT 


The largest multiple-line insurance organization in the world 





1928 Mid-Summer Health and Accident Conference Number 


| The National Underwriter | 


A WEEKLY NEWSPAPER OF INSURANCE 


FRIDAY, SEPTEMBER 7, 1928 sm 





The Federal Life Insurance Company’s 
Remarkable Progress Continues! 





The many insurance and other friends of the 
Federal Life Insurance Company were much 
pleased and gratified with the announcement 
at the close of 1927 that the Federal had be- 
come a $200,000,000 institution with over 
$100,000,000 of life insurance in force and over 
$3,000,000 of accident and health premiums in 
1927, which, figured in terms of life insur- 
ance premium, would be equivalent to more 
than another $100,000,000 of life insurance in 
force—totalling over $200,000,000. 


These many friends will be gratified still 
further to know that the Federal is continuing 
its remarkable development and during 1928 
shows fine increases in accident and health 
premiums with an increase of $25,000,000 in 
life insurance so that it now is well on the 
way toward being a $300,000,000 institution. 


The Federal is so well known to the reading 
public of the entire United States that it is 
easy for its representatives to extend its 
mantle of protection over many additional 
homes each month. 


The Federal is very enterprising and it has 
the constructive ability to devise new forms 
of desirable coverage as soon as the needs 
therefor become apparent. As a result more 


and more individual and important business 
organizations are coming to the Federal with 
their insurance problems confidents its Man- 
agement will find a way promptly to supply 
them with every proper and needed form of 
“HUMAN BEING?” insurance. 


The Federal’s agency force is rapidly in- 
creasing as it has fine opportunities for capa- 
ble, reliable and industrious workers who de- 
sire to become permanently identified with an 
insurance institution of which they well may 
be proud and in the further development of 
which they may have the joy of aiding. 


The Federal does not endeavor in any way 
to proselyte the representatives of other com- 
nanies: it prefers to recruit its representatives 
from other fields than insurance; but when 
high class insurance men have justifiable rea- 
sons for making changes in their connections 
the Federal is willing to welcome them within 
its ranks in any one of the thirty-five States in 
which it operates and where there is an open- 
ing just as it is willing to bid “God speed” to 
anv of its representatives who, for any reason, 
at any time find it advantageous to become 
identified with some other organization. 


Federal Life Insurance Company 


Isaac Miller Hamilton, President 


168 North Michigan Ave., Chicago, Illinois 


Assets Over $11,000,000 


Established 28 Years 
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MINNESOTA COMMERCIAL MEN’S 
ASSOCIATION 


A MUTUAL ORGANIZATION WRITING HEALTH AND ACCIDENT INSURANCE 


Only for preferred risks of commercial and professional men 


No agents employed 
Protection furnished at actual cost—not operating for profit 
Annual cost for 22 years has averaged not over $10.00 


for Accident Insurance and $12.00 for Health Insurance 


Principal sum $5000.00 for loss of life or limbs or Vision 
Weekly benefits $25.00 for two years 


. Write for literature and application blank to 


A. J. ALWIN, Secretary-Treasurer Plymouth Building, MINNEAPOLIS 
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INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 


We write the following lines of coverages: 


Ordinary Life, all forms, $1,000 and up—lIntermediate Life, 
$500 to $1,000 on Monthly Premium Payment Plan—Child’s 
Educational Endowment—Commercial Health and Accident 
on Monthly Premium Payment Plan—lIndustrial Life and 
Industrial Health and Accident on Weekly 
Premium Payment Plan. 


CAPITAL STOCK Claims paid to policy holders and their beneficiaries 
$300,000.00 Over $4,500,000.00 
: Surplus as regards policy holders over 


Home Office “Half Million” Dollars 
seca Life benno | Whe C. S. DRAKE, President 
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onference Drops Mid-Year Meeting 


Will Hold But One Regular Session Annually Hereafter— 


Powell President, Scherr Heads Executive Committee 


NEW OFFICERS ELECTED 





New Official Lineup 


Vote for One Meetin 
PRESIDENT g 
; Watson W. Powell, Southern Surety ates 
ATSON W. POWELL of the EREAFTER there will be but one 
Southern Surety, who has served FIRST VICE-PRESIDENT meeting a year of ihe Health & 
as chairman of the executive com- ; : Accident Underwriters Confer- 
mittee for the past year, was advanced Frank L. Barnes, Sentinel Life ence, instead of holding mid-summer 
to the presidency of the Health & Acci- and mid-winter meetings, as has been 
dent Underwriters Conference at its SECOND VICE-PRESIDENT the case ever since its elles Beg 
‘losing sessi Friday ( ing, i ac- . ‘s ° That lecisio -ache es ‘ 
aie Sea See Fneee 9 E. C. Bowlby, Fidelity Health & Accident et ewrea. eoreal 6 se eee 
cord: I Ss ust s ; 4 meeting this *€ ago, 
trary to precedent, however, J. W. maiteed the estedaniiats of a discussion 
Scherr of the Inter-Ocean Casualty, the CHAIRMAN EXECUTIVE COMMITTEE 


of the question that 
J. W. Scherr, Inter-Ocean Casualty a year and a half. 
At the Toronto meeting last year the 


‘4 : has continued for 
‘etiring president, was named as chair- 


man of the executive committee for the 


coming year. SECRETARY Socios ion seemed to be in favor of con- 
In presenting the report of the nom- inuing the two meetings. | ; 

; - : : . ‘ : tin gs, but by the 

inating committee, C. O. Pauley of the C. W. McNeill, Massachusetts Accident time of the spring meeting in Chicago 


Great Northern Life, its chairman, ex- 


: : | last March there seemed to be a consid- 
plained that this action was based on EXECUTIVE COMMITTEE erable change of sentiment and at that 
the hope that the nominating committee meeting the executive secretary was in- 
next year might be able to persuade T. New Members—J. W. Scherr, Inter-Ocean Casualty; E. structed to send out a questionnaire to 
Leigh 1 hompson of the National Life } 5 Faulkner, Woodmen Accident; H. G. Royer, Great North- all member companies, asking for their 
& Accident to accept the presidency. ern Life (reelected) ; T. Leigh Thompson, National Life & views as to one or two meetings, and 
Mr. Thompson, who was then chair- per 1 d also as to the time of year when the 
man of the executive committee, was in ccident (reelected). convention should be held, if there was 
line for the presidency at the Toronto Holdovers—W. T. Grant, Business Men’s Assurance; to be but one meeting. 
meeting last year, but was unable to S € ¢ : ' 

7 - . C. Carroll, Mutual Benefit Health & Accident; H. H. : 
attend that meeting on account of the Sh A - Cc lens R. Neal. Abrah Li , Sentiment Strongly 
death of his wife, and asked that his homo, merican Vasualty ; r. J. - Neal, ranam Lincoin in Favor of Change 
name be not presented for any office at Life; Ben Haughton, International Travelers Assurance. The vebiles: 0s Geee-qnneienniie. oe 
that time. Mr. Scherr was_ therefore - : ions = compiled by Executive Secretary Harold 
drafted from the ranks and is serving : 


R. Gordon, showed that with 81 f 
: 3 : ; : P ; , . “ , . , so out 0 
his year as executive committee chair- surance career with the accident and head of the department in 1917. He was 9¢ companies heard ed the nae neta 
man following the presidency instead of health department of the Missouri State made a vice-president of the company ‘ ’ , 


“Kar ° wes ; ° ° among those expressing a choice on the 
before it, as has been the custom. Life in 1910. When that department was in 1921. att » sel i 5 . 

pt A a t " . . ° ° ° question was about three to one in favor 

The new president is a young man, reinsured by the Southern Surety in 1911 Immediately following his election 45 the one meeting plan. On the ques 
~ 1 e ° ° ' ec . - 
37 years old, but has attained a promi- he went with that company as assistant President re was escorted to the ,; ¢ ; ; . . ; 

- Air : . : : ’ ; . ~ ‘ - tion of the time of meeting, 47 favored 
nent position in accident and health cir- manager of the department and has chair by H. Royer and F. L. Barnes 


| ; , . May or June and 26 preferred Septem- 
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*4° 4 € Cs Ss § 4 x- 
health department. He started his in- and health underwriting and became by the conference. cectine cammmitins at line eting 
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Wednesday night instructed the com- 
mittee on constitution and by-laws to 
draw up an amendment to the consti- 
tution, in which the two-meeting plan 
was embodied, making the necessary 
changes to provide for but a single 
meeting. The report of that committee 
was submitted to the conference Thurs- 
day afternoon by C. O. Pauley of the 
Great Northern..Life, acting chairman 
of the committee, and was adopted on 
rollcall with but one dissenting vote. 


Decision as to Time 
and Place Deferred 


The decision as to the time and piace 
ot the next meeting was left to the ex- 
ecutive committee. The only formal in- 
vitation received was that from Phila- 
delphia, presented by W. Freeland Ken- 
drick, former mayor of that city and a 
director of the Commonwealth Casualty, 
which he was representing at this meet- 
ing. In view of the strong sentiment 
shown in the replies to the question- 
naire for holding the meeting earlier in 
the year, it is considered highly probable 
that it will be held in May or June, but 
it was decided that it was best to leave 
that matter entirely to the discretion 
of the executive committee. It is gen- 
erally understood, although no formal 
action was taken along that line, that 
an open meeting of the executive com- 
mittee will be held at some time about 
midway between the annual meeting 
dates, probably in Chicago, at which 
any matters of importance that may 
have come up since the annual meeting 
can be cared for. 


Action Taken on Two 
Important Matters 


Aside from changing the meeting 
plan, action was taken by the confer- 
ence on two other important matters. 
Authority was given to the manual com- 
mittee to proceed with a revision of the 
conference manual, using its own discre- 
tion as to what form that revision shall 
take, and provision was made for the 
creation of a public relations committee, 
in line with the recommendation made 
in the survey on public relations con- 
ducted by the Insurance Advertising 
Conference. 


Meeting Unusually 
Constructive and Valuable 


The program for this meeting was 
generally. conceded to have been prob- 
ably the most constructive and valuable 
ever offered at a conference session, with 
four notable addresses and two round 
table discussions, both on topics of the 
highest importance to the business. 
Some real, solid meat on underwriting 
in general was given by both D. C. 
MacEwen of the Pacific Mutual Life 
and Dr: H. W. Dingman of the Conti- 
nental Assurance, while Harold Jackson 
of W. H. McGee & Co., New York, 
presented the facts in regard to the avia- 
tion hazard, which many companies are 
now assuming without extra charge, in 
a way that made it an eye-opener to 
most of those present. 

Especially high praise was given to 
the address of James L. Rainey of the 
Missouri State Life, who got down to 
the real root of many of the troubles 
of the business today when he pointed 
out the necessity for selling to the 
agents, and through them to the buyer, 
the fundamental idea of what accident 
and health insurance is and does, rather 
than a particular policy form or the pos- 
sibility of claims, He also demonstrated 
how a sale could be conducted on that 
basis. 


L. L. Graham of the Business Men’s 
Assurance, who is president of the In- 
ternational Claim Association, was in- 
troduced at the close of Thursday’s 
session and extended greetings to the 
conference from that organization, to- 
gether with an invitation to all those in 
attendance to attend the annual meet- 
ing of the claim association, which is to 
be held next week at Old Point Com- 
fort, Va. 
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Favor Waiting Period Instead 
of Further Health Rate Raise 


“Are Health Insurance Rates Ade- 

quate?” with F. L. Barnes of the 
Sentinel Life presiding, the general sen- 
timent seemed to be that the remedy 
tor health insurance evils is to be found 
in the use of the eliminating period and 
requirement of house confinement, rather 
than any further increase in rates 

The subject was introduced by George 
Manzelmann, head of the agency de- 
partment of the North American Acci- 
dent. He said: 

“The advance in premium rates by 
companies writing non-cancellable health 
insurance, the staggering judgments 
rendered by courts in a number of cases 
when the weekly indemnities for life 
were treated as accumulated—even 
where the policy was cancellable—have 
sent a shiver down the spine of many 
an underwriter. 


Small Claims Eat Up 
Large Part of Premiums 


[° THE round table discussion on 


“The small claims, for one day to one 
week, though not possessing such po- 
tentialities for treasury robbery, are, 
nevertheless, equally serious, because of 
the vast number of men and women who 
lay up for a few days every now and 
then, and these claims eat up a large 
portion of the premiums which should 
accumulate to care for the serious cases. 
But, to sell disability insurance, to give 
the public a proper service, we must 
sell sickness disability coverage. The 
question arises: ‘What shall the cover- 
age be and what the price?’ 

“Indemnity for life—a high-sounding 
term when rolled off the tongue of some 
would-be philanthropist, but something 
akin to ‘sentenced for life’ to those who 
know its dangers—I shall not discuss 
further than to say that an adequate 
premium is so high a figure that it can 
not be obtained in this day of competi- 
tion with low-cost promises, and fulfill- 
ment left to the future. 





Experience on Two 
Policies Is Compared 





“Non-house-confinement —a costly 
clause greatly underestimated by many 
underwriters—unless it has the protec- 
tion of at least one week’s elimination 
renders null and void the calculations of 
the best of actuaries or statisticians, for 
under its protecting wings malingering, 
the greatest cost and unknown quantity 
in health coverage, spreads beyond con- 
trol. 

“For example, take two policies sold 
by the company I represent. The first 
provides full indemnity from the first 
day to six months for confining sick- 
ness, and pays but half for non-confin- 
ing sickness. The loss ratio, based on 
an eight-year experience, is 41.6 percent. 
The second policy, costing 25 percent 
more in premium, similar in construc- 
tion, but providing one month full for 
non-confining, for the same period of 
years reveals a loss ratio of 52.1 per- 
cent—a difference of over 10 percent in 
loss ratio. There are more claims of 
one, two or three davs’ disability pre- 
sented under policy No. 2 than there 
are under policy No. 1, 


Will Elimination of 
One Week Solve Problem? 


“Will the elimination of one week’s 
cisability solve our health problem? In 
answering this question in the affirma- 
tive, I base my answer on the experi- 
ence of policies issued by my company 
embodying this restriction. The two 
policies mentioned before containing a 
rider eliminating the first week of health 
at a reduction of 20 percent in premium 
cost, but having only one-third of the 
premium volume, nevertheless, based on 
eight years’ experience, give a clear pic- 
ture of what this protective measure 
means in a health policy. The first pol- 


icy as mentioned, paying from the first 
day, shows a loss ratio of 41.6 percent; 
with elimination rider of one week, 26.8 
percent. Policy No. 2, first day cover- 
age, 52.1 percent against 41.6 percent. 


Minimizes Greatest of 
All Costs—Malingering 


“The elimination of one week mini- 
mizes the greatest of all costs—malin- 
gering—and places the cost of health 
insurance on a purely dollars and cents 
basis, making it possible to figure an 
adequate rate, assuring companies of a 
reasonable underwriting profit and ful- 
filling the needs of the public by giving 
real protection against real sickness. 

“This important question has often 
been discussed in this conference; yet 
we continue to draft policies that quote 
first-day cover age; rate-sheets are so 
prepared as to give the rate for first-day 
coverage, and in an apologetic manner 
we show the field force and the public 
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that from 10 to 30 percent can be saved 
if they will take a policy with a rider 
attached, taking away something that 
to all intent we meant to give. 

“Shall we continue to evade this ques- 
tion by letting it run its own course, 
ard each individual company solve its 
own problem—a method that tends to 
disturb a limited group of agents and 
leads to confusion? Or shall we meet 
with a definite plan of unified elimina- 
tion periods in all policies providing 
health indemnity ?—a method that would 
go far to avoid confusion, save abund- 
ance of time, and instruct those who 
have business depending on what to do 
and what to hope.” 


No Adequate Rate 
for Full Cover Found 


That there is no adequate rate for 
health insurance where payment is made 
from the first day of disability and 
there is no house confinement provision, 
was the, declaration made by C. O. 
Pauley of the Great Northern Life. He 
said that the nonconfining form can not 
be regarded as safe if indemnity is paid 
for any length of time. While all of the 
remedies proposed are experimental, he 
considered that the only safe basis is 
to provide that the payment shall not 
be for too long a period, to require 
house confinement and eliminate the 
first week. 

L. D. Ramsey of the Business Men’s 
Assurance said that since Feb. 1 his 
company has issued no full cover for 
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the first week at regular rates and now 
only 150 applications a month out of 
1,700 are on the full first week basis. 
The company will issue a_ three-day 
elimination policy at the old rate, but 
reducing the indemnity so that if it had 
formerly been $100 per week, it would 
be cut to $85. 


Sell Exclusion Form 
as Standard Policy 


D. G. Trone of the Indiana Travelers 
Assurance strongly endorsed the idea 
advanced by Mr. Manzelmann that the 
exclusion form should be sold as the 
standard policy, telling the prospect that 
he can get full cover if he wants to pay 
more, rather than offering the full cover 
form first and then suggesting that the 
elimination period form can be obtained 
at a lower premium. He said that the 
man paying a higher rate is more likely 
to make a claim. There is a limit to 
rate increases because of the limit in 
the prospect’s ability to pay. 


Conference Votes 
Manual Revision 


EFINITE action on the question 
D of a revision of the conference 

classification manual, which has 
been a matter of discussion at the Jast 
two or three meetings, was taken at this 
session. There were several proposi- 
tions under consideration. One was the 
idea of making a revision only once in 
five years. If a revision is to be made 
at this time, the question was raised as 
to whether it should be merely a bring- 
ing of the old manual up to date or re- 
vise the entire plan, possibly along the 
line of the revision just made by the 
Bureau of Personal Accident & Health 
Underwriters. The proposal adopted, « 
motion of L. D. Ramsey of the Busi- 
ness Men’s Assurance, gave the manua! 
committee full power to make the re- 
vision along the lines that seem advis- 
able to it. The committee is given to 
May 1, 1930, to complete the revision 
if necessary, but with the idea that the 
work should be done as soon as pos- 
sible. 

The report of the manual committee 
presented by R. S. Hills of the Massa- 
chusetts Bonding, chairman, referred tc 
the decision of the executive commit- 
tee to postpone revision of the classif- 
cation manual until after this meeting. 

“It has been pointed out,” the report 
said, “that frequent revisions of the 
manual result in a disadvantage to the 
companies, as when a revised edition is 
adopted it is necessary to call in all out- 
standing copies of the preceding obso- 
lete edition and supply agents with 
copies of the revised edition, in view 
of which it was suggested that the man- 
ual be revised five-year intervals. 


Additional Statistics 
Are Now Available 


“If it is decided at this meeting to re- 
vise Our manual prior to May 1, 1930— 
last edition revised to May 1, 1925—the 
committee appointed will be in a posi- 
tion to consider the recommendations 
previously made, statistics accumulated 
by the conference, information and sta- 
tistics recently furnished your commit- 
tee by the committee representing the 
Bureau of Personal Accident & Health 
Underwriters, also the plan followed in 
revising their manual. 

“It appears advisable for the guidance 
of your committee—unless decision is 
to again postpone revision of the con- 
ference manual—to have an expression 
of opinion in favor of following the plan 
previously followed of simplifying and 
correcting phraseology, listing new or 
unlisted occupations, and changing the 
classification of occupations when avail- 
able experience indicates that present 
class#fication is incorrect, or of making 
a more extensive revision corresponding 
to the plan followed in revising the bu- 
reau’s manual; provided, after careful 
sttdy and analysis, it appears that the 

(CONTINUED ON PAGE 14) 
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Salesmanship in Accident In urance 


that the operation of an accident and 

health company or department is de- 
pendent upon the functioning of three 
factors: 1. Saleable, equitable policies 
that can be underwritten at a profit. 2. 
An efficient underwriting, and claim pay- 
ing organization. 3. A good sales torce. 

I do not want to appear in the light 
of a critic, but in my opinion accident 
and health companies have depended en- 
tirely too much upon their manipula- 
tions of the first two factors in their 
endeavors to improve the _ business. 
When in need of increased volume the 
companies have been prone to draft 
new policies or add new attractive fea- 
tures to their old ones. This attracted 
the salesman and in turn the buyer. 
This increasing and improving of cover- 
age has taken place concurrent with 
the increasing of the accident hazard. 
The natural result has been to decrease 
the margin of accident and _ health 
underwriting profit. The mad scramble 
that has taken place in recent years to 
see who could bring out the most at- 
tractive policy forms has in my opin- 
ion complicated the problem rather than 
to help solve it. 


| that the o it can be properly said 


Sales Force Can Be 
Factor for Betterment 


I am of the opinion that too often the 
sales force has been looked upon as a 
distributing agency, rather than one of 
the factors that can be manipulated 
for the betterment of the business. In 
recent years there has been a tendency 
towards the educating of accident and 
health salesmen. This tendency has fol- 
lowed the broadening of educational fa- 
cilities in the life insurance business. 
Generally speaking, however, the efforts 
that have thus far been made do not 
follow any connected theme or idea as 
in the life insurance business. Practi- 
cally all of the accident and health sales 
courses that have come to my attention 
simply picturize black statistics on ac- 
cidental injuries—and tell stories of 
claims. That sort of sales propaganda 
is but a reflection of the companies’ 
manipulation of the first two factors I 
mentioned a few moments ago. 

The great ground swell of popularity 
that has come to life insurance in re- 
cent years is attributed to many things. 
Probably there is no one reason that 
can be given as the chief one. But re- 
gardless of its comparative importance, 
the one that will carry on indefinitely is 
the tendency to sell life insurance now 
to cover “life values” based on earn- 
ing ability and to place the insurance on 
a program. What used to be life in- 


By JAMES 

Agency Supervisor 
surance against death, bought in small 
sums, is now life insurance covering a 
man’s economic worth so that it may be 
perpetuated. 

In the life insurance field today, the 
whole theme and effort is towards sell- 
ing “the idea” of life insurance rather 
than the policies. Life companies are 
looking on their educational depart- 
ments as equal in importance with the 
agency and underwriting departments. 
The added facilities that they are offer- 
ing to their salesmen in the way of new 
policies is but the broadening of the 
business as necessitated by the increased 
demand. 

In the accident and health business 
the theme is not a concerted one. The 
business as a whole is not pulling in the 
same general direction. Each company 
has its own program. The peculiar ad- 
vantages of one policy or another are 
expounded as the reason for purchase, 
Briefly, the companies have talked acci- 
dents, claims and policies—and the sales- 
men are doing likewise. If some con- 
certed action could be made by ac- 
cident and health companies for sell- 
ing the public the “idea” of accident 
and health insurance, it is obvious that 
the results would be very gratifying. 
The results obtained from such a pro- 
gram would be everlasting; whereas, 
the results obtained from manipulations 
of the policies and underwriting can at 
the best be only a temporary relief ap- 
plied to an immediate fault. 


Not a Luxury But 
Absolute Necessity 


On the basis that I have chosen to 
talk to you, it is apparent that one of 
the biggest tasks of accident and health 
companies is making a comprehensive 
study of the “idea” of accident and 
health insurance and devising ways of 
picturing it to the salesman, and in turn 
to the buyer. Thinking of your sales- 
man comparatively, it is necessary to 
raise his own estimation of his product 
and his vocation. The surest and easiest 
way to do that is to sell him on the 
“idea” of accident and health insurance. 
Sell him the idea that it is not a lux- 
ury but an absolute necessity. Don't 
just tell him that, but show him facts 
and diagrams to prove it beyond a ques- 
tion of a doubt, and he will sell your 
accident and health insurance in large 
volumes and to good people. 

rhe first requisite toward the suc- 
cessful selling of any article is a proper 
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conception by the salesman of its real 
purpose. The initial step toward su 
cess for the accident and health sales- 
man is to obtain a clear understanding 
of the fundamental purpose of accident 
insurance. The purpose of accident 
surance is very often misstated. It is 
improperly described to the prospect as 
a policy insuring against accidents, bro- 
ken bones, skinned shins, etc. Che 
salesman who proceeds in the business 
with that idea of the article will be at 
tempting to sell it by presenting nega- 
tive thoughts. The sales plan he uses 
will be built with the thought of con- 
vincing his prospect of the likelihood of 
being the victim of an accident some 
time in the near future. Almost any 
prospect will agree that a great many 
accidents happen, but practically no one 
will agree that he is apt to have an ac- 
cident in the near future. The prospect 
always suggests that he is very careful, 
therefore an attempt to convince him of 
the likelihood of his having an accident 
only leads to argument. 


Can Be Compared 
With Life Insurance 


The true purpose of accident insur- 
ance is, generally speaking, the same as 
that of life insurance. Life insurance is 
probably a more familiar subject than 
accident, and because the basis of these 
two forms of coverage is, in a practical 
sense, the same, a very easy way to set 
out the real function of accident insur- 
ance is by comparison. Obviously, the 
fundamental purpose of life insurance is 
to guarantee the continuance of the in- 
sured’s income after death. The amount 
of either life or accident insurance 
which a prospect may purchase is based 
upon the value of his money earning 
ability. As the prospect’s earning abil- 
ity increases, he increases his life in- 
surance accordingly, in order to make 
the guaranteed income after death 
nearly equal to that which he is enjoy- 
ing during life. 


Guarantees Continuation of 
Money-Earning Ability 


The real purpose of accident insur- 
unce is to guarantee the continuation of 
that same money-earning ability during 
the lifetime of the prospect. In both 
cases accidents and disease are the only 
two uncontrollable contingencies that 
can bring about disaster for which the 
insurance was purchased. In the case 


of life insurance the accidents and dis- 
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ease result in death In the case of ac 
cident insurance they result in a brief 
rr extended disability 


Establish Need by 
Studying Application 


The second point of interest to the 
new salesman would be the “need” for 
accident insurance. Although the con 
tinually rising accident hazard has aptly 
illustrated the need of accident insur- 
ance the real need for this form of cov- 
erage can best be established by a study 
of its applications to the individual 
money earner. Bearing in mind that 
the real purpose of accident insurances 
to cover the loss of earning ability. 
the need for it can be easily established 
by determining the aggregate annual re- 
turn of all of the money earners in the 
United States and then compare that 
figure with the losses it must sustain 
each year as the result of accidents and 
diseases. It has been more or less au- 
thoritatively stated that there are about 
38,000,000 wage and salary earners in 
the United States. This group of peo- 
ple earns about $50,000,000,000 a year. 
All of the physical property in the 
United States amounts to about $320,- 
000,000,000. The value of the property 
of the nation is over six times as large 
as the annual incomes of the wage and 
salary earners but each year the $50,- 
000,000,000 .of income suffers a loss of 
over three times as much, as a result of 
accidents and diseases, as does the $320,- 
000,000,000 of property suffer from fire 
and tornado. Obviously the $50,000,000,- 
000 a year of earnings is as badly in 
need of protection as is the physical 
property of the country. 


is 


Three Major Reasons for 
Selling Accident Insurance 


In view of the fact that quite a large 
majority of accident salesmen sell other 
forms of insurance, the next point to be 
considered is “why they should sell ac 
cident insurance.” There are probably 
three principal reasons. 1. Increased 
profit. 2. Added prestige to be gained 
3. Business builder for other lines of 
insurance. 

The profit that can be made from the 
sale of accident insurance has often 
been underestimated by insurance sales- 
men. One of the chief reasons why ac- 
cident insurance can be sold profitably 
is that it can be sold very quickly. In 
selling fire and casualty insurance, pres- 
tige, acquaintanceship, reciprocal -con- 
nections and other factors have to be ac- 
quired before the business can be ob- 
tained in anv sizable volume. In life 

(CONTINUED ON PAGE 15) 
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Is It Safe to Cover Aviation Risk? 





VIATION was the big topic at 
A Thursday morning’s session. ; 

report of a survey made by Ex- 
ecutive Secretary Harold R. Gordon 
showed that a large number of compa- 
nies are using the passenger air travel 
rider without extra charge and a show 
f hands from the floor revealed that 
1 dozen or more of the companies rep- 
resented are writing business under that 


torm 


After the address by Harold Jackson, 
vice-president of W. H. McGee & Co. 
* New York, tn which he outlined ia 
detail the hazards encountered in pas 


enger aviation in this country and 
urged strongly that it is too marked for 
coverage without an additional premium, 

o be a material feelin,, 
he adoption of this form 
had been made without proper consid- 
eration and that there might have to be 
some retrenchment. 





, 
there seemed t 
t 


however, that 


Hazards of Aviation 
Outlined by Jackson 


Mr. Jackson said there could be no 
comparison at this time with experi- 
ence in Europe, where air lines have 
been in successful operation for eight or 
nine years. He took up in detail the un- 
satisfactory features in connection with 
the machines themselves, flving cond: 
tions, pilots and landing fields and t! 
possibilities for accident in connection 
vith each of these factors He took 
up the form of rider generally used and 
pointed out that the “licensed airplane” 
is not necessarily a safe plane and that a 
plane adequate for use in certain sec- 
tions would not serve, for example, in 
the Rocky Mountain region. He pointed 
ut that while a tri-motored plane was 
considered almost accident-proof, there 
had been a serious accident to such a 
plane within the past week 


iM 


Specific Cases of 
Air Accidents Cited 


He cited a number of specific cases of 


iccidents of unusual types in recent 
months, which emphasized the hazard 
very strongly. He pointed out that 


there is no type of plane that is fool- 
proof and stated that statistics for 1927 
showed that 50 percent of the accidents 
were caused by poor pilots. 

On the other side of the picture he 
told of the excellent experience of th 
carefully operated Ford air line between 
Detroit and Cleveland and the one in 
southern California backed by the Guy 


genheim Foundation, as showing wha! 
can be done to make flying safe. He 
said that on the Ford passenger plane: 
two pilots are carried. They are trained 


on mail or cargo planes and then given 
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a term as second pilot before taking 
charge of a passenger plane. 1 
pe or 

Ford sells planes, 


they must be handled 

by Ford-trained pilots and mechanics. 

E. J. Faulkner suggested that ther¢ 
should be a redrafting of the air rider 
along the line of great safety for the 
companies He pointed out that most 
of the policyholders who engage in fly- 
ing are Class A risks, who are getting 
their insurance at a low price, and that 
there might be a question about assum- 
ing the additional hazard on this class. 
He suggested that Mr. Jackson be asked 
to assist in preparing a new clause, 
which he agreed to do. 

In that connection R. S. Hills of tix 
Massachusetts Bonding said | 
cently written to several reinsurers and 
found that most of them are not satis 
fied with the present rider. Several of 
them suggested a change of wording to 
read “established and scheduled route.” 

= Forrest of the North Ameri 
can Accident said he had about com- 
pleted arrangements for issuing such a 
form, but after hearing Mr. Jackson he 
is now thinking of taking it down. 

Ted M. Simmons of the Pan-Ameri- 
can Life expressed the belief that the 
use of the air rider is premature, not 
only as regards the hazard but also the 
public demand and cited some of his 
own experience to show that there is 
really litthe demand for it. 


Survey of Company 
Practices on Aviation 


W. T. Grant of the Business Men's 
\ssurance suggested that the companies 
should at once begin keeping an accut- 
rate account of their experience on avi- 
ation accidents. He referred to the fact 
that it was even a bigger problem for 
the life companies and said that their 
experience would also be made availabie 
for the accident companies. 

Mr. Gordon's survey was as follows: 

The increasing use of the airplane as 
a means of transportation is creating a 
problem of considerable significance for 
the underwriter of personal accident in- 
surance. The American public is rapid], 
becoming “air-minded” and one of the 
first questions arising in the mind of a 
person about to take an airplane flight 
is “Does my accident insurance cover 
me when I take this ride?” 

The modern business man now using 
commercial air service in making a hur- 
ried business trip between two cities, 
undoubtedly carries considerable per- 
sonal accident insurance and because air 
travel always has been more or less 
spectacular with airplane accidents fea- 
tured in the daily newspapers, he has 
occasion to consider seriously the chance 
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of meeting with an accident when mal 
ing a trip in a plane. 

Personal accident insurance companies 
are giving careful attention to the con- 


struction of their policy forms so as to 
cover regular passenger transportation 
by airplane. Practically all personal ac- 


i 
cident policy contracts have in the past 
and many still contain a provision stat- 
ing that “this policy does not cover in- 
juries sustained while participating or 
as a consequence of having participated 


in aeronautics.” 


Liberalizing Provision 

Included in Policies 

However, a number of companies dur 
ing the past two years have inserted in 
their higher class commercial accident 
forms a provision similar to this on: 
‘The company will pay indemnity (sin 
gle indemnity) for any loss specitied 
herein which is a result from injuries 
caused by any of the hazards of avi 
ation while the insured is riding as a 
passenger either in a licensed passenger 
airplane or a licensed dirigible airship 
provided by an incorporated passenger 
carrier and while operated by a licensed 
pilot upon a regular passenger route be 
tween definitely established airports.” 

This clause liberalizes the accident 
policy so as to cover persons using thi 
airplane as a common carrier. Note the 
restrictive safeguards incorporated in the 
above provision, such as “licensed pas- 
senger airplane,” “incorporated passen- 
ger carrier,” “licensed pilots,” “regular 
passenger route” “between definitely es 
tablished airports.” Some companies use 
the terms—‘“‘fare-paying passenger,” 
“common carrier.” 

As a general rule this liberalization 
is applied to the single indemnity of 
the policy—that is, benefits are payabk 
for the minimum amounts in the policy 
and do not cover double or triple in- 
demnities. Also, as a general rule, this 
clause has been added to the contracts 
without additional premium charge. 

In order to determine to what extent 
that provision is used by personal acci- 
dent insurance companies, a question 
naire was sent to 140 such companies 
Replies were received from 76 compa- 
nies and out of that number, 32 stated 
that such a clause or one similar to it 
had been inserted in their accident con- 
tracts. 

Forty-four companies replied that 
their accident contracts did not contain 
such a provision although four of these 
44 companies stated they intended to 
use such a provision in their accideni 
contracts before Jan. 1, 1929. Thirty- 
seven of the 34 companies not using air 
travel provision stated that such a pro- 
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tt be a part of their acci- 
s before Jan. 1, 1929, bu 
x admitted there was 
possibility of attaching it some time 
the tuture. 





Among the 32 companies using this 
air travel provision, one company 
ported that it applied it to the doub! 
indemnity provisions as well as singk 
indemnities; two companies stated that 
it did not apply to their non-cancellab 
business although it was used in their 
regular cancellable forms; one compat 
reported that while its accident contra 
did not contain such a provision, yet no 
restrictive conditions were in the cou 
tract and the policy would cover fare- 
paying passengers in common carriers 
—including airplanes; one compan 


+ 


ited that it used a new policy tor: 
with even broader air travel cover 

t that the policy contract was sol 
an extra emium; and one company 
reported that the air travel provision 
was used in Europe but not in the 
United States. 


yu 








Disability Benefits 
With Life Insurance 


The majority of life insurance compa 
nies issue by means of riders a form o 
accidental death coverage and/or tot 
and permanent disability benefits with 
life insurance. Since this coverage is 
somewhat similar to personal accident 
insurance a survey was made among 
number of the larger life companies t 
determine to what extent the air travel 
hazard was covered by such accidental 
death and disability riders. Replies were 
received from 98 companies and only 
seven out of this number reported that 
their accidental death coverage (double 
indemnity) included a clause or granted 
the same protection as the air travel 
provision. Ninety-one life companies 
reported a definite provision excluding 
the payment of indemnity under acci- 
dental death coverage for “participation 
in aeronautics.” 


Replies on Disability 
Benefits Hard to Tabulate 


Replies received in regard to disability 
benefits issued in connection with life 
insurance were unsatisfactory and could 
not be tabulated accurately. The ma- 
jority of companies, however, do not 
have any restrictive clauses attached to 
their disability rider which would ex- 
clude payment of indemnity for disability 
resulting from an airplane accident. Be- 
cause of the absence of such an exclu- 
sion clause, companies would therefore 
be liable under the disability rider for 
the pavment of indemnity covering dis- 
ability resulting from airplane accidents. 
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HEALTH AND 


ACCIDENT 


CONFERENCE 


Psychology a Factor in Underwriting 


FRIEND of mine was discussing 
A a recent statement about 20 lead- 

ing life companies losing $53,000,- 
000 in five years because of the disability 
clause, and made the unexpected com- 
ment that a bad experience is bad, but 
no experience at all would be worse. 

Accident and health companies have 
not lost $53,000,000 writing non-can- 
cellable disability protection. But acci- 
dent and health companies have not ven- 
tured that far in the “non-can’’ field. 
It is beneficial that life companies have 
pioneered so valiantly. The added ex- 
perience is valuable. More valuable yet 
is the added brains to analyze the added 
experience. 

The 53-million loss may be well worth 
while if it impresses one truth on insur- 
ance consciousness. It is not gall-stones 
and goitre and gout that we are under- 
writing. It is people who have gall- 
stones and goitre and gout. Human 
lature requires appraising more 
than physical impairments. 


Selection of Risks Like 
Granting Financial Credit 


even 


Selecting insurance ‘risks is not dis- 
similar from granting financial credit. 
Banks sell money for immediate delivery 
with repayment in the future. Insurance 
companies sell money for future delivery 
with installment payments. Banks in- 
vestigate carefully as to character in de- 
termining credit. And so do we. A 
$5,000 a year man who lives conserva- 
tively is a more desirable risk than a 
310,000 a year man who is extravagant. 

Three things the banker considers: 
\bility to pay—that’s collateral—that's 
physical. Intent to pay—that’s mental 
attitude. And, determination to pay— 
which is a matter of moral stamina, 
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more tersely expressed as guts. So, 
also, should the insurance man consider 
three things in selecting accident and 
health risks: Physical ability to qualify; 
the mental attitude to regard his insur- 
ance fairly; and the moral stamina to 
stand upright in time of adversity. 


Insure Applicants’ Minds 
As Well As Their Bodies 


Verily, we insure the minds of our 
applicants as well as_ their bodies. 
Mental attitude is even more important 
than physical condition. Determining 
mental attitude is an intricate task, in- 
triguing and interesting. It depends on 
psychology. 

Psychology—science of the mind and 
how it works. The study of behavior- 
ism. As a man thinketh, so is he, and so 
does he. Psychology in underwriting— 
study of the personalities concerned 
when a person applies for insurance. As 
a man thinketh, so is he, and so will he 
be in insurance transactions. 

Three basic factors affect how a man 
thinketh: Heredity, environment and 
education (mind training). These three 
factors—and how complex they are—we 
must remember as we consider the men- 
tal attitude of the personalities chiefly 
concerned in any application for acci- 
dent and health insurance: 1, The 
agent; 2, the applicant; 3, the home 
office underwriter; and, supplementarily, 
the medical examiner and the inspector. 

First and foremost as selector of risks 
is the agent. He establishes the charac- 
ter of accident and health business. He 
originates it and what the grade will 


be he determines when he picks his field 
of prospects. If he chooses a rural 
field, his applicants are farmers. What 
else? If his field is professional men, 
his applicants are professional men. 

All of which is to say: Even as your 
agent is, so is your business. If your 
agent is foreign-born, so, largely, are 
your applicants. If your agent is in- 
dustrial grade, so are your applicants. 
If your agent is a sharp-shooter, so are 
your applicants. If your agent is highly 
intellectual, so are your applicants. If 
your agent is of strong moral fiber, so 
are your applicants. 

The agent picks the applicants. Who, 
then, picks the agent? The home office 
agency man picks the agent and, in se- 
lecting him determines the grade of 
business that the company will receive. 
Does he favor high-pressure type? His 
field associates will be like him. Does 
he cling to the traditions? So also will 
his field associates. Does he study and 
analyze the trends of the times? So 
also will his field associates be sanely 
advanced and aggressive. 

Agent Should Represent 

Ideals of His Company 


The agency man should, of course, 
be representative of the ideas and ideals 
of his company. The company chooses 
the agency man for grade of business 
as well as volume. Volume may be dis- 
astrous if the grade is not good. The 
grade determines the underwriting re- 
sult and the grade is determined when 
the agency man selects the agent who 
selects the applicants. It is but an end- 


when the home office under- 
writer selects the policyholders from the 
applicants submitted to him 

If then the applicants are chosen by 
the agent, the agent by,the agency force, 
the agency force by the company, there 
is no happenstance about certain com- 
panies getting certain business. Think 
of any well-known company you wish, 
anyone, whether ever in the headlines 
or not. You have a quick picture of its 
grade of business. Do certain applicants 
apply to certain agents? Do certain 
agents apply to certain companies’ Of 
course they do! 


process 


Agent Chooses His 
Company, His Prospects 


And be sure of this truth. The agent 
chooses his company at least as actively 
as the company chooses the agent. Com- 
pany character attracts agents of like 
attributes. Aggressive to aggressive 
Conservative to conservative. Like to 
like. And the agent selects his appli 
cants according to what kind of man 
he is. How possible else can he choose? 
As a man thinketh, so is he. 

As an agent thinketh, so is he, and so 
does he. Wherefore he picks a certain 
company that hath a certain agency 
force that accepts a certain production 
type that selects a certain grade of ap 
plicants. He chooses his company and 
he chooses his prospects. The future of 
the accident and health business is—as 
the agent thinketh. 


Applicant Is Scarcely 
Second in Importance 


Scarcely secondary to the agent is the 
applicant. Self-knowledge is greater 
and self-interest. Who knows 

(CONTINUED ON PAGE 12) 
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Commercial Accident and Health 
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SOME FACTS ABOUT THE COMPANY 


Its premium income during 1927 was over $5,700,000.00, that is, more than 
$500,000.00 greater than during 1926. 


Its Assets were increased by more than $240,000.00 during 1927. 
It has over $240 in Assets for every $100 of Liability, an unusually strong financial showing. 
It has over 600,000 satisfied policyholders. 


It is an Old Line Legal Reserve Company doing business from the Atlantic to the Pacific, and 
from Canada to the Gulf. 


It has the largest volume of industrial accident and health insurance of any company in the world, 
with a single exception. 


HOME OFFICE: CHICAGO, ILLINOIS 


Industrial Accident 
Automobile (Personal) 
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Modern Trend of Disability 


By D.CMAC EWEN 
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must keep pace with the times 
It must consistently develop and expand 
or pass out of the picture. The busi 
ness of disability insurance is not an 
exception In its advancement, it may 
have endeavored to push forward too 
rapidly in some of its’ branches It 
may have taken steps which had to be 
retraced; steps which were in the nature 
of experiments, some of which proved 
costly, but from which valuable lessons 


have been lear gained 
which will permit of the business con 
tinuing to advance on a firm and sound 


basis 





1 and experience 





Modern Trend Toward 

Disability Insurance 

If a slight rearrangement of the 
phraseology of the title suggested by 
your program committee is permitted. 
it may be said that the mou ern trend 
is toward disability insurance | here 


ed 
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was a time when a man purchased an 
accident policy because he considered it 
a gamble, and health insurance was pur- 
chased in much the same manner. The 
ordinary man on the street did not take 
this form of insurance seriously. He 
regarded it as a long shot chance on 
a ticket teeming with unintelligible legal 
phraseology and punched full of loop- 
holes through which the company could 
crawl, but on which he had a 100 to 1 
chance of winning. This is a popular 
conception which is past and gone, de- 
spite the occasional effort of an alleged 
comic writer or cartoonist to revive it. 
Today disability insurance is nationally 
recognized as a vital necessity to the 
economic welfare of every income pro- 
ducer. 


Basic or Fundamental 
Insurance Coverage 


In the final analysis, disability insur- 
ance is the basic or fundamental insur- 
ance coverage of the individual. All of 
his other insurance—life, fire, theft, au- 
tomobile—depends first upon his pos- 
sessing the things to be insured, and sec- 
ond, upon his financial ability to pay 
the premiums His having insurable 
possessions and the payment of the pre- 
miums on the insurance thereon de- 


pends, in the average case, on his physi- 








al ability to earn an income. 

As time goes on, instead of erecting 
barriers between himself and the agent 
who is trying to insure him, there will 
be a growing tendency on the part of 
tl lual » -s this form of 

c, 


resistance to disa- 


bility insurance as may be now encoun- 


tered will become lessened through 
appreciation of the need for 
insurance, to such an extent 
that it will become increasingly easier 
to sell. ; 7 
will extend the problems of the under- 
[The more sought after disa- 
bility insurance becomes, the greater 

e the dangers of selection against the 
company, and the acceptance. of risks 
which should not be accepted. 


Agent Sees Risk 
As It Actually Is 


After all is said and done, the first 
underwriting step is taken in the field 
by the agent who does the soliciting. 
The agent comes in personal contact 
with the applicant. He sees the risk 
as it actually is, and under conditions 
which cannot be set down on a piece 
of paper called an application blank. 
he underwriter at the home office, 
without the advantages of personal in- 
spection, must judge the risk solely from 
the written picture presented, and his 
training must be such that he can dis- 
cern what is between the lines as well 
as judge the risk from what is written 
on the lines. 

Disability insurance under modern 
conditions can be successfully written 
only by expert field underwriters. More 
annoying claim situations are created 
through ignorance and misunderstanding 
than through deliberate attempts to de- 
ceive 


intelligent 


disability 


Must Have Understanding 
of Field Man’s Problems 


The underwriter at the home office 
must have a sympathetic understanding 
of the problems of the man in the field. 
It is a simple matter to sit at a desk 
and dictate a five-line letter which will 
destroy work which may have taken a 
soliciting agent weeks to perfect. Many 
a promising agent has thrown up his 
hands in despair and turned in his rate 
hook because of a preventable lack of 
understanding between himself and the 
home Office. 

While it is not possible nor practical 
in all cases to divulge to the agent the 
company’s reason for taking adverse ac- 
tion on an application, it is permissible 
in many cases. A brief word explaining 
why the company is not in a position to 
entertain an application shows the agent 
a viewpoint which had not occurred to 
him. The conscientious and intelligent 
agent, and those are the only ones 
worthy of their hire, will see and appre- 
ciate the company’s position and will 
steer clear of similar cases in the future. 


Disability Benefits 
of Life Companies 


A condition which has given rise to 
a problem for the accident and health 
underwriter is the increasing sale and 
liberalized coverage of the permanent 
total disability benefits issued by life 
insurance companies. When this par- 
ticular benefit was first issued it did 
not, by reason of its somewhat restricted 
coverage, play an important part in the 
consideration of the total amount of 
disability insurance carried by an appli- 
cant. But the present-day permanent 
total 


disability clauses offer a form of 
coverage which must be taken into con- 
sideration by the accident and health 
underwriter in determining the amount 
of indemnity to which applicants pre- 
nted to him for consideration are en- 





e absence from the application 
forms of some life companies writing 
permanent total disability insurance of 
a searching question as to the amount of 


similar coverage in other companies or 


as to the amount of indemnity carried 
in accident and health companies would 
seem to indicate that this underwriting 
feature is not stressed. Accident and 
health underwriters, however, have al- 
considered carefully the total 
amount_ of disability insurance carried. 
\Wwith the liberal coverage of the pres- 
ent permanent total disability 
it would seem that this particular cov 
erage must be taken into account when 
passing on applications for accident and 
health insurance. 


ways 


clauses 


1 
1 
r 


Keep Balance Between 
Earnings and Indemnity 


It does not necessarily hold that a 
policyholder able to pay the premium 
on a large amount of life insurance is 
eligible for the entire amount of perma- 
nent total disability insurance which 
may be issued with such an amount of 
life insurance. It is a proven tact that 
the length of a period of disability for 
which claim is made increases in direct 
proportion to the amount of disability 
insurance carried, and in the application 
of experience-proven accident and health 
insurance underwriting principles, it is 
essential that a proper balance be main- 
tained between earnings and indemnity. 
Due consideration must be given to the 
total amount of insurance carried, even 
though the amount of earnings may be 
greatly in excess of the amount of in- 
demnity. 

Indemnity insurance up to a certain 
well-defined limit is necessary and es- 
sential, but indemnity insurance issued 
beyond that limit, even though earnings 
may appear to warrant it, becomes a 
speculative investment and may prove 
an incentive to the presentation of an 
improper claim or to malingering be- 
vond the time when a legitimate disa- 
bility should cease. 


Too Rapid Advances 
Made in Health Field 


In keeping abreast with the times it 
is difficult without experimenting to de- 
termine just what is correct and proper. 
A striking example of this is found in 
the health insurance situation. For rea- 
sons obvious to all underwriters, health 
insurance underwriting differs from ac- 
cident insurance underwriting, and in 
the development of the health end of 
the business the companies endeavored 
to advance a little too rapidly. Com- 
petitive necessity may have been an in- 
centive, but whatever the cause, the step 
taken was too long, and in some in- 
stances had to be retraced. On the sur- 
face the retractive measures made neces- 
sary may appear to have had a detri- 
mental effect on the business. On the 
other hand, an immense amount of good 
may result. The folly of unbridled 
competitive liberality has been made 
painfully apparent, and the wisdom of 
close cooperation amongst the companies 
and a free exchange of experiences and 
statistics has been demonstrated. Chart- 
ing a course among the pitfalls and 
dangers incident to the issuance of health 
insurance has been done at great expense 
to some of the companies, but a valu- 
able lesson has been learned, and in 
the future development of the business 
it is hoped that the expenditure made 
in costly experimentation may not have 
been in vain. 








Danger in Liberalizing 
Accident Policies 


In an effort to overcome the health 
insurance experience by building up a 
volume of accident-only premiums, un- 
derwriting and agency department exec- 
utives should exercise caution to avoid 
a too enthusiastic development and lib- 
eralization of >-cident insurance policies. 





> 


September 7, 1928 


Insurance 


\ccident insurance conditions today are 
vt what they were i5 years ago, and 
yet little if any increase has been made 


+ 1 
in the basic premium rate for accident 
insurance. In extending the accident 
field, new enthusiasm may 
sway underwriting judgment, and un- 
less due caution is exercised the acci- 
dent insurance business may find itseli 
in the same deplorable condition as did 
the health insurance business. 


business 


Great Temptation to 
Insert Some New Frill 


Competition has been called the lite 
of trade, but unless well seasoned with 
sound judgment it sometimes runs away 
with itself and disaster follows. There 
is a temptation to insert in an accident 
insurance policy some little frill or talk 
ing point which in itself may not prove 
extremely costly from a certain stand 
point, but which necessitates its adop- 
t competing companies. Then 
the addition of some other little 


ion by 


comes 
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feature by another company, which in 
turn becomes part of the policies of all 
companies, and thus is started a vicious 
circle which ultimately results in load- 
ing the policy with benefits out of all 
proportion to the premium charged. 


Don’t Remove Coverage 
from Its Proper Sphere 


In the development of the accident 
insurance policy there may be a ten- 
dency to omit from the contract certain 
words and phrases which are apparently 
essential to this form of coverage. Ac- 
cident insurance is a well-defined cov- 
erage, and the intent of the insurer 
should be clearly expressed. Certain 
amazing court decisions based on rather 
weird reasoning have already imposed 
burdens upon the accident insurance 
companies which were never intended 
by the drafters of the contracts and 
not contemplated in the premium 
charged. In an attempt at liberalization, 
or to create competitive attractiveness. 
care should be exercised that no steps 
be taken which will have a tendency 
to remove accident insurance from its 
own proper sphere. 

The modern trend of the nation is 
toward disability insurance. This form 
of insurance is the most important and 
the most essential of any form of in- 
surance yet devised, because it is the 
basic or fundamental form of insurance. 
It is just on the threshold of its devel- 
opment, and it is the paramount duty 
of the underwriters of the country to 
guide its development along sound and 
proper lines. 
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President's Review of Work of Year 


By J. W. SCHERR 


OR over a quarter of a century, the 

Health & Accident Underwriters 

Conference has stood for progress in 
the business of health and accident in- 
surance. It has successfully overcome 
many of the major evils with which 
the business was infested in its early 
days, and it is now earnestly striving 
through conference cooperation to im- 
prove service to the public 


Premium Rate for Health 
Insurance Inadequate 


To say that we have solved the prob- 
lems which confront companies writing 
1ealth and accident insurance would be 
a gross misrepresentation of fact. I call 
attention briefly to some of the most 
serious matters before us now. 

1. It is agreed generally that we are 
not charging an adequate premium for 
the health portion of our policies. While 
increases have been made in the pre- 
mium rate from time to time, there is 
still abundant evidence that our present 
rate for health insurance is inadequate 
to produce an underwriting profit. Our 
greatest danger lies in continuing to 
liberalize coverage for. disability from 
sickness to a point where an adequate 
rate would prove prohibitive to a large 
portion of prospective policyholders. 


Would Approach Problem 
From Another Angle 


It would therefore seem to me that 
the problem should be approached from 
another angle. Many thinking men in 
our business have advocated a wait- 
ing period of not less than one week 
in all health coverage. This has proved 
a great benefit to companies that have 
kept accurate statistics to show their 
exnerience. Another practice which be- 


came somewhat general, but which is 
being withdrawn gradually, is to provide 
life indemnity for illness. And in many 
cases, house confinement is not neces- 
sarv in order to make claim at the full 
rate under the illness provisions of the 
policy. A reasonable limit of time dur- 
ing which indemnities shall be paid for 
illness should be adopted promptly by 
all companies. 


Acquisition Cost Is 
Constantly Increasing 
2. Increase in claim losses which has 

been the experience of the companies 

during the past decade, is not the only 
danger signal which confronts us, 

Agency expense, or to put it another 

Way, acquisition cost, is constantly in- 

creasing. Perhaps the average initial 

cost of placing the business on the 
books of the company is not much out 
of line with other forms of insurance 
but it would seem that the expense of 
keeping the business in force is out of 
proportion to the effort that is ordinarily 
expended for that purpose. As long as 

a large percentage of the companies are 

offering the same commission for re- 

newals as they are paying for writing 
the business, this problem will continue 
to be a disturbing factor. 

I wonder if we are taking into ac- 
count the enormous volume of business 
being written on the group plan, and 
how a continuation of the apparent pop- 
ularity of this coverage, often including 
life and permanent and total disability 
in addition to coverage for sickness and 
non-occupational accidents, will affect 
companies featuring the sale of indi- 


vidual policies hese ar subjects 
upon which the conference should take 
formal action as a conference but they 
are of primary importance to the mem- 
ber companies and should be given very 
serious individual consideration 


Antagonism Due to 
Misunderstanding Contracts 


It is perhaps somewhat premature to 
advocate adoption of a _ standardized 
policy form but I do not hesitate to 
say that I initial 
should be taken with this end in view. 
At the Toronto meeting of the confer- 
ence, a special committee, appointed for 
that purpose, submitted a report con- 
taining recommendations for uniform 
phraseology of accident and health poli- 
' what extent these recom- 
mendations have been adopted by the 
companies I do not know. If there is 
indeed any marked public antagonism 
to the present manner in which our 
business is being conducted, it is un- 
doubtedly due largely to a misunder- 
standing of policy contracts on the part 
of the public. There are certainly too 
many opportunties to misinterpret 
these contracts, due largely to diversi- 
fied provisions, many of which, though 
different in phraseology, are obviously 
intended to cover the same _ contin- 
gencies. 

I speak particularly of the insuring 
clause, the provision for total and par- 
tial indemnities for accidents, and con- 
fining and non-confining indemnities 
for sickness. The wide variations in 
policy contracts of different companies 
offer convenient opportunities for mis- 


believe some steps 


cies. To 


selling ayvecnt and 
a misunderstanding on the part of the 
policyholder Unfortunately, the dis- 
satisfaction rarely develops until a 
claim is presented and then it is usually 
too late to convince the insured that 
he has been accorded the consideration 
which was promised him or which he 
had reason to expect. 

plays the most important 
part of all in the matter of creating 
impressions of our business. Our pol 
icies are more likely to be misunder- 
stood than the policies issued by com- 
panies engaged in other lines of insur- 
ance and, as a consequence, are subject 
to misrepresentation by the agent. It 
is proper that we should openly confess 
that we have not always been as careful 
as we might have been in the selection 
of our agents and in preparing them 
for the work they are expected to do. 
While it is true that great improvem Int 
in the personnel of the agency force 
has been accomplished in the past few 
years, there is yet much room for im- 
provement. The agent makes the con- 
tact between the insured and the com- 
pany. When any company retains in 
its services an unworthy agent, it is 
simply encouraging the already present 
doubtful attitude upon the part of the 
“public toward our line of insurance. 


representa i by the 


Che agent 


Educate Salesmen for 
Better Public Relations 


It has been brought to our attention, 
on many previous occasions, that our 
greatest opportunity to create better 
publi¢e relations lies in a thorough edu- 
cation of our salesmen to the proper 
understanding of our business. If our 
business is to grow and prosper to the 
same extent that has been experienced 





interest to us. 
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| Three-Day Exception Period Contract Proving Successful 


Beyond Our Expectations 


During 1927 this Company paid 31,100 claims on account of disability from illness or injury. 
An analysis of our claim experience reveals the fact that a substantial percent of these claims was for minor disabilities 
| lasting but a few days, or for medical or surgical treatment where no disability whatever occurred. 

Since the real purpose of disability insurance is, and should be, to compensate the insured for substantial loss and not for 
trivial expenses or minor inconveniences, it was believed that the benefits received under minor claims did not justify the 
| expense of administering them. 

It was also recognized that the great majority of these minor claims were made by the less desirable group of policy- 
holders, and that those not disposed to seek indemnity at each opportunity were being required to pay for benefits which they | 
themselves did not receive. | 
To correct this condition, the Company on January 1, 1928, adopted as its basic or standard contract one under which in- 
demnity is payable from the fourth day of disability, whether caused by injury or illness. 

Since we were, to the best of our information, the first company to adopt as a standard or basic form, one under which the 

exception period applied alike to disability from injury, as well as illness, our first six months’ experience has been of unusual 
Because we believe it may likewise be interesting to others, these figures are given: 
| 

| 


During these six months 28,575 applications for Accident and Health insurance have been received—compared 
with 21,800 during the corresponding period of 1927. 


Of this number 90% were for the standard form policy with the three-day exception period—3% were for the 
longer exception periods and only 7% for policies providing first day benefits. 


or trivial disabilities, but does want absolute assurance that in event of serious financial loss through long periods of disability, 
he will receive the maximum indemnity possible in return for the premium paid. 


Business Men's Assurance Company 


of America 
LIFE — ACCIDENT — HEALTH — GROUP 


| 
This experience confirms our belief that the average buyer of disability insurance is not particularly concerned about minor 
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by the life and fire insurance businesses, 
we must take the necessary steps; first, 
to rid the business of dishonest agents; 
and second, to equip our agents with 
a more complete and comprehensive 
knowledge of the business. 

Institutional advertising has been 
suggested as a means of increasing pub- 
lic sentiment favorable to our business 
and while such a program is desirable 
from the standpoint of publicity, it 
would seem that before such a program 
is seriously undertaken, we should use 
the means at our disposal to educate 
our agents and the public to what we 
have to offer. 


States Add to Tax 
Burdens on Insurance 


Insurance continues to be a favorite 
target for our national and state law 
makers. Literally hundreds of bills 
have been introduced in state legisla- 
tures the past two years, having for 
their purpose regulation of the insur- 
ance business. Legislatures in 16 states 
last year undertook to pass laws to 
increase taxes or fees or both. In ten 
of these states increases were proposed 
tor general purposes. One state had for 
its purpose the raising of funds with 
which to erect a state capitol building; 
another to pay for free text books for 
public schools. At the present time, in- 
surance companies are paying over $80,- 
000,000 per year premium tax for the 
privilege of doing business. This, of 
course, is in addition to the license fees, 
property tax, government income tax, 
and all other forms of taxes to which 
other lines of business are subject. 

It was originally intended that insur- 
ance companies should be taxed on their 


THE NATIONAL 
premium income in an amount sufficient 
to pay the expense of maintaining state 
insurance departments. Income of the 
states from premium taxes has increased 
enormously by reason of the great in- 
crease in business and on account ot 
the increase in tax rates, so that today 
less than 4 percent of the taxes collected 
from insurance companies on premium 
income is used for expense of supervi- 
sion. The remaining 96 percent or over 
is being converted into the state treas- 
uries for general expenses. Would it 
not be well to let our policyholders 
know that out of every dollar they pay 
for insurance, about 4 cents goes to the 
state for hidden taxes, fees and other 
imposts to be used for purposes which 
direct taxes are supposed to cover? 


Attempt to Regulate 
Business in Detail 


In addition to the constant attempt 
to increase taxes, legislatures are at- 
tempting to pass laws to regulate, often 
in the most minute detail, our methods 
of doing They are under- 
taking to tell us how much we can pay 
our agents; whether or not we shall be 
illowed to cancel a policy; whether the 
loss of a hand or a foot shall mean the 
r toes or the loss of 
the entire hand or foot; and other kin- 
dred regulations. Fortunately, very few 
of these measures have been enacted into 
laws and I believe only one state suc- 
ceeded in increasing the tax on pre- 
miums during the past two years. 

It is well to call attention to the fact 
that these bills, and particularly the tax 
as a rule, sponsored bv 
irresponsible or fanatical member 
of the legislature but on the contrary 
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usually have the endorsement of the Ted Simmons Leader 


governor of the state and the tax de- 
partment, and, in most cases, the bills 
originate in one or both of these execu- 
tive departments of the 
ment. We must recognize the fact 
that there will be a repetition of those 
attempts during the next year by a 
number of the states, to increase the 
taxes on insurance. Granting this to 
be a fact, the question arises, what are 
we going to do about it? 

| fear that a great many of our com- 
pany officials and members of this con- 
ference have a feeling that there is 
some doubt about the propriety of the 
insurance companies taking any open 
stand upon this question of legislation 
which adversely affects our business. 
[hese men seem to overlook the fact 
that our business represents one of the 
greatest, if not the greatest, financial 
institution in the United States, and 
that our business touches the pocket- 
When the 
such as 


state govern- 


books of nearly all citizens. 
state singles out a_ business 
ours upon which to impose an unfair 
tax burden, we should make our pro 
tests heard in terms that cannot be mis- 
understood. Politicians would have thé 
people believe that if corporations carry 
the burden of taxation, the people are 
relieved. It is clearly our duty to ex- 
pose this scheme of raising revenue. 
We must bring it to the notice of the 
public through our policyholders. We 
must organize forces from all branches 
of insurance for the purpose of working 
in cooperation for our common pro- 
tection. 

Generally, we have no serious com- 
plaint to offer about the manner in which 
our business is supervised by 
state insurance departments. Occasion- 
ally, however, we are confronted with 
a situation where some supervising off- 
cial takes it upon himself to make and 
enforce rules inimical to the best interest 
of our business. These rules take thy 
form of unreasonable agents qualifica- 
tion requirements, disapproval of poli- 
cies which do.not happen to meet the 
personal views of the commissioner, and 
similar regulations which are apparently 
outside the authority conferred upon 
the commissioner by the statute. We 
still have with us a few commissioners 
who seem to consider it their duty to 
tell us how to adjust our claims. They 
are active in promoting claims of pol- 
icyholders, whether those claims are 
well founded or not. Apparently such 
commissioners regard this as a proper 
function of their office although it is not 
a statutory function. 


being 


The companies should receive protec- 
tion from the departments against fraud- 
ulent claims and the commissioners 
should be given the authority to prose- 
cute fraudulent claims in the same man- 
ner and for the same reason that fire 
marshals are required to prosecute per- 
sons accused of arson. Those situations. 
likewise, should be met in an open and 
frank manner rather than by antago- 
nism. 1 have found the average insur- 
ance commissioner to be a very human 


in Golf Tournament 


The golfers who straggled in from 
the Wilmette Country Club Wednes- 
day night were for the most part a tired 
lot, as 36 holes of golf in one day was 
a rather strenuous proposition for those 
who were not in constant practice. 
There were 18 holes in the morning on 
which to base the handicap and, after 
lunch at the club, 18 holes medal play 
in the afternoon. There were 32 mem- 
bers and guests who took part in the 
tournament. 

Ted M. Simmons of the Pan-Ameri- 
can Life had low gross score with 79 
and Z. T. Miller of the Washington F'1- 
delity National second with 84. J. G. 
Smith of the Business Men’s Protective, 
Lincoln, Neb., won the low net prize 
and O. F. Moreland of the same com- 
pany second. The prizes were presented 
to the winners at the banquet Thursday 
night. 

Verne Ray, who shot a 
morning round, was awarded the kick- 
ers’ handicap trophy. 

There were 25 of the non-golfers who 


79 in the 





HAROLD KR. GORDON 
Executive Secretary 


took the bus ride over the city Wednes- 
day afternoon, winding up at the mu- 
nicipal airport, and some 12 or 15 of 
them took advantage of the opportunity 
for an air trip over Chicago, most of 
them going up for the first time. 


indiv'dual, generally willing to discuss 
these matters with an open mind and | 
therefore believe that when a disagree- 
ment arises between a company and an 
insurance department, a personal inter 
view will almost always result in a sat 
isfactory adjustment of the difference. 





Mr. Agent: 








i. We want to say to you that we are bigger and better 
than ever before, to take care of your Health and 
Let's talk it over. 


Inter-Ocean Casualty Company 


Cincinnati, Ohio 


J. W. SCHERR, President 


equipped this year 
Accident Business. 


W. G. ALPAUGH, Secretary 
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Are Too Many Applications Declined? 


HE subject “Is the number of ap- 
plications declined too large?’ 


offers a question which I am afraid 
is difficult to answer with any degree 
of accuracy. Certainly there are many 
companies in which the percentage of 
rejections is well within the most con- 
servative bounds; while, on the other 
hand, there are many in which the rate 
of rejection climbs to a startling fig- 
ure. From the viewpoint of the man in 
the field, whose livelihood depends 
upon his insurance commissions, the 
answer to the question, “Is the number 
of applications declined too large?” 
would undoubtedly be “Yes”—particu- 
larly if the agent queried is associated 
with one of the latter companies. 

However, if the underwriters of 
these companies whose percentage oi 
declinationa seem to be out of line 
should be asked the same question their 
reply would be “No” and they would 
gladly review case after with you 
to prove their contention a correct one. 
After reviewing the cases you would 
undoubtedly agree that the underwrit- 
ers were correct in rejecting a large 
percentage of the applications which 
come to their desks. This, however, 
still does not answer the question, but 
instead only tends to prove that th 
underwriters are insurance men of sound 
business judgment. 


case 


One Company Declined 
Fourth of Risks Submitted 


I am told from a reliable source that 
one of the large accident and health 
companies last year declined 25 percent 


~ the completed applications which 
were submitted to them. Certainly the 
thought that one out of every four 


applications is rejected is startling in its 
contemplation—especially to the field 
men. And yet if one sat at the under- 
writer's desk of this company and re- 
viewed the cases as submitted, he would 
by necessity agree thatia 25 percent 
rejection rate was not ecessive. 

Then I know of another company 
whose worthy president is a past pres- 
ident of this organization. Last year 
that company’s declination rate was only 
4.3 percent—a most reasdénable percent- 
age even from the viewpoint of the field 
organization. 

Now wherein lies the difference be- 
tween these two companies? One last 


year suffered a rejection rate of 25 per- 
cent; the other, writing practically the 
same type of coverage, had a rejection 
rate of only a little over 4 percent. Surely 
there cannot be this great difference in 
the underwriting views of those pass- 
ing upon the applications for underwrit- 





BY TED MM. 


SIMMONS 


Pan-American Life 


ing has, in ithe past few years, becom 
a science and the praciices of all con 
pamies are to a large extent uniform. 


Phe difference lies | think, in the 
methods of the companies. 
For instance, the company with the 4 
percent rejection rate has a field organ- 
ization entirely of full-time 
salesmen 


agency 


comp rsed 


salesmen 


whose one thought 
is to write life, accident and health 
insurance for their company; salesmen 
who know their loss ratios are go- 


ing to reflect upon their individual rec- 
ords and as a consequence are particular 
to submit applications on only the best 
type of risks. This company conducts 
schools of instructions; it holds sectional 
agency meetings; it holds one large an- 
nua! convention for its successful pro- 
ducers and at all of these agency gath- 
erings the important matter of selection 
's given a great deal of thought, time 
and Naturally, such a com 
pany’s rejection rate is 

low and as a It 


resui 
ing to be happy. 


discussion. 


going to be 


its agents are ox 


Declinations Higher on 
Brokerage Business 
Let’s review the 

the other company 

a declination 


agency methods o 
who last year had 
rate of 25 percent. This 
company makes an enthusiastic bid for 
brokerage business and fully 50 per- 
cent of the applications which it re 
ceives are submitted, so I understand, by 
brokers who, in every sense of the word. 
are free lancers, men who are 
some business to this company, 
to that company; in fact, are usually 
leaving it up to the applicant himsel 
as to in which company he would prefer 
to carry his protection. Naturally, such a 
broker can have no great amount of 
company spirit and it is a matter of little 
concern to him whether his 
are reasonable or entirely out of line. 
Further, these brokers are usually en- 
gaged in selling all lines of insurance 
and their knowedge of any one particular 
phase of the business in hardly compar- 
able to the salesmen to whom accident 
and health insurance is a lifetime profes- 
sion and study. As a result, ignorance 
breeds undesirable business and unde 
sirable business breeds rejections. 

The company with which I am asso- 
ciated, sensing the importance of ed 
ucating its field organization on the 
importance of selection, has for the past 
several months been gettng out a series 


giving 


soni 


loss ratios 


of pamphlets written for the sole pur-— 
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Retiring Secretary of Conference 





SIMMONS 
Pan-American Life 


pose ot emphasizing the factors which 
go to make a desirable risk. lor in- 
stance, there are pamphlets from the 


medical 


medical 


department touching upon the 
of underwriting; ther: 
are pamphlets from the actuarial depart 
normal aspect ot 

pamphlets fro 
the conservation department pointing out 


that type of risk who is 


aspect 
ment touching upon the 
underwriting; there are 
most apt to 
policyholder. 


tried to’ cover 


remain as a 
In other have 
the entire field of underwriting in these 
educational 


permanent 


words, we 


pamphlets. The reaction 


‘ 7 - } 
icld organization has 


Not 


letters from our 


been 
received 
agents telling 
a bigger, bet 
their business in 
studying the information sent them, but 


only have we 
us that they have 
ter broader 


gotten 
view of 
most important of all, our rejection rate 


has been reduced 


Frank Tharinger of Milwaukee, for- 
ier secretary of the conference, al- 
ugh now out of the insurance busi 

less, was on hand at the meeting and 

took advantage of the opportunity to 
mingle with his old cronies in confer 


ence circles, 





The last Word! 


ADEQUATE hospital indemnity now 


WO new policies recently an- 
nounced to our Field Force an- 


swer the question 
tal indemnity. 


These policies 
dent and every 


of adequate hospi- 


cover every accl- 
illness and offer 


hospital indemnity in adequate 
amounts, without regard to the size 
of the principal sum or monthly in- 


demnity. 


Thus does the Great Northern 
Life Insurance Company keep step 
with modern tendencies in disabil- 


ity protection. 


Great Northern Life 


Insurance Company 


110 So. Dearborn Street 
Chicago 
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Nine Years Steady Progress 


Premium Income 


1919—$29,076.54 
1920—85,523.90 
1921—100,283.09 
1922—133,327.90 
1923—281,033.54 
1924—398,401.25 


1925—529,738.02 
1926—715,689.39 


1927—823,911.46 


There Are Many Reasons 


SATISFIED POLICYHOLDERS 
Help SATISFIED REPRESENTATIVES 
Make SUCCESSFUL RECORDS 


Writing Life, Health and Accident Policies 
on the 


Weekly, Monthly and Annual Plans 





Exceptional opportunities in ILLINOIS, INDIANA AND MICHIGAN 


to make connection direct with 


UNITED STATES MUTUAL 
INSURANCE COMPANY 


2721 SO. MICHIGAN AVENUE - CHICAGO, ILLINOIS 


Where Your Efforts Will Be Appreciated and Rewarded 
by Men Who Know Your Problems 


O. T. HOGAN, President 



































SUPERIOR SERVICE 


for 


| TWENTY YEARS 
1928 | 


Twentieth Anniversary Year 





Assets - - - - - 
Capital - - - - - 
Surplus to Policy Holders, - 


$17,503,865.43 | 
4,000,000.00 | 
8,900,376.30 | 


| Massachusetts Bonding 


and INSurance Company 
Home Office—Boston, Mass. 


T. J. FALVEY, President 
P. H. ROGERS, Manager, Acci. and Health Dept. 


Accident and Health Insurance Including Com- 
mercial, Industrial (Monthly Premium), Railroad 
Installment and Group-Bonds and 
Casualty Insurance. 









































Aviation Hazard 





Hick Enough 


To Demand Additional Premium 


By HAROLD JACKSON 
Vice-President Wm. H. McGee & Company 


HE question betore us is this: Is 
it practical and profitable to in- 


clude the flying hazard in the or- 
dinary accident policy without increasing 
the rate? 

Some companies, I believe, think so 
and one, I understand, has already in- 
cluded this coverage gratis. It has no 
doubt followed the example of the 
European life and accident underwriters 
who are using this method on some of 
their air lines. 

But this must be borne in mind: The 
European air lines have been operating 
for a number of years, and step by 
step have worked out their own sys- 
tem so that now there are practically no 
hazards. With us, however, while our 
air mail service is being whipped along 
into fine shape, our passenger service 
is still in its infancy and it will take 
time and experience to bring it up to a 
point where it can compare favorably 
with the continental service. 

Only when we can point with pride 
and assurance to our service will it be 
time to include coverage without addi- 
tional charge. At present, however, 
think such a course too risky. 

In the first place, the planes are not 
always fitted for passenger service. Air 
mail operators have been carrying pas- 
sengers in mail ships on mail runs. 
This practice should be discouraged. 
In such a plane the passenger usually 
sits just behind the engine, and in the 
case of a crash has no chance of es- 
cape. The pilot, sitting in the tail of 
the plane, often has a good chance of 
escaping scot free. 

Then there is the matter of construc- 
tion. Engines and machines have been 
improving all the time, but the plumb- 
ing system (by that I mean gas and 
oil lines, and method of feeding) is still 
usually faulty. Many recent failures of 
long distance flights have been caused 
by fractured pipes. 

Another point to be remembered is 
this. An air mail pilot carries a para- 
chute, and in an emergency will use it. 
Will passengers jump as readily as 
these pilots? I think not. 


Must Consider Routes 
and Route Operations 


The second important consideration 
pertains to routes and route operations. 
In speaking of routes we have two 
things to consider—type of country, and 
weather conditions. Localities vary 
greatly with respect to these two fac- 
tors. For instance, conditions in the 
middle west and southern California are 
ideal, but conditions in the eastern 
states and Rocky Mountain districts are 
bad. .What has been done to make 
flying as safe in these bad districts as 
in the good districts? The answer is 
flashing beacons, and emergency land- 
ing fields on the regulation air mail runs. 
Are these protections adequate? 

Not at all. They are of little or no 
use in stormy weather. What they need 
is the following additional equipment: 
(1) A radio beacon which tells. the pilot 
instantly when he is off the airway. 
This is very necessary when flying over 
hilly country in bad weather. Its use 
would prevent planes flying into hills 
and mountains in a storm. We hear of 
many such casualties at the present 
time. (2) A direction finding instru- 
ment which enables the pilot to deter- 
his position quite accurately, and 
is most useful when flying over a large 
water and country not 
with airwavs: and lastly a 
wireless telephone which keeps him in 


mine 


expanse oft 


eauinped 


touch at all times with his traffic de- 
partment. 
Another point to be taken up is the 


question of terminals. In the majority 


of cases no safeguards are provided for 
passengers. They are allowed to wan- 
der all over the field, and run the risk 
of walking into turning propellors. 
What is needed is an enclosure which 
will protect passengers and enable them 
to reach the plane without passing pro- 
pellors. 

In the matter of operation we see 
some of the present day faults. Where 
the routes are not equipped with radio 
flying should be confined to 
clear weather only. Where there is any 
doubt, err on the right side. One re- 
cently opened air mail line, in the first 


beacons, 


month of its operation, lost five ma- 
chines and two pilots. This was due 
largely to being over-ambitious. The 


operator wanted to make a good show- 
ing, and endeavored to maintain a 100 
percent schedule. The policy which 
should be adopted is “Safety First.” 

This brings to mind the matter of 
safety straps. Operators do not real- 
ize the importance of safety straps for 
passengers in cabin planes: Without 
straps, the passengers are apt to be 
thrown forward (particularly in landing 
and taking off), thereby moving the 
center of gravity so far forward that it 
will be impossible for the pilot to trim 
the plane. As a matter of fact, in case 
of a slight crash, straps hold the passen- 
gers in place and prevent broken bones. 

With good planes, good routes and 
operation thereof, and a kcensed pilot, 
all risk should be reduced to a mini- 
mum. 


Overlook That There 
Are Pilots—and Pilots 


But people overlook this fact: There 
are pilots and pilots. One may have 
any of the following licenses: State, 
federal student, federal private, federal 
limited commiercial and federal trans- 
port, but of all these ony the transport 
pilot is allowed under federal haw to 
carry passengers for hire. Yet you read 
ia the paper every day of passengers 
losing their lives in machines piloted by 
students and others who are technically 
licensed. ; 

While the fatalities to passengers pi- 
loted by transport pilots have been re- 
markably few, difficulties arise which, 
at the moment, prevent us from recom- 
mending even these pilots as a whole. 

In the first place, pilots should be li- 
censed to fly certain types of machines. 
A pilot may be perfectly capable of 
flying a light type of machine, and ab- 
solutely unfitted for flying a heavy tri- 
motored machine. The one might be 
likened to a motorcycle, and the other, 
a heavy truck. While the operation in 
both cases is similar, the maneuvering 
is entirely different. Next, to get a 
transport license a pilot must have 
flown 200 hours solo, and a reasonable 


amount during the last month before 
being licensed. This experience may 
be sufficient to get a license, but it 
necessarily does not mean a pilot is 


capable enough to fly passengers. He 
should be made to serve on the cargo 
and mail runs first; in the same way 
that good steamship lines train their 
navigating officers. There is no doubt 
that the success of the last three years 
has been due to the fact that most pilots 
employed in commercial aviation have 
had in excess of a thousand hours fly- 
ing time. 

In conclusion, as my remarks show, 
passenger have not been de- 
veloped sufficiently to warrant the in- 
clusion of flying hazards in the per- 
sonal accident policies gratis and that 
such time as that is so, I would 
that additional premiums be 
charged commensurate with each indi- 
vidual risk. 
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Banquet Speeches 
Are Entertaining 


[he speakers at speeches at the ban- 
juet Thursday night, in accordance with 
the custom at conference dinners in re- 
sent years, were strictly of the lighter 
character, except when Charles H. Bur- 
ras, president of the National Associa- 
ion of Casualty & Surety Agents, who 
was the first speaker, took time at the 
end of his talk to impart considerable 
nformation on Chicago history and 
yusiness statistics. 

Those who expected something of a 
serious character from Dr. Robert 
Slingsby, who was billed as “Director 
9 Marketing and Business Research, 
De Forrest University,-and Director of 
the Pilch Bureau of Research,” were 
agreeably disappointed, as his address 
proved to be a very clever and humor- 
sus = burlesque on the conventional 
speech on advertising and sales promo- 


tion methods, illustrated by numerous 
‘graphs” and = specimen “advertise- 
ments” that were well in keeping with 


the rest of his talk. 

An interesting feature of the banquet 
was the presentation of a beautiful bou- 
quet to Mrs. C. H. Brackett of Indian- 
apolis, widow of the late president of 
the Hoosier Casualty, in honor of her 
birthday. The presentation was made on 
behalf of the conference by H. S. Bean 
f the Eastern Casualty. 

Prizes were also presented at the 
banquet to the winners in the golf tour- 
nament and in the ladies bridge party 
held Thursday afternoon. In the latter 
event Mrs. C. O. Pauley received first 
prize and Mrs. H. S. Bean second. 


The sominating committee was com- 
posed of C. O. Pauley, Great Northern 
Life; E. J. Faulkner, Woodmen Acci- 
dent; J. J. Helby, Federal Casualty, Mil- 
waukee; H. S. Bean, Eastern Casualty, 
and C. W. Ray, Hoosier Casualty. 


ACCIDENT 


CONF E RENCE 


Sle Thintion Problems = 
Business in Annual Address 


HE annual address of President 
J. W. Scherr, which opened the 


first session of the conference meet- 
ing Thursday morning, was an able and 
comprehensive review of the more im- 
portant problems now confronting acci- 
dent and health underwriters. He 
took up in some detail the difficuities 
that have been encountered in the heaith 


end of the business and some of the 
measures that have been adopted by 
different companies to meet this situa- 


tion. He spoke of the 
creasing acquisition cost and suggested 
that the companies must give consider- 
ation to the question of how the devel- 
opment of group insurance will affect 
the sale of individual pdlicies. 
Standardized Policy 

Wording Endorsed 


He gave a strong endorsement to the 
idea of standardized policy wording, 
particularly in the principal clauses of 
the contract, covered by the reports of 
a special committee of the conference 
last year. He declared that if there 
is any antagonism toward the business, 
it is due to a misunderstanding of the 
contract and that the wide variation in 
policy forms gives especial opportuni- 
tics for misrepresentation by the agent 
and consequent misunderstanding by 
the policyholder. 

Referring to the agent as a factor 
in public relations, he urged more care- 
ful selection of company representatives, 
ridding the business of dishonest agents 


constantly in- 


and a better education of salesmen to 
a froper understanding oi the busi- 
r-ess. 


In connection with matters of legis- 
lation, he took up the attempts made in 
some states to regulate the business in 


minute detail and more especially the 
tendency to increase insurance tax bur- 
dens. He emphasized the need for 


determined opposition to these tax meas- 


ures, particularly in informing the pub- 
lic as to the effect on policyholders 
themselves. 

In connection with unreasonable re- 
quirements imposed by various state in- 
surance departments, he held that ‘hese 
situations have to be met in a frank, 
open manner rather than by antagonism 
and that the differences usually can be 
adjusted by a personal interview with 


the involved. 
Work of Statistical 
Bureau Discussed 


commissioner 


President Scherr in his address raised 
some question as to the future of the 


Statistical bureau of the conference, 
which he stated has been functioning 
very satisfactorily for the past five or 


six years, but at considerable expense. 
In view of the fact that only about 15 
companies have been furnishing data 
trom their own experience to the bu- 
reau to be used in securing a general 
average experience, although nearly 100 
companies are contributing to the main- 
tenance, the question was raised as to 
whether this indicated sufficient interest 
to make it appear that the companies 
are using to adv antage the statistical in- 
formation contained in the reports is- 
sued by the bureau. 

A informal discussion of the subject 
brought out the highest commendation 
oi the work of the bureau from both 
the companies that are now contribut- 
ing data and those that are not. It de- 
veloped that some of the companies 
have not been reporting because of a 
misunderstanding of the cost of the 
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equipment necessary to prepare the 
-ards sent in to the bureau, and it was 
further brought out that several of the 
larger companies have recently rear- 
ranged their method of handling their 
own statistics so as to make it possible 
for them to report their experience to 
the bureau and will begin reporting in 





bls 





A. J. 
Minnesota 


ALWIN 
Commercial Men's 


the very near future. In all, some seven 
or eight companies pledged themselves 
to join the list of those now reporting. 
In reférring to the service of the bureau 
some members also told of how it had 
worked out statistics for them on some 
of their own individual problems. 
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about you, Mr. Listener? Yourself. 
None else. And who knows most about 
the applicant? The applicant himself. 

The agent expects to get part of the 
premium as his commission. But the 
applicant may be scheming to get back 
more than he pays in, and this kind may 
be too impatient to await solicitation. 
Frequently he initiates his own business. 
Experience has taught us to be wary of 
self-soliciting applicants. The applicant 
knows more about himself than anyone 
else, and his interest in an insurance 
transaction is greater than anyone else’s. 
Two cardinal truths, these. Forget them 
not. 

How vital then to know his attitude 
of mind. Herein enters the element of 
psychology. We must satisfy ourselves 
that the applicant present himself fairly 
and frankly when asking for insurance 
and will do likewise when claiming in- 
demnity. Wherefore we inquire what 
manner of man he is. What are his 
ethics in business? What is his home 
life? What is his insurance history? 
What are his recreational habits? An- 
swer these questions and you have told 
me far more about the applicant than if 
you tell me only about his personal his- 
tory of ailments. 

Tell me about his ethics and habits 
and standards and then I can judge of 
his mental attitude. Tell me of his sick- 
nesses and I get information of his 
physical condition only. Many an appli- 
cant who is eligible physically is unde- 
sirable because of the money he costs 
with his unfair claims. 


Pay Claims for Unexpected, 
Not Anticipated Disability 


Claims we expect to pay. Claims we 
want to pay. We collect premiums that 
we may pay a proper proportion for 
protection of our policyholders who have 
become disabled unexpectedly. Unex- 
pectedly. There’s the word. Unex- 
pected insofar as the individual is con- 
cerned. Expected in certain proportion 
in a group of individuals. But we do 
not want to pay—and should not pay— 
claims that an individual already antici- 
pates when he applies to us. 

After the agent has sold the idea, 
after the applicant has accepted the idea, 
then the home office selector does his 
underwriting. Call it a final selection 
if you like. It is secondary, neverthe- 
less, to what has already been done in 
the field. 

The home office selector knows the 
technique of underwriting better than 
the field selector (agent). But the field 
selector knows the personal phase of his 
applicants better than the home office 
underwriter. He doesn’t read about 
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them. He sees them. He knows them. 
He knows how dependable they are, 
how safe to lend money to, how safe to 
give insurance to. 

Now the technical side is important. 
Far be it from me to decry it. But the 
personality side is more important. | 
can not deny it. The home office man 
has technical information that the agent 
should have, for surely knowledge is 
power and the more the agent’s knowl- 
edge of insurance standards, the more 
his power in obtaining:desirable busi- 
ness. But the agent knows the appli- 
cant personally and has information and 
impressions that the home office man 
needs, 

How illogical, then, that the home 
office selector should set himself up as 
judge and more or less arbitrarily say. 
“T have decided and the decision is thus 
and so.” How preferable that he should 
confer with his field associates, not only 
to give information, but to receive. 


Don’t Tell Underwriting 

Conclusion—Sell It 

I give it to you as an axiom in selec- 
tion of accident and_ health risks: 
“Don't tell vour underwriting conclu- 
sion—sell it.” 

There is a world of meaning in those 
three words “Don’t tell—sell.” It 
means that you must know your subject, 
and your subject is a whole lot bigger 
than a group of tables. To determine 
who is safe for disability insurance you 
must know much of human nature. 

But it means more than that. The 
fundamental basis of a sale is confidenc: 
Know your subject—of course, you 
must know your subject! But you must 
also know your agents and they must 
know you and believe you and have con- 
fidence in you. Now agents have more 
concentrated human naturé per pound 
avoirdupois than any group of persons 
that walk this earth. If you wish to 
study human nature, study agents. 


Agent, Being Salesman, 
Must Express Himself 


By nature we are all of us expressive 
When we were children we acted and 
talked as children, which is to say 
we acted and talked as we felt. Ther 
we learned to be repressive. We learned 
that language can be used to _ hide 
thoughts as well as tell them. But the 
agent, being a salesman, must express 
himself and when he is optimistic he 
bubbles over, and when he is downcast, 
he is the bluest of the blue. And does 
he let you know? Of course he lets 
you know! He is expressive. And 
how! 

The agent is remarkably responsive 








Cc. W. RAY 
Hoosier Casualty 




















September 7, 1928 


to his contacts. He learns to be in sell- 
ing. He is quick to get the other fel- 
low’s point of view. And quick to ac- 
cept it when it is right. He is essentially 
fair-minded because he realizes that fair- 
mindedness elicits truth and truth in- 
spires confidence. 

Being fair-minded, he recognizes fair- 
nindedness. The agent is the easiest 
man in the world to sell when he knows 
you know your subject, and he knows 
you are sincere and sympathetic. 

All of which leads me to this thought: 
The real function of the home office 
underwriter at his best is to instruct the 
agent and to inspire him. When the 
agent feels that the home office selector 
is using his knowledge to conserve busi- 
ness rather than reject it, when he sees 
that a hopeless “app” is used as an illus- 
tration how to save time on such busi- 
ness in the future, when he learns that 
the home office selector formulates the 
standards that allow safety in the busi- 
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ness to which both are indebted for our 
economic life, then he gives the best he 
has to help solve problems that are his 
as much as ours. 

There is no friend I would rather have 
than the agent with whom I work. His 
natural personal loyalty is a _ beautiful 
thing. And how he does rally to you 
when you need him! Ask any agency 
man as he drives for volume. 

And now let me formulate a great 
truth. The agent is just as responsive 
for quality as he is for quantity. The 
home office selector who gets that vision 
has a large field of usefulness 
him. 

The agent initiates the business and 
therefore determines the grade of it. He 
sells the insurance idea to the applicants. 
3ut the home office selector has the op- 
portunity to sell the insurance idea to 
the agents. That is my idea of psy- 
chology in underwriting. 


before 


Two Notable Addresses Deal 
With Underwriting Problems 


derwriting” as the central theme of 

the convention, two especially notable 
addresses on the underwriting of acci- 
dent and health business were given 
Chursday afternoon. 

Dr. H. W. Dingman, vice-president 
and medical director of the Continental 
Casualty and Continental Assurance, 
who is recognized as one of the most 
thorough students of underwriting prob- 
lems as well as one of the most force- 
= speakers in the business, spoke on 

Psychology in Underwriting. 4 He 
listed as the three things he considered 
essential in selecting accident and health 
risks, the applicant’s physical ability to 
qualify, the mental attitude to regard 
is insurance fairly and the moral stam- 
ina to stand upright in time of ad- 
versity. He held that mental attitude 
is the most important of all. He de- 
clared further that it is necessary to con- 
sider the mental attitude of the agent, 
ihe applicant, the home office under- 
writer, the medical examiner and the 
in: »pector and took up in detail the points 
hat must be considered in connection 
with each of those personalities. 


Don’t Tell Underwriting 
Conclusion—Sell It 


I: line with the announcement of “un- 


He laid especial emphasis on the at- 
titude of the home office underwriter 
toward the agent and gave as a funda- 
mental axiom in the selection of accident 
and health risks: “Don’t tell your un- 
derwriting conclusion—sell it.” He as- 
serted that the real function of the home 
office underwriter at his best is to in- 
struct the agent and to inspire him. The 
agent, he said, is just as responsive for 
quality as he is for quantity. He sells 
the insurance idea to the applicant, but 
the home office selector has the oppor- 
tunity to sell the insurance idea to the 
agent and that fact he regards as prob- 


ably the most important feature of 
pecans in underwriting. 
D. MacEwen, junior vice-president 


of ae Pacific Mutual Life, also empha- 
sized the agent’s part in the risk selec- 
tion and the necessity for a sympathetic 
understanding by the home office un- 
derwriter of the problems of the man 
in the field. 

He declared that disability insurance 
is growing more popular and there is 
a growing tendency on the part of the 
individual to seek this form of protec- 
tion. He pointed out that the more 
disability insurance is sought by the 
prospect, the greater are the dangers 
of selection against the company. 

He referred to the problems raised by 
the sale of total and permanent disa- 
bility indemnity in connection with life 
policies and emphasized the necessity for 
maintaining a proper balance between 
earnings and total indemnity. In con- 
nection with the tendency to restrict 
the acceptance of health business, and 


to overcome the health insurance ex- 
perience by building up a volume of 
accident-only premiums, he sounded a 
warning in regard to tendency to include 
too many frills and “selling points” in 
accident policies. He suggested that if 
this development continues the accident 
insurance business may find itself in the 
same deplorable condition as did health 
insurance. 

Talk on Salesmanship 

Reviews Fundamentals 

An equally notable address was that 
by James L. Rainey, agency supervisor 
ot the Missouri State Life. While his 
subject was “Salesmans hip,” he gave a 
most comprehensive review of the fun- 
damentals of the accident and health 
insurance, taking up the business as a 
whole from the standpoint of the new 
salesman and showing the points on 
which he must be sold. He emphasized 
especially the necessity for selling the 
new agent the “idea” of accident and 
health insurance, the perpetuation of 
earning power, instead of stressing the 
probability of accidents occurring and 
the chance for claim payments. 

He took up the purpose of this form 
of this coverage, the reason for it and 
why the agent should sell accident and 
health insurance. He also reviewed the 
objections offered to selling accident and 
health insurance and the answers to 
them. He divided prospects into com- 
mercial and industrial classes and the 
former class again into two types, the 
large and small commercial risks, and 
analyzed the sales resistance in the dif- 
ferent classes. 

He showed the difference between the 
argumentative and the fundamental 
salesman and some of the mistakes that 
the argumentative salesman makes. He 
presented in detail the form of sales 
talk used by his company, and analyzed 
the various steps in it, using blackboard 
illustrations. 

He suggested the formation of a sales 
bureau to put over the fundamental 
idea of accident and health insurance 
to the agents and through them to the 
buyers, and declared that such a move 
would go far toward eliminating the 
need for underwriting changes. He de- 
clared that his experience has shown 
that there is no need for specialized 
policies and expressed the hope that 
the time would come when accident and 
health policies are as thoroughly stand- 
ardized as those of the life companies. 

Mr. Rainey announced at the conclu- 
sion of his talk that he had a number 
of pamphlets containing the prepared 
sales talk that he had just ptesented, 
and an indication of how well his pres- 
entation “went over” with those in at- 
tendance was found in the fact that 
there was such a rush to the platform 
to secure the copies that it pretty nearly 
broke up the meeting for a time. 
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Public Relations Committee Will 
Review “‘Ad”’ Conference Survey 


COMPREHENSIVE survey of adopted was that which provided for 

public relations affecting accident the creation of a public relations com- 

and health insurance made by the mittee. A motion was adopted for the 
Insurance Advertising Conference was appointment of such a committee of 
presented at the Friday morning session. three members by the incoming presi- 
Chis report was requested by the Health dent, to study the report and report a 
& Accident Underwriters Conference as definite plan of action, but not to incur 
the result of an offer made by Clifford any great expense along that line with- 
Elvins, president of the Advertising out authorization by the conference. 


Conference, a a I -eting last : 
ri ce t the oronto meeting la Woods Reviews Report 


vear. The report held tha » first : 

ye iris eport held at the fir on Behalf of Elvins 

essential is the education of the agent ¢ ; » 
and the public as to what accident and E. C. Budlong of the Federal Life, 


health insurance is and that there are chairman of the educational and pub- 
several other steps to be taken ahead of licity committee, presided while this 
any sort of an institutional advertising matter was — discussion. John Hall 
campaign. Woods of the Great Northern Life, who 

The only one of the recommendations is quite prominent in the work of the 
in the report which was definitely advertising conference, reviewed the re- 





The Spectre of Disability 


Disability is a spectre, an apparition, a ghost of 
the night in its contemplation, but in its actuality a 
condition as real as day itself. There is no picture 
more horrible than that of a man, denuded of his 
physical powers, forced into seclusion, denied his 
social and business contacts, his hopes and ambi- 
tions shattered, and face to face with the inevitable 
sense of loneliness from which he has no escape. 

The intensity of the tragedy is accentuated by the 
consciousness of in¢ome diminished or totally elim- 
inated, expenses pyramided, dependents distressed 
and disorganized ; and the burning and heart rend- 
ing realization that the ability to carry on is shat- 
tered. Truly, “commercial death” is often worse 
than actual death. 

Income insurance has for its purpose the ame- 
lioration of the condition, 

Pan-American Accident and Health Policies are 
designed to fit every need. If you are interested 
in reviewing a complete line of Income Policies, 
write to 


Ted M. Simmons, Manager 
Accident and Health Department 


Pan-American Life Insurance Company 
NEW ORLEANS, U. S. A. 
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port on behalf of President Elvins, who 
was unable to be present. He said that 
the first point taken up was the guestion 
of what is the attitude of the public 
toward accident and health insurance 
and if it is unfavorable or ignorant, how 
it can be changed. The report embodies 
both a fact finding survey and some 
observations on it. 

In connection with the presentation of 
the report Mr. Woods read parts of a 
letter from Mr. Elvins in which he de- 


clared that drastic action should’ be 
taken to eliminate “what seems to be 
insane competition.” He referred espe- 


cially to the desirability of simplifying 
policy forms to eliminate frills and put 
them on a more uniform basis and said 
that this would do more to improve 
public relations than any amount of 
advertising. 


Letters Sent Out to 

Field Representatives 

The report included replies to a series 
of letters sent out to a cross section 
group of field representatives. These 
show that there is a miisunderstanding 
on the part of the public and a critical 
attitude, resulting largely from the ad- 
justment and settlement of claims. In 
some cases this attitude has been ag- 
gravated by criticism of settlements 
made by agents of other companies in 
an effort to get business. 

Among the plans suggested for the 
better education of agents were study 
clubs in home offices and the use of 
house organs and special bulletins to 
convey the information desired. For 
the education of the public it was sug- 
gested that a series of folders be pre- 
pared under the direction of the confer- 
ence ta be sold to member companies 
at cost and probabl-- to carry the name 
of both the conference and the individual 
company. Suggestions were also made 
for the preparation by the conference of 
newspaper advertising mats and electros, 
to be furnished to agents and used by 
them in their local papers, and possibly 
the issuance by the conference of a 
sales manual for new agents. 


Not Ready Yet for 

Advertising Campaign 

On the question of general newspaper 
advertising there was a lack of unanimity 
in the committee itself, but the senti- 
ment was that there was much else that 
should be done before considering the 
adoption of a general campaign. It was 
suggested that it might be possible to 
put on a test campaign in one state and 
extend it to other states if the results 
justified it. 

Chairman Budlong then submitted the 
report of his committee, reviewing the 
survey but without making any definite 
recommendation in regard to it. 





CONFERENCE VOTES FOR 
REVISION OF ITS MANUAL 
(CONTINUED FROM PAGE 2) 
plan adopted will better serve the re- 
quirements of the conference companies. 
‘The number of listings has been re- 
duced by a grouping of metal and wood 


GOOD CONTRACTS TO REAL PRODUCERS 
C. W. RAY, President 
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workers under two schedules captiones 
‘Metal Products’ schedule and ‘Woo 
Products’ schedule. 

“While changes of classifications ap- 
proved by the manual committee of the 
bureau were largely based upon the 
combined experience of a number o 
companies and your committee should 
caretully cons sider the information anc 
statistics which have been furnished by 
that committee, it is probably true that 
approximately 80 percent of the business 
of the member companies of the bureau 
is written in the first three classes, and 
that the reverse is true of the business 
of the companies chiefly engaged ir 
writing monthly premium or industrial 
insurance. 

“The character and volume of our 
business and the fact that risks engaged 
in occupations classified higher tha 
‘B’ frequently engaged in different oc- 
cupations, and are subject to change oi 
occupation or duties, indicates the neces- 
sity of listing, to the fullest possible ex- 
tent, so-called industrial occupations, 
and without overlooking the advantages 
of classifying occupations—not hazards 
—of definitely stating and limiting the 
occupations listed.” 


Col. Stone Welcomes Conference 


The address of welcome at the open- 
ing session was given by Col. Lee 
Alexander Stone of Chicago, world war 
veteran and well known as a writer. 
He referred to his experience as a doc- 
tor as having brought him into contact 
with some of the problems of the acci- 
dent and health business. He did a 
good job of boosting for Chicago and 
the proposed World’s Fair in that city 
in 1933. His talk was rather brief but 
very entertaining and was a _ good 
opener for the meeting. 


The report of the credentials commit- 
tee showed that 54 companies were rep- 
resented at this meeting, with 98 com- 
pany representatives and 23. visitors, 
making a total attendance of 121. 

The birthdays of Watson W. Powell, 
president-elect, and W. G. Alpaugh of 
the Inter-Ocean Casualty, long one otf 
the most active members of the con- 
ference, both came during the meeting 
dates and both were congratulated by 
their many friends. 
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insurance it is necessary to establish the 
need—then fit the policy to the case. 
That takes from two to six or more 
interviews. In accident insurance all 
that is needed is the man’s name. The 
need can be shown and the policy fitted 
to the case in one interview. Among ac- 
tive accident salesmen a large percent- 
age of cases are closed on first inter- 
view. That is possible because the cov- 
erage is more or less standard in type 
and can be applied to practically all 
cases in the same manner. The fact 
that accident insurance caters to the 
purchaser's selfish instincts also helps 
to speed the sale. 


Commercial Changes 
Mean Faster Sales 


Accident insurance has always been 
a fast selling proposition, but during 
recent years changes in our commercial 
world made possible even faster sales 
than before. Today, so much merchan- 
dise is sold on the installment basis 
that the margin between income and ex- 
pense in the average man’s affairs has 
been reduced to practically nothing. 
The installments he is obligated for are 
actual mortgages on his earning ability. 
When the salesman calls this to his 
attention and shows that the only two 
uncontrollable contingencies that can 
wipe out his earnings are accidents and 
disease, he can bring action quickly. 

The matter of collections is not as 
much of a problem in the accident and 
health business as in other forms of in- 
surance hecnues the premiums are com- 
paratively small and can usually be paid 
quarterly or semi-annually without in- 
terest charge. The assured’s selfish in- 
terest in the contract also assists in col- 
lections. 


Renewal Earnings 
Very Much Larger 


The renewal earnings on accident in- 
surance are very much larger than on 
most other forms. The lite insurance 
salesman gets from two to five or six 
times as much for his accident renew- 
als as for his life insurance. The fire 
and casualty man gets as much or more 
first year commission on accident as 
on other lines and renewals that are 
practically equal. His net profit on ac- 
cident and health premiums is much 
higher than on fire and casualty because 
there is practically no expense for policy 
writing, etc. A great many insurance 
men have minimized the earning possi- 
bilities of accident insurance because of 
the comparatively small first year earn- 
ings. Probably the main reason for 
writing accident insurance is the re- 
newal account that can be built. Men 
who have large accident and health re- 
newal accounts usually do not appear 
as pretentious as men with large fire 
and casualty renewal accounts. They 
are often overlooked in the estimates 
placed on the achievements of insurance 
men. A man with a large accident and 
health renewal account can operate from 
a single desk, and often without even a 
stenographer, but at the end of the 
year his net earnings compare very 
favorably with those of the fire and 
casualty man with expensive offices, as 
well as with the life insurance man with 
smaller renewal commissions. 


Sure and Quick Way 
of Gaining Prestige 


Prestige in the insurance business has 
the same cash value as “good will” in 
other businesses. Insurance men are, 
or should be, alert to the discovery of 
added ways of building their prestige. 
The selling of accident and health in- 
surance is one of the surest and quick- 
est ways of gaining prestige that is 
known. A man’s ability to earn money 
is certainly one of his dearest posses- 
sions. His car may be stolen, his busi- 
ness wrecked by tornado, and his home 
burned—but none of these things will 
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affect him in the same manner as will || OF SER VICE— 
the loss of his earning ability. He can 

replace all of his tangible property that 
may be destroyed or lost, but if his Over $2,600,000.00 in losses paid to Policyholders 
ability to earn is lost temporarily or ‘ 
permanently, it can not be replaced. 
The payment of fire, casualty and life | 
insurance claims is today accepted as a |} 
matter of course, but the payment of an || ACCIDENT AND SICKNESS INSURANCE 
accident and health claim is accepted as 

being a very unusual event in the life 


| 
of the assured. The assured sees a per- | 
sonal return coming to him from his | 
insurance premiums, and the reaction | e 
| 
| 
| 
| 
| 


SOUND POLICIES PROMPT SETTLEMENTS 


is indeed favorable to the man who sold 

oe the ' coverage. The man who MILWAUKEE 

nuilds a large accident and health re- 

newal account has surrounded himself SECURITY BUILDING 
with a clientele of people whose emo- 
tions and instincts can be affected by his 
ministration of the business. He has 
built a business that is purely one of 
human problems. 


Capital and Surplus $125,000.00 


Agents wanted in Wisconsin and Michigan 
Objections to Selling | C. G. TRAPHAGEN, President E. GILJOHANN, Secretary 


Accident Insurance | JOHN A. KEELAN, Ass’t Sec’y and Agency Manager 


The next point that I believe should 
be considered is the negative reaction 
that might arise in the minds of insur- === WSS == 
ance men as to the selling of accident 
and health insurance. Whether or not 
we want to, we must admit there are | 





























still a great many men in the insurance MELL W. HOBART, Secy. JOHN A. EARL, D. D., Pres 
business who look with disfavor upon : 
accident and health insurance. In 


building our story of the “idea” of ac- || | 
cident and health insurance, I believe || 
we should consider this item as of con- 
siderable importance. 

_ Generally speaking, insurance men ob- 
ject to selling accident and health insur- 
ance for three reasons: 1. Small first 


Soe Soman Siac aaa st | The Ministers Casualty Union 


nicalities. 3. Claim troubles. 


Incorporated 1900 
Two New Members Reported 


Two new members of the conference, M4 bd 
Employers Indemnity of Kansas _ || Minneapolis 

City and the Hardware Mutual Casualty 
of Stevens Point, Wis., were reported 
by the membership committee of which 
John Hall Woods is chairman. Three 
representatives of the latter company 
were present for the first time and were 
welcomed by the conference. 

The report showed that six member | Life, Accident and Sickness Insurance for Clergymen 
companies had been reinsured or discon- || ! 
tinued business and one had resigned, 
leaving the present membership of the 
conference at 94. 
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FIDELITY Policies sell and stay sold-- 


POLICIES FOR ALL RISKS 


Full coverage commercial policies Last word in monthly pay policies 
Personal Auto Accident Policies Group Policies 





MANAGERS WANTED in the following states: 
Pennsylvania, Indiana, Michigan, Illinois 
Missouri, Kansas and Nebraska 


FIDELITY HEALTH AND ACCIDENT CO. 


BENTON HARBOR, MICHIGAN 


E. C. EDMUNDS E. C. BOWLBY 
Vice-Pres. Pres. & Gen. Mgr. 


Member of Conference since 1904 


A. R. ARFORD 
Secy. & Treas. 
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United Craftsmen 
Insurance Company 


Incorporated 


Home Office 


168 Bridge Street 
Springfield, Mass. 


Established in 1907 


Sells complete protec- 
tion and NON-CAN- 
CELLABLE policies to 
Members of the Masonic 
Fraternity, exclusively. 

Are you a Mason? If 
so, are you looking for a 
General Agency or Spe- 
cial Agency? We can 
offer you something 
where you can build a 
big business selling our 
NON-CANCELLABLE 
policies. We are a Mas- 
sachusetts Company with 
$100,000.00 on deposit 
with the State Treasurer, 
for the protection of our 
policyholders. 

Write at once for fur- 
ther information. 


J. R. AUSTIN 


Vice-President and General Manager 








Declinations Hard Problem 


HE lack of a uniform policy on the 
"Tear of the different companies in 

regard to declinations was given by 
H. G. Royer of the Great Northern Life, 
in the round table discussion on the 
question, “Is the Number of Policies 
Declined too Large?” as one of the 
factors which makes the problem espe- 
cially difficult. He suggested that if 
the companies could get together on this 
proposition it would make matters much 
easier. He said that where an agent 
submits an application from a man who 
already has insurance in another com- 
pany, which is not approved by his com- 
pany, it is often difficult to show the 
agent why this is the case. He said that 
his company endeavors to deliver some 
sort of policy if possible. If a man has 
applied for a combination policy but is 
not acceptable for that, it may be pos- 
sible to offer him an accident-only pol- 


icy or even an automobile policy. 


Rejection Must Have 

Joint Approval 

He pointed out that the underwriting 
department does not usually have the 
viewpoint of the salesman and said that 
before a rejection is made final it must 
be approved by some official connected 
with the production department. He 
thought that it should not be the ruling 
of one man, but of two or three. He 
said that his company’s declinations for 
the past six months were only 5 percent. 

The viewpoint of the man in the field 
was presented by George O. Tomlins of 
Columbus, O., former Ohio state man- 
ager for the Abraham Lincoln Life. He 
said that he had always endeavored to 
place himself on neutral ground as re- 
gards the company and the applicant 
and thought that position helped him to 
give all the necessary information. While 


there may be cases when business is 
slow, where an agent makes an especial 
effort to get an application through, he 
gave it as his belief that the tendency 
among properly instructed agents is to 
give the company all the information it 
should have. If this is not the case he 
said it could often be traced to the 
agency management or the educational 
department of the company, and if the 
companies would give more attention to 
the education of agents the rejection 
percentage would be very small. 

.. S. Parker of San Francisco, gen- 
eral agent of the Sentinel Life for north- 
ern California, also spoke on behalf of 
the man in the field. He said that he 
had rejected more cases himself than 
the company had for him, usually bro- 
kerage business. He stated, however, 
that there are many brokers who under- 
stand their work and are just as con- 
scientious as the regular agent. He sug- 
gested that applications are rejected in 
some cases because the company has an 
erroneous report in regard to the man 
and urged that the company should be 
careful to find out that the reports it 
has are absolutely correct before reject- 
ing an application on that account. He 
said that the man in the field has oppor- 
tunity for knowing more about such 
things than any company and it would 
often be of advantage to consult him. 


Fisher Would “Keep 

Field Man Sweet” 

Dr. Roy C. Fisher of the Ohio State 
Life said he considered it very important 
to “keep the field man sweet” and re- 
tain his loyalty. If an application is even 
held up, it is his practice to write the 
agent about it, as he is the link that 
binds his policyholders to the company. 
He said it is his company’s practice to 
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issue another policy without waiting for 
the applicant’s approval if he could not 
be accepted for the form requested, 
sometimes cutting down the indemnity 
from $50 to $25 a week if the applicant 
was not acceptable for the larger 
amount. 

E. C. Budlong of the Federal Life 
gave some statistics from his company 
showing that in May, June and July the 
rejections on non-cancellable business 
were 31 percent, but on the commercial 
and industrial forms only 5 percent. L., 
D. Ramsey of the Business Men's 
surance said that for the first se 











cations submitted to his company only 
21% percent had been rejected. The 
company’s position is that the applicant 
is entitled to insurance if it is possil 
to give it to him on any form of cover- 
age for any premium rate. 


1 
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Distinguished Representatives Present 

The Commonwealth Casualty of 
Philadelphia had two distinguished rep- 
resentatives at this meeting in Vice- 
president G. R. Dette, for many years 
secretary-manager of the Insurance Fed- 
eration of Pennsylvania, and W. Free- 
land Kendrick, former mayor of Phila- 
delphia and one of the most prominent 
business men of that city, who is a di- 
rector of the company. 

President Isaac Miller Hamilton of 
the Federal Life, a former president of 
the conference and one of the old-timers 
in the organization, was present and 
took an active part in the conference 
session for the first time in several 
vears. President Hamilton’s health has 
made it impossible for him to attend 
most of the recent conference meetings. 








John T. Hutchinson of Detroit, one 
of the perennial “conventioneers,” who 
very seldom misses a meeting of the 
Health & Accident Underwriters Con- 
ference, was an early arrival. 











A. J. ALWIN Sec’y-Treas. 


$50.00 a Week -- while sick or injured 


PAID BY THE 


| Minnesota Commercial Men’s Association 
| Under Its Double Benefit Health Policy and Its ‘‘A’’ and ‘‘B’’ Accident Policies 


$5,000 in case of loss of life, or both feet, or both 
hands, or both eyes, or one hand and one foot. 
$1,250 for loss of one hand or one foot or one eye. 


Averaged 
Annual ‘ 


Over 22 Years of Brilliant Success. Well Established, Large Surplus. Over 31,000 Contracts in Force. 


Accident Policy ‘‘A’’ about . . . $10.00 
Accident Policy ‘‘B’’ about . . . 8.00 
’ Health Policy, Single Benefit . . 
Cost Health Policy, Double Benefit . . 


12.00 
24.00 


Annual Cost Collected in Small Assessments at Intervals of About Every Three Months. Applica- 
tion Fee of $2.00 or $4.00 Pays for Protection in Advance to December Ist, 1928. 


Write for Application Blanks and Literature. 


Entire Sixth Floor, Eitel Building 


Minneapolis, Minnesota 


























nt 











IT PAYS TO BE A NATIONAL UNDERWRITER READER OR ADVERTISER 


It costs $4.00 a year 
to Attend All the Conventions 
The National Underwriter Way 


"ee eng of eonentiom, sales congresses, association meetings and 
get-togethers. 


Not so long ago affairs of this sort were few and their worth was looked 
upon as dubious by many. 


Today there is hardly a meeting or convention of insurance men that does 
not contribute something worth while to the business of insurance. 


Of course it is physically impossible for you to attend all the worth-while 
gatherings, had you the time and inclination to do so. 


Thus it is one of the functions of the National Underwriter to attend these 
meetings for you—to be your proxy—to give you the meat of what trans- 
pires. , ’ 


In order to faithfully report these meetings, besides the full reports carried in 
the regular editions of the National Underwriter (Fire Edition) the follow- 
ing conventions are reported in fuller detail in our special numbers and special 


inserts 


The Mid-Winter Health & Accident Conference 
The Mid-Summer Health & Accident Conference 
The Texas Local Agents Convention 
The National Association of Insurance Agents Convention 
The Iowa Local Agents Convention 
The IIlimeois Local Agents Convention 
The Michigan Local Agents Convention 
The New York Lecal Agents Convention 
The Kansas Local Agents Convention 
The Ohio Local Agents Convention 
The Tennessee Local Agents Convention 
The Oklahoma Local Agents Convention 
The Fire Underwriters Association of the Northwest 
The Indiana Insurance Day Conventics 


The National Underwriter 
CHICAGO 


MEMBER OF THE AUDIT BUREAU OF CIRCULATIONS 


_ ASSOCIATED BUSINESS PAPERS, INC. NATIONAL PUBLISHERS ASSOCIATION, INC. 

















1928 Mid-Summer Health and Accident Conference Number 
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THE 
PROGRESSIVE COMPANY 





Organized Af W=,” \6 36 Years’ 
4. > 4 . j 


INSURANCE IN FORCE OVER 
$1,140,000,000.00 


Branch Offices-Operating in 40 States 
and General Agents in practically all 
Important Centers. 





— Room for more good men — 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President Home Office, St. Louis 
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Great American 
Insurance Company 





Your Your 
Company Company 


AMERICAN ALLIANCE 


INSURANCE COMPANY 


NEW YORK 


MASSACHUSETTS FIRE & MARINE 
INSURANCE COMPANY 


Boston 


ROCHESTER AMERICAN 
INSURANCE COMPANY 


NEW YORK 


WESTERN DEPARTMENT 
STRAUS BUILDING CHICAGO, ILL. 


IOWA STATE AND SPECIAL AGENTS 
WALTER A. HARVEY GEORGE E. CARR 
JNO. A. SHULTZ N. W. McBEATH 

Ith Bldg. 
DES MOINES 




















The 


Tall Grown Company 
of the 
Tall Corn State 


Lite Iowa's famous corn, 


the growth of this company has placed it high 
in the field of Fire Insurance. Iowa has never had a crop 
failure; the Iowa National has never had a service failure. 
Iowa agents, who wish to guarantee to their clients, the 
best of fire, lightning, tornado and automobile protection, 
and the prompt settlement of their claims, will do well to 
place their insurance with this company. 


OFFICERS 
Cc. S. Vance, C. M. Spencer Frank P. Flynn, 
President Vice President and Secretary Treasurer 


FIELD REPRESENTATIVES 


J. D. Berry, Adjuster John L. Peterson, Special Agent 
W. N. Mintonye, Special Agent H. P. Rosser, Special Agent 
Capital, $500,000.00 Assets, $1,278,797.18 


Insurance in force, $100,000,000.00 
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Much Momentum in lowa Body 


Annual Meeting of the Agents Association Brought Out a Spirit of En- 
thusiasm That Will Carry the Organization to Larger and Greater Work 


Story of the Meeting 


ATERLOO, IA., Sept. 11.—This 
is a short running story of the 22nd 
annual convention of the Iowa Associa- 
tion of Insurance Agents held at Cedar 
Falls on Monday and Tuesday of this 
week. All of the business sessions took 
place in the Empress Theater. J. R. 
Vaughan of Waterloo presided at each 
business meeting. Roland F. Merner, 
city attorney, extended greetings on be- 
half of Cedar Falls and W. H. Whit- 
ford, president of the Cedar Falls local 
board, gave a few words of welcome on 
behalf of the local agents of Cedar Falls. 
The response was by J. I. Petty of Des 
Moines, vice-president of the lowa asso- 
cition. 


Gain in Membership 
Shown in the Report 


There followed the report of 
tary-Treasurer Joseph R. Anderson of 
Cedar Rapids. He said that the finan- 
cial condition of the association is sound. 
The organization is 21 years old and 
there are now 256 members, a net gain 
of 61 for the year, this being the highest 
total and the biggest gain for any one 
year. Mr. Anderson next read a short 
history of the Iowa association, saying 
that he felt this proper on the occasion 
of the organization having reached its 
majority. Next was heard the report 
of the chairman of the executive com- 
mittee, C. H. Kissick of Albia. John P. 
Montrose of Des Moines, chairman of 
the fire prevention committee, was un- 
able to be present but his report was 
read by John I. Petty of Des Moines, 
vice-president of the lowa association. 
Legislator Spoke to 

the Local Agents 


Secre- 


J. R. Vaughan then read his presi- 
dential message covering every phase of 
the organization’s work during the past 
year. One of the most interesting pa- 
pers heard at the meeting was that of 
Otto F. Lange of Dubuque, who fol- 
lowed Mr. Vaughan, with his talk on 
“Needed Legislation.” Mr. Lange is a 
member of the Iowa legislature from 
the southern district. Mr. Vaughan 
then appointed the resolutions and nom- 
inating committees, which brought the 
Monday morning session to a close. 

At noon there was a local board 
luncheon at the Blackhawk Hotel, to 
which everybody interested in local 
board work was invited. J. J. Shepard, 
president of the Cedar Rapids local 
board, presided. 

E. M. McKinney opened the Monday 
afternoon session with an office effi- 
ciency demonstration. He was followed 
by A. M. Upham, Iowa state agent of 
the Liverpool & London & Globe, who 
spoke on “If I Were a Local Agent.” 
In response D. M. Kelley, local agent 


OFFICERS ELECTED 


PRESIDENT 
John J. Shepard, Cedar Rapids 


VICE-PRESIDENT 
S. T. Morrison, Iowa City 


SECRETARY-TREASURER 
John I. Petty, Des Moines 
EXECUTIVE COMMITTEE 


Fred W. Colvin, Sioux City, Chairman; Clyde H. Kissick, 
Albia; Tom Kelley, Ft. Dodge; George W. Scott, Jr., Daven- 


port. 


NEXT MEETING PLACE 
To be determined later by Executive) Committee, but it 


at Cedar Falls, talked on his topic, 
I Were a Field Man.” 

W. E. Harrington, president of the 
National Association of Insurance 
Agents, then discussed the work of the 
association, its accomplishments and 
aims. Mr. Harrington had to leave 
Monday night in order to get to Mus- 
kegon, Mich., where he was stheduled 
for an address before the Michigan As- 


“Tf 


sociation of Insurance Agents. 
P. J. Clancy of Des Moines followed 
Mr. Harrington with a conference on 


casualty and surety business, over which 
he presided as chairman. This con- 
cluded the Monday afternoon session. 
In the evening there was a banquet 
at the Blackhawk Hotel at which Presi- 

















J. R. VAUGHAN, Waterloo 
Retiring President 





will probably be held either at Ft. Dodge or Des Moines. 


dent Vaughan acted as toastmaster. The 
only speaker was W. E. Harrington. 
Some whistling solos were given by 
Miss Dorothy Sisson of Cedar Falls. 


Breakfast Conference 
Held the Second Day 


Tuesday morning there was a break- 
fast conference at 8:00 a. m. in charge 
of J. S. Anderson, 
and at which there 
formal discussions. 

The regular business program opened 
later in the morning with a talk by 
E. L. Sanders of Waterloo on “Our 
Neglected Lines.” The next speaker 
was E. O. West of Centerville, who dis- 

(CONTINUED ON NEXT PAGE) 


secretary-treasurer, 
were numerous in- 





J. I. 
New 


PETTY, Des Moines 
Secretary-Treasurer 


Spirit in the Iowa Body 


i] 
} 


ATERLOO, IA., Sept. 11.—There 

was plenty of life and snap about 
the 22nd annual convention of the Iowa 
Association of Insurance Agents which 
was held here on Monday and Tuesday 
of this week. At the very first business 
session Otto F. Lange of Dubuque, Ia., 
“started something” when he arraigned 
the companies severely for multiple and 
indiscriminate agency appointments. 
What Mr. Lange had to say was closely 
related to what developed at the cas- 
ualty and surety conference which was 
presided over by P. J. Clancy of Des 
Moines, at which the demoralized state 
of the contract bond business in 
was discussed at length. 


Say That Side Line Men 
Are Being Appointed 


lowa 


Mr. Lange and a number of other im- 
portant agents are quite free in stating 
that they believe most of the difficulties 
in the path of legitimate agents are the 
result of careless, unfair and unintelli- 
gent agency appointments, They believe 
that’ in this respect, at least, the com- 
panies have worked against and not with 
the agents. They believe curb stoners, 
side liners, secretaries, stenographers, 
employes, contractors, officers and others 
who have no qualifications for the in- 
surance business other than their ability 
to secure a certain line or lines should 
be permanently eliminated through the 
active cooperation of the companies and 
by legislation if necessary. 

May Seek to Get Strong 

Qualification Law 


In fact, the great growth of the asso- 
ciation during the year and its talking 
of this condition has given rise to the 
belief that next year the organization 
may be able to secure anti-rebate, anti- 
discrimination and agent’s qualifications 
law from the Iowa legislature. The as 
sociation made remarkable strides in the 
year just closed in increasing its mem- 
bership to 256, a net gain of 61 for the 


year. New local boards were organized 
in the very important cities of Ft. 
Dodge, Cedar Rapids and Dubuque, 


which means that all of the importdnt 
parts of the state now have strong grow- 
ing local associations. G. W. Scott, 
field representative of the National As- 
sociation of Insurance Agents, spent 
some time in lowa last year assisting in 
the formation of new boards and in in- 
creasing the membership. 


Shepard Will Make an 
Energetic President 


J. (“Jack”) J. Shepard of Cedar 
Rapids, the newly elected president, is 
young and vigorous. He is especially 
interested in association work. He is 
the president of the newly formed Cedar 
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Rapids Board. He will inject new life 
and force into the affairs of the Iowa 
association and will undoubtedly carry 
the work on in the same energetic way 
that has characterized the administration 
of Mr. Vaughan. The newly elected 
vice-president, S. T. Morrison of Iowa 
City, is sincerely interested in associa- 
tion work, and John I. Petty, of Des 
Moines, who was elected  secretary- 
treasurer, served last year as vice-presi- 
dent. Hence he is very familiar with 
the policies and general procedures of 
the organization’s affairs. This trium- 
virate was happily selected and will, 
without a doubt, maintain the high posi- 
tion to which the Iowa association has 
achieved. 

J. R. Vaughan Is Given 

Credit for His Work 


Too much credit cannot be given the 
retiring president, J. R. Vaughan of 
Waterloo. He has served for two terms. 
At the end of his first year, at the con- 
vention at Waterloo last year, he really 
wanted to withdraw. He had not had 
the proper support from the members. 
He felt that he was struggling alone. 
He wanted to give up and go back to 
the ranks and at that time expressed 
disappointment and dissatisfaction over 





J. R. 
Retiring Secretary-Treasurer 


ANDERSON, Cedar Rapids 


the condition of the association and the 
apathy of its members. His value as a 
leader was recognized, and he was prac- 
tically drafted into the service again, but 
with the assurance that the members 
would get behind him. They were as 
good as their word, and Mr. Vaughan 
was able to go out of office with a 
record of great things accomplished and 
an enthusiasm engendered that will un- 
doubtedly get momentum through the 
affairs of the association for several 
years to come. He is a comparative 
newcomer to the business, having been 
until recent years a school teacher. He 
is a hard worker, honest and loyal, and 
his value to the association cannot be 
overestimated. 


Contract Bond Situation 
Caused Most Interest 


History repeated itself at this year’s 
meeting and again, as at Waterloo last 
year, the topic that aroused the most 
interest and caused the bitter and most 
general discussion was the demoraliza- 
tion of the contract bond situation in 
Iowa. Here is something that has 
caused among the agents of Iowa a hos- 
tility and antagonism toward the surety 
companies that is undoubtedly under- 
estimated by the companies. The agents 
feel that the companies are not protect- 
ing them or giving them a square deal. 
It is certain that the legitimate agents 
of Iowa are not writing one-tenth of 
the contract bond business of the state, 
which is instead being written by con- 
tractors themselves, their employes or 
friends of the contractors who are able 


More Complete Office System 
Greatest Need of Local Agent 


By E. M. McK INNEY 


Des Moines 


and field man has’ convinced 

me that one of the greatest needs 
of the majority of local agents is 
the necessity of a more simple and com- 
plete method of handling the office de- 
tail. Many agents capable of securing 
a good business have been discouraged 
to the point of selling out or quitting 
because the complex details could not 
seem to be mastered. I fully believe 
that at least one-third of the failures 
or discontinued agencies can be traced 
to poor office methods and records. 
Therefore, I have found it well worth 
while to make a study of this subject 
in a practical way and am very glad to 
pass along to you some ideas that may 
be of help. 

I would not have you think that our 
method of agency accounting is far su- 
perior to some others or that it is the 
only way to arrive at the results of your 
business month by month, showing the 
detailed figures to the point of a trial 
balance and premiums by companies as 
well as income gross and net and de- 
tailed expenses even to a _ percentage 
cost based on total volume which every 
live agency should have. 
am not selling systems or supplies, 
but would like to impress upon you the 
importance of seeing that this end of 
your business is not overlooked. Any 
system can be analyzed quickly by ar- 
riving at the total volume based on an 
average premium per policy and the help 
required to handle it. One good clerk 
should take care of an office doing 
$40,000 to $50,000 in premiums annually 
and two clerks up to $125,000, and so on. 


Tells About Plan 
Used in Office 


We have designed a loose-leaf policy 
register and account current which 
gives a complete premium commission, 
and company record of your business. 
This one book eliminates the usual com- 
pany registers and although it is very 
simple, it constitutes the principal and 


M: EXPERIENCE as a local agent 


me 


basic part of this system. It gives a 
detailed record of every premium, can- 
cellation and endorsement, as well as 
the important totals at the end of each 
month. We post to a ledger card ac- 
count from this book and have found 
the 4x6 ledger card preferable to the 
usual book accounts, inasmuch as it 
saves time and condenses your accounts 
receivable to live accounts only. These 
account cards when paid are placed in 
the paid file and used again for future 
charges or credits. Our only other book 
is a general ledger showing company 
accounts net_and their balances and of 
course income and disbursement items. 
Then under this same binder we have 
our cash book and journal. 

For the average lowa agency I be- 
lieve the best method of keeping your 
live daily reports and copies of your 
form applications and _ miscellaneous 
policies is to file them by expiration date 
regardless of the company. Your line 
or alphabetical card file will tell you 
where they are and this method then 
gives you a double check on your ex- 
pirations. This is the most important 
thing in your office. 

For our expiration, line card and bill 
head we recently developed a simple 
and very valuable three-in-one idea that 
has saved just two-thirds the usual time 
required and one-third the expense of 
these items. 


COMMITTEES NAMED 
At the first session President J. R. 
Vaughan appointed these committees to 
bring in their important reports at the 


concluding session: Resolutions, Fred 
W. Colvin, Sioux City, chairman; Otto 
F. Lange, Dubuque: John S. Cutter, 
Shenandoah; S. T. Morrison, Iowa City, 
and E. O. West, Centerville. Nomina- 
tions, ‘H. P. Pratt, Sioux City, chair- 
man; W. J. Carter, Ft. Dodge; John 
Hynes, Davenport, and P. J. Clancy, 


Des Moines. 








to control the business and even agents 
from Illinois, Missouri and Minnesota 
who come in and quote rates below and 
capture the business. The surety com- 
pany official who feels that the agents 
of Iowa are not aroused over this situa- 
tion should read the account of the 
casualty and surety conference at which 
this was discussed which appears on 
another page. 


Program Was Pliable 
and Not Too Set 


One of the likable things about this 
year’s program was the fact that it was 
not too set and stiff. There were three 
distinctly informal meetings, the first 
one being the luncheon at which those 
interested in carrying on the work of 
local boards were present. At this 
meeting everything was discussed in a 
most informal way. A great deal of 








valuable information was brought to the 
surface. The next was the breakfast 
conference, at which any and everything 
was taken up and ideas exchanged very 
freely. The third was the open forum 
or question box, a feature of the final 
session. The value of these gatherings 
is that everyone is given a chance to 
talk, no one is excluded, no topic is 
barred, and there is a great freedom 
from restraint in everything that is said 
and done. 

The Iowa association has decided to 
make its membership co-extensive, that 
is, in order to become a member of the 
Towa association, and hence a member 
of the National association, the appli- 
cant must first be a member in good 
standing of a local board, officially rec- 
ognized by the executive committee of 
the state association. This is in line 
with the plan being furthered by the 


- RESOLUTIONS ADOPTED 


Resolved, that we approve of and offer our assistance in carrying out the 
five-year development program of the National Association of Insurance Agents, 
and that we express our appreciation to National President W. E. Harrington for 
his personal visit to and helpful council in our state convention. 

Resolved, that the convention reiterate its instruction given at the Waterloo 
convention in 1927 to the legislative committee that bills be presented to the next 
general assembly of Iowa for an agent’s qualification law, and for anti-discrimina- 


tion and anti-rebate laws. 


Resolved, that a further effort be made through cooperation with the National 
Association of Insurance Agents and its field men to enlarge the membership 


ranks from the capable agents in Iowa. 


National association and will un- 
doubtedly be made effective in every 
state. 

It may, however, cause some tempo- 
rary difficulty in Des Moines, where 
eight members of the state and National 
association are not members of the local 
board and do not apparently intend to 
be. The association has also adopted 
graded dues with a minimum of $10 and 
a maximum of $50, which is also part 
of the National association’s general 
program. 

In the future the annual meeting place 
will be determined by the executive 
committee. In the past the meeting 
place has been decided on the conven- 
tion floor, but this is regarded as an 
unsatisfactory way of determining so 
important a thing as the place of the 
annual convention, and so in the future 
the executive committee will make the 
decision. 


Story of the Meeting 
(CONT’D FROM PRECEDING PAGE) 
cussed “Farm Insurance.” James S. 
McHugh, Iowa state agent of the Hart- 
ford Fire, gave a sales demonstration in 
which he put forth the message to be 





MILO R. WHIPPLE, Cedar Rapids 
Prominent in Association 


used in selling full 
insurance. 

A talk on “Marine Insurance” was 
given by F. B. Wreaks of Chicago, man- 
ager of the marine department of the 
Home. 

S. T. Morrison of Iowa City presided 
over a question box session. 

C. H. Kissick of Albia, chairman of 
the executive committee, offered some 
amendments to the constitution and by- 
laws which were adopted. The reports 
of the resolutions and nominating com- 
mittees were submitted and approved, 
and the meeting was closed with the 
urgent invitation of the Ft. Dodge agents 
to hold the 1929 convention in their city. 


coverage automobile 


Banquet Attractive 


The banquet was quiet, orderly and 
attractive. President Vaughan presided. 
There was only one speaker, W. E. 
Harrington, president of the National 
Association of Insurance Agents, who 
regaled his audience with a number of 
new and amusing stories. Some whist- 
ling solos were rendered by Miss 
Dorothy Sisson, a student at the lowa 
Teachers College in Cedar Falls. 


Many Field Men Present 


As usual, a number of Iowa field men, 
both fire and casualty, were on hand. 
One of the veterans, O. J. Davis of the 
Home, participated in many of the dis- 
cussions. The Iowa Association of In- 
surance Agents is always glad to have 
the field men present and extends them 
the privileges of the floor. 
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Needed Legislation for Insurance 


ills of the insurance business can be 

cured by legislation. Far from it. 
A little more cooperation and a little 
less jealousy among the agents them- 
selves will prevent many of the things 
that we now look upon as ills, and the 
most of those that are left are imagin- 
ary. But some are real and can be 
cured only by legislation and where 
legislation is necessary we should not 
hesitate to ask for it. 

Probably the greatest complaint 
amongst agents is the competition of 
the “curbstoners.” I do not know how 
other cities are affected, but in Dubuque 
we have grocers, butchers, druggists, 
contractors, garagemen, barbers, stenog- 
raphers and nearly every other vocation 
represented as fire insurance agents. 
These persons are part timers who write 
only a few policies a year. Yet the com- 
panies are so hungry for business that 
they are willing to appoint most anyone 
to get these few policies. They figure 
that by doing so they will get a little 
business in a town in which they are not 
represented among the legitimate insur- 
ance agents. 


| AM not a man who believes that the 


Course Special Agents 
Follow in Appointing 


When a special agent goes to a city 
to place an agency for his company the 
procedure appears to be about as fol- 
lows: First, call on the regular insur- 
ance agent. If unsuccessful with him 
try the garageman, then the retail mer- 
chant, barber and finally wind up by 
trying to induce the waitress who serves 
his coffee at the lunch counter in the 
depot to take the agency of his com- 
pany. 

I place the blame for the “curb- 
stoners” just where it belongs, and that 
is with the companies. Nearly all the 
companies are guilty of this practice. It 
would surprise a good many of you if 
you knew that your favorite company, 
the one that you give a large percentage 
of your business, is represented by a 
barber or a garageman in some other 
city. It would surprise some of you 
more if you knew the names of all the 
agents of your favorite company in your 
own city. 

I learned recently that a company to 
which we gave a large percentage of our 
business had two other agents in Du- 
buque, who represent mutuals only 
excepting this one company, and the 
other a building contractor who insures 
his own buildings chiefly. The special 
slipped in a couple of “curbstoners” 
without our knowledge and secured a 
few measly premiums for his company 





E. H. MULOCK, Des Moines 


By OTTO T. LANGE 


by this unethical practice. Try it out, 
some of you fellows, write the insurance 
commissioner and ask him to furnish 
you with the names of all the persons 
licensed to solicit business for your 
favorite company right in your home 
town. 

There are approximately 60,000 agent’s 
licenses issued by the insurance depart- 
ment of Iowa. That does not mean 
that there are 60,000 persons licensed, as 
some agents have several licenses, but 
it is a safe guess that there are as many 
“curbstoners” licensed as there are legit- 
imate agents. 


Legislation Is Suggested 
to Improve Situation 
} 


This condition probably cannot be 
remedied directly by legislation because 
a company can appoint as many “curb- 
stoners” as it pleases, but I believe it 
can be greatly improved indirectly by 
certain legislation which I will endeavor 


that offense. Similarly, wherever an 
agent in the handling of any policy, 
whether fire, life, tornado or casualty, 
fails to make an endorsement required 
by the statute or by the order of the 
insurance commissioner or violates any 
other provision of the statute the in- 
surance company will be held responsi- 
ble for the violation. 

Another example: A local agent some- 
times requests his company to procure 
a license for an employee of a. business 
concern in order that he may handle the 
insurance for that business concern, and 
will pay a part of the commission back 
to the business concern under the guise 
of dividing commissions with an agent. 
This would be regarded as pure rebat- 
ing and the company would be held 
responsible for the violation of the law 
as well as the agent. 

Such a law would make the company 
directly responsible for its agents. If 
the company through misfortune or 


One of the striking features of the meeting was Mr. Lange’s report 


on needed legislation. 


He struck out boldly and did not mince words in 


his arraignment of the companies for carelessness in agency appointments. 


Mr. Lange scored heavily with the agents. 


shoulder. 


to explain. I believe that we should 
have a law on the statute books which 
places the agent of an insurance com- 
pany in the same light as the agent of 
any other company or any other person 
acting in a representative capacity. An 
agent should be the alter ego of the 
principal. Whatever the agent does in 
connection with the writing of insurance 
should have the same effect as if done 
by the company. The company, the 
principal, should be held absolutely re- 
sponsible for the acts of the agent. 
Whatever the agent does that violates 
the law should be made a violation of 
the law by the company. Any penalities 
that are assessed against an agent should 
also be assessed against the company. 


Would Hold the Company 
Largely Responsible 


For example, rebating the premium 
on some forms of insurance is a viola- 
tion of the law: If the agent, in order 
to secure business, rebates the premium, 
the agent has violated the law, but if a 
law such as I am proposing is placed 
upon the statute books the company 
also has violated the law and is subject 


to whatever penalty the law provides for 





GUY W. ANDREWS, Sioux City 


He spoke plainly and from the 


carelessness makes a selection of an 
agent who will be guilty of violations 
of the law the responsibility for such 
erroneous judgment, carelessness or mis- 
take will fall upon the company and the 
consequences thereof must be borne by 
the company. It will not be an excuse 
for a company to say in explanation of 
a violation that the violation was com 
mitted by an agent without its knowl- 
edge. Under the law as it now stands, 
if an agent violates the law he commits 
an offense against his principal as well 
as against the state, unless it can be 
shown that the principal knew of the 
violation, approved of it and so made the 
violation its own. It is a very easy 
matter under the law as it now stands 
for the company to get “out from under” 
by claiming that it knew nothing of the 
transaction and that the agent alone is 
to blame. Under the law that I propose 
both the agent and the company are 
liable. 


Curbstone Agents Will 
Be Greatly Reduced 


If such a law as I propose is placed 


upon the statute books I believe it will 
greatly discourage the practice of ap- 














JOHN HYNES, Davenport 


pointing “curbstoners” as agents. The 
companies will be mighty particular 
whom they select to represent them if 
they know that under the law that the 
man whom they select is the company 
so far as the law is concerned. 

It will also do away with the neces- 
sity of the insurance department of Iowa 
acting as a collection agency for the 
companies. At present it is the practice 
of this department that when an agent 
does not pay his nets the company noti- 
fies the insurance commissioner, who in 
turn notifies the agent that if he does 
not pay his nets his license not only for 
the complaining company but for all 
other companies that he represents will 
be cancelled. 

Then the insurance commissioner 
bludgeons him into paying: the com- 
pany appoints another irresponsible who 
is in turn bludgeoned by the commis- 
sioner, and so on, ad infinitum. Can 
you imagine anything more humiliating. 


Says Collection Rule 
Is a Pernicious One 


This is unquestionably the most per- 
nicious rule of any insurance department 
of any state. I want to go on record 
right here that I am unalterably opposed 
to it. I do not believe the insurance de- 
partment was organized for that pur- 
pose. That rule is directly responsible 
for most of the irresponsible agents. 
That rule protects the company too 
much from the consequences of its own 
acts. My contention is that the less 
protection a company has from the state 
the more careful it will be in the selec- 
tion of its agents. The more careful the 
company the fewer “curbstoners” hold- 
ing licenses. The insurance company 
certainly should have no more assistance 
in the collection of bad accounts than 
is afforded a creditor in any other line 
of business. 


Should Appoint Only 
Reliable Agents 


In other words, I would make every 
company stand upon its own bottom, it 
select its own agent and it should be 
responsible in every way for the person 
it selects. If it appoints a “bad one” 
who does not pay his nets let it collect 
as best it can or take its loss. Without 
the assistance of the insurance depart- 
ment in the collection of delinquent 
accounts the most improbable thing in 
the world is that the companies would 
appoint men as agents whom they were 
not more than reasonably sure would 
pay their nets. Such a law would dis- 
pense with the necessity for an agent’s 

(CONTINUED ON PAGE 12) 
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Last Association Year Is Reviewed 


By J. R. VAUGHAN, 


Waterloo, Ia., President 


[ is with considerable satisfaction and 

real pleasure, mingled with some re- 

gret, that I render an account of my 
stewardship for the second year of serv- 
ice as president of this association. If 
the association has failed to accomplish 
all that you had reason to hope or ex- 
pect during the year now closing, it has 
not been because I have not tried to do 
my best nor that I have, at any time, 
hesitated to sacrifice my time, energy 
and physical endurance. I have thor- 
oughly enjoyed even the hard work con- 
nected with the task and my regret is 
that we were unable to accomplish 
more definite results during the year. 
The task calls for someone more ca- 
pable than I who can and will give the 


time and ability commensurate with 
the needs of the association at this 
time. 


I want to be known as a friend to 
every member of this association, for 
such I am. With this thought in mind 
and out of the experience of the past 





R. M. EVANS, Des Moines 
Chairman Legislative Committee 


two years as your president, I am going 
to say some things which every mem- 
ber should know. In fact, I feel that I 
would be unfaithful to my trust should 


L withhold the truth even at the risk of 
wounding the feelings of some whose 
cooperation I have coveted and whose 


friendship I desire to retain. 


Not All Members 
Have Worked Hard 


I could mention by name a number 
of our members who are shining exam- 
ples of what a member of this associa- 
tion should not be; who have made no 
consistent, intelligent effort to live up 
to the ideals and principles for which 
this association stands. This is a broad 
statement, even for a retiring officer to 
make, but it is an honest fact and a sad 
reflection upon the association, which 
we are striving to make a power for 
good in this state. I have been exceed- 
ingly humiliated many times, especially 
during the past year, by hearing the re- 
nark that certain agents or agencies 
were no credit to our assocation. These 
remarks were not intended as a reflec- 
tion on the association, for they were 
not made by critics of our organization. 

We have been making a strenuous 
effort to increase our membership dur- 
ing the past two years, and I have won- 
dered if we have not erred exceedingly 
in stressing quantity rather than qual- 
ity in our solicitation of members. If 
that be true, then may we suggest to 
the incoming administration that this 
order be reversed and that we all strive 


for a simon pure membership. This 
association has a right to expect as well 
as demand that every member bea credit 
to the organization, an honor to the in- 
surance fraternity, eminently worthy of 
our friendship and fellowship, and pos- 
character, intelligence and a con- 
suming desire faithfully to administer 
the trust imposed in an insurance un- 
derwriter. 


sess 


Restates Principles 
of Iowa Association 


As there are some here today who are 
not familiar with the principles for 
which this association stands, I will 
take this opportunity of restating them 
in brief as follows: “The object of this 
association shall be to support right 
principles and oppose bad practices 1m 
underwriting; to maintain a high stand- 
ard of integrity and to promote har- 
mony among its members and to co- 
operate with the state insurance depart- 
ment in enforcing the insurance laws 
and such other rules and regulations as 
the insurance department may promul- 
gate.” These principles establish a code 
of ethics, the observance of which calls 
for the highest type of citizenship. You 
will notice that we are also pledged to 
oppose bad practices in underwriting, 
whether the evil is indulged in by a 
member or a non-member of this asso- 
ciation, in order that we may protect 
the good name of our business or pro- 
fession by cooperating with the com- 
missioner of insurance in preventing the 
unworthy agent from preying on an 
unsuspecting public. 

It is becoming quite the practice for 
purchasers of insurance to buy from 
agents the protection offered with little 
or no regard as to the carrying com- 
pany. It is a rare occasion these days 
when a purchaser of fire, casualty and 
some other lines of insurance, makes 
any inquiry whatever as to the name, 
‘size or character of the company in 
which the risk will be placed. In other 
words, the ordinary purchaser of insur- 
ance does not look beyond the agent 
who solicits the risk. This being true, 
it becomes imperative that every insur- 
ance agent be honest, intelligent and 
absolutely trustworthy. 

About two years ago we launched a 
campaign to put a stop to this evil prac- 
tice. The main points of procedure 
have appeared in the columns of the 
insurance press and the “American 
Agency Bulletin.” We have also sent 
out in bulletin form to members some 
of the special features of this campaign. 
I will not go into further detail, but will 
say for your information that we are 
still on the job and expect to win. The 
Surety Association of America, com- 
posed of all the bond writing surety 
companies in the United States, has as- 
sured us, through R. R. Gilkey, its sec- 
retary, that the association is with us 
to the end and stands ready to cooper- 
ate with us in an aggressive manner. 
The failure to secure more rapid results, 
to my mind, is not the fault of the 
Surety Association. The plan as first 
proposed has not met with complete co- 
operation of the bond writing agents in 
Iowa, and it now looks as though this 
cooperation cannot be obtained. Hence 
relief must come from some _ other 
source or from some other method of 
procedure. 


Iowa Not Alone 
in Matter of Rebating 


May I say further that Iowa is not 
the only state where this evil is ram- 
pant; neither are the local agents the 
only sinners. I am creditably informed 
that outside brokers and branch man- 


agers have found this state a very fer- 
tile field in which to write contract 
bonds. It has been reported that these 
parasitical offenders have frequently re- 
bated to the full extent of the general 
agency commission. It is strange that 
the member companies of the Surety 
Association of America would flaunt 
ostentatiously this grossly unethical 
practice right in our faces, just at a time 
when we were making an honest, intel- 
ligent effort to cooperate with the or- 
ganization of which they are a constitu- 
ent part in an effort to stop the prac- 
tice of rebating on contract bonds. 

Compla 2zints during the year have been 
fewer in number and less serious in 
nature. This is due largely to the prac- 
tical functioning of local boards. Sev- 
eral disturbing complaints were amic- 
ably adjusted within the local boards 
with little or no outside help. Not a 
single complaint, to my knowledge, has 
been referred to the grievance commit- 
tee during the entire year. 

In every complaint which came to my 
office, I found the contending parties 
ready and willing to do the fair thing, 
after all the facts were carefully con- 
sidered. In every case where company 
representatives were in any way in- 
volved, I found every field man ready 
to assist. The splendid work of the 
local boards in adjusting differences of 
opinion and local grievances suggested 
to me the theme of this convention: 
Conference and Cooperation. 


Local Board Should 
Be Clearing House 


The local board is or 
insurance clearing house; 
members exchange ideas, foster ideals 
and adjust differences of opinion on 
insurance matters of local interest. 

It should be remembered, however, 
that no local board is a law unto itself. 
A board has a right to make rules and 
regulations for the government of its 
members, but when outside interests are 
involved, then “conference and cooper- 
ation” must be the rule of faith and 
practice. 

The local 


should be an 
a place where 


board should be the me- 
dium for the information, inspiration 
and intelligent cooperation of agents. 
Wherever two or more good agents are 
engaged in the insurance business in a 
community there is need for a local 
board. It is not a question of the num- 
ber of members. If the board is need- 
ful, helpful and necessary for the larger 
number, the same is true of the smaller 
number. 


Urges Agents 
to Read More 


Every local board, in 
tion properly, orderly 
must have a three-fold purpose. It must 
be educational, inspirational and fra- 
ternal; thus shall the insurance needs 
of the community be intelligently 
served, the income of members satis- 
factorily and a common 


order to func- 
and effectually 


maintained, 
bond of friendship and fellowship estab- 
lished, all of which embraces security, 
prosperity and fidelity. 

The ideal local board should have, in 
addition to that which I have briefly 
mentioned, a co-extensive membership, 
every member of the local board a mem- 
ber of the state and national associa- 
tions; and where local boards exist, 
membership in the local board should be 
a prerequisite to membership in the 
state and national associations. 

The president, in conjunction with the 
executive committee, made the usual 
appointments of committees and pro- 
vided for several additional committees, 
in order to be in accord with the Na- 


tional association appointments. I find 
that some confusion and overlapping of 
duties have resulted. Perhaps more 
specific explanations should have bee: 
made; but I have taken for granted t 

all members read the “American a 
Bulletin,” in which the work of the dif- 
ferent committees has been carefully 
outlined, thoroughly explained and spec- 
ifically amplified. The agent who fails 
to read the “Bulletin” and the insur- 
ance trade papers is missing a great 
opportunity for self improvement. Let 
me make another pronouncement, in 
the interest of the incoming administra- 
tion. Forgetting the things of the past 
and looking toward the future, may | 
say if so be that any of you should be 
assigned a task, for next year, as officer 
or committeeman, either accept with a 
fixed determination of doing your level 
best or emphatically decline the appoint- 


ment. There is no place for drones in 
the officiary of this association. 
The report of the secretary at the last 





H. P. 
Active in Association 


PRATT, Sioux City 


annual meeting showed 195 members in 
good standing on the roster of the asso- 
ciation. In the report just submitted 
we appear to have 256 members. This 
is an apparent gain of 61 members. 
However, we have on the delinquent list 
for this year 34 who have not paid 
their dues. As I remember, we have 
some 20 or more who are still delin- 
quent for the two years. The lapse of 
these 50 odd members made it necessary 
to gain new members to offset this loss. 
This we have been able to do and still 
meet the membership increase requested 
by the executive committee of the Na- 
tional association. If in some way we 
could prevent these lapses from year to 
year we would have a very cred- 
itable membership. 


soon 


Lack of Appreciation 
Affects Membership 


The lack in growth is not due to lack 
of agents, even good agents. To my 
mind it is a lack of the cooperation of 
the present membership; the lack of co- 
hesion; the lack of the appreciation of 
the association, and the benefits derived. 
Ii we believe in this organization, and 
think it worth while, why not make a 
little sacrifice for its future growth? 

I am in no way casting any reflection 
on this association nor on the work it 
has done or is doing; but I am thinking 
of the hundreds of agents who could 
and who should be enlisted in the work 
of self improvement for an enlarged 
service to our constituency. A field 
man of large experience in Iowa, re- 

(CONTINUED ON PAGE 12) 
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Warning on Writing 


Farm Lines Given 
BY E. 0. WEST CENTERVILLE, IA. 


During the past few years farm in- 
surance has been occupying no small 
portion of the company manager’s time. 
His attention has been vividly called to 
this class of insurance by the high loss 
ratio developed. This information has 
been passed down to the agent, asking 
his cooperation toward improving and 
bettering the experience on farm busi- 
ness. A business that a few years ago 
was in the profitable class today is 
retrogressing from some cause into the 
unprofitable. The greater task of bring- 
ng about this reformation in farm in- 
surance will depend on the agent. 

We are living in the midst of a rap- 
idly changing age; where a great many 
of the wants and necessities of today of 
the average family were unheard of or 
luxuries of the well-to-do a decade ago. 
These conditions do not exist in the 
cities alone; but among the farming 
communities as well. 


Farm Standard of 
Living Revolutionized 


The automobile and good roads, by 
wiping out distance, have placed the 
rural communities in the suburban class. 
Not only as to distance from the busi- 
ness centers, where it has brought the 
farmer into closer relation with the 
business man, but it has revolutionized 
their manner and mode of living. This 
unprecedented advancement has natur- 
ally changed the farm risk from an in- 
surance standpoint. 

3y the addition to the farm risk of a 
few years back of the automobile, truck, 
tractor, gas engine, electric and acetly- 
lene lighting system, power washers, 
gasoline and oil stoves, telephone and 
radio, all of which tend to increase the 
physical hazard, it is a natural conclu- 
sion that unless the installation and use 
of these modern improvements are 
properly made, disaster is liable to re- 
sult, and a much higher loss ratio 
develop. 


Building Deterioration 
Increases Farm Hazards 


While this advancement has been go- 
ing on, there has also another condition 
developed on the farm which is a vital 
factor from an insurance standpoint. 
The neglected and unrepaired farm 
buildings; with their sunken founda- 
tions, twisted frames, bad chimneys and 
poor roofs, must all be taken into con- 
sideration when writing the risk. 

In this connection I might say I be- 
lieve a credit should be given for fire- 
proof roofs on farm dwellings as an in- 
ducement to install same. 

Not only is there a physical hazard to 
be taken into consideration, but there is 
the element of moral hazard which we 
must take into account. The agent must 
be able to determine this moral hazard 
by checking building values with the 
value of the farm, the location of the 
farm with reference to improved roads 
and business centers, whether the farm 
frequently changes hands, the encum- 
brance thereon, and the habits of the 
farmer himself. 

How is this physical and moral haz- 
ard to be determined? Only by an ade- 
quate inspection and investigation of the 
risk at the time of writing. 


Farm Writing Agent 
Must Know Business 


Therefore the farm writing agent 
should have knowledge of his business, 
a knowledge of values, know insurance 
contracts and coverages and be able to 
inspect and write the risk as it should 
be written. Primarily, the agent is the 
farm underwriter. 

Can the retired farmer or curbstone 
agent who never sees the risk he writes 
render the service that should be ren- 
dered by a competent farm agent? 

I believe that if the farm writing 
companies would endeavor to develop 

(CONTINUED ON NEXT PAGE) 


IT’S A BET! 


If a company can fully satisfy 
the exacting demands of over 
three hundred lowa agents, it's 
a bet it can satisfy you. Our 
ever increasing lowa business 
makes us confident of our abili- 
ty to KEEP our lowa agents 
pleased with our service. 


Maybe we can interest you. 


CASUALTY INSURANCE 
SURETY BONDS 


Federal Surety Company 


HOME OFFICE—DAVENPORT, IOWA 


W. L. Taylor 
Vice-President and General Manager 
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R. P. OSIER, State Agent, Representing 


NORWICH UNION FIRE INSURANCE SOCIETY, LTD. 
EAGLE FIRE COMPANY 


441 Insurance Exchange Des Moines, lowa 


R. E. MACKINTOSH 
State Agent 
THE PENNSYLVANIA FIRE INSURANCE CO. OF PHILADELPHIA 


Bankers Trust Building Des Moines, lowa 











W. H. FAULKNER, State Agent HOMER TEMPLETON, Special Agt. 
FRED COOK, Engineer L. W. RICH, Special Agt. 
Representing 
United States Fire Insurance Co. The North River Ins. Co. 
Richmond Insurance Co. United States Merchants & 
Shippers Insurance Co. 


505 Insurance Exchange Building Des Moines, lowa 








HARTFORD FIRE INSURANCE COMPANY 
CITIZENS INSURANCE COMPANY 


HARTFORD ACCIDENT & INDEMNITY CO. 


Jas. S. McHugh Chas. D. Wherry A. R. Hougham 
Roy S. Ingham H. A. Karr H. R. B. 


J. Allen Cornell 
600-605 Old Colony Building 





Des Moines, lowa 
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C. A. JEFFREY J. A. DUFFY 
Representing 


NATIONAL UNION FIRE INSURANCE CO. 
NATIONAL UNION INDEMNITY CO. 


409 Securities Building Des Moines, lowa 











E. N. VAN NESS, State Agent 
epresenting 
Niagara Fire Insurance Company Niagara-Detroit Und. 
Maryland Insurance Company 


4th Floor, Capitol Theatre Bldg. Des Moines, lowa 








HAROLD E. REED, State Agent 


Representin 
Automobile Insurance Ceamene of Hartford, Conn, 
Standard Fire Insurance Company 
Fire & Marine Underwriters of Hartford 


Affiliated with Aetna Life Insurance Company 
306 Hubbell Building 


Des Moines, lowa 





E. H. WARNER 


Executive Special Agent 
Representing 
Western Department 


Constitution Indemnity Co. 
of Philadelphia 


914 Capitol Theatre Bldg. 


Des Moines, lowa 














R. M. (BUCK) TAYLOR, JR. 
State Agent 
Boston Insurance Company Old Colony Insurance Company 
Michigan Commercial Underwriters 


903 Capitol Theatre Building Des Moines, lowa 








D. F. LEWIS, State Agent, Representing 


THE GLOBE & RUTGERS FIRE INSURANCE CO. 


1220 Capitol Theatre Bldg. Des Moines, Iowa 











PRITCHARD J. PAYSEUR 


State Agent \ 


THE PHOENIX INSURANCE COMPANY 
HARTFORD, CONN. 
204 Old Colony Building 


Des Moines, lowa 














ART E. HOLM 





Iowa State Agent 


National Liberty Insurance Co. 
Baltimore American Ins. Co. 



































Greetings from the “NATIONAL” family 
WILL H. HARRISON SIM E. WHERRY 
HAROLD C. LANGSETT ANDREW A. INGRAM 
Iowa Service Branch maintained for your convenience 


DES MOIN IOWA 
22 Royal Union Life Bidg. _ Phone—Wal. 1062 








1006 Capitol Theatre Bldg. — 44 
DES MOINES, IOWA 
330 Liberty Building 
J. A. Slater H, G. Zimmerman Geo 
Representing 
ELLIS & KRAETSCH COMPANY 
General Agents 

Securities Building Des Moines, lowa | Cag 











E. M. McKINNEY 


Potomac—American Equitable-Republic 
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V. HH. WARFIELD 


State Agent 
COMMONWEALTH INSURANCE CO. OF NEW YORK 
MERCANTILE INSURANCE COMPANY OF AMERICA 


Bankers Trust Building Des Maines, lowa 








C. M. HATHORN 


Glen Falls Insurance Company 
Commerce Insurance Company 


Capitol Theatre Building 


Des Moines, lowa 





L. B. NEWENDORP 


State Agent 
North British & Mercantile Insurance Co., Ltd. 
Homeland Insurance Company of America 


Bankers Trust Building Des Moines, lowa 














R. C. STONE, State Agent, Representing 
CONCORDIA FIRE INSURANCE COMPANY 
SUPERIOR FIRE INSURANCE COMPANY 
CAPITOL FIRE INSURANCE COMPANY 


NATIONAL BEN FRANKLIN 


“Remember Me in Placing That New Risk” 
1103 Capitol Theatre Bldg. Phone Walnut 3630 


Des Moines, lowa 

















J. H. BUNTEN 


State Agent 
Representing 
Fire Association of Phila. 
Victory Ins. Co. of Phila. 
Reliance Ins. Co. of Phila. 


914 Capitol Theatre Bldg. 
DES MOINES 





JAMES P. FELLOWS 


FIREMAN’S FUND INSURANCE 
HOME FIRE & MARINE INSURAN 


Co. 
CE CO. 


OCCIDENTAL FIRE INSURANCE CO. 


822 Southern Surety Building 


Des Moines, lowa 








H. H. MILLER 


State Agent 


WESTCHESTER FIRE INSURANCE COMPANY OF 


NEW YORK 
502 So. 18th Street 


Omaha, Nebraska 
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Clyde C. Smith 





Representing 
London Guarantee and 
Accident Co., Ltd. 
720 Southern Surety Building 
Des Moines, Iowa 


























NNIOMPANY Inc. 






JAMES E. BRIGHT 


State Agent 


Transcontinental Insurance Company 


1003 Commonwealth Building 


Des Moines. lowa 








L. A. WHITE, State Agent 


GLENN D. PAINTER 
Representin 
ROYAL INSURANCE COMPANY, 


R. J. HOPKIRK 
LTD. 


NEWARK FIRE INSURANCE COMPANY 


418 Peoples Sav. Bank Bldg. 


Des Moines, lowa 








GREETINGS FROM 
VICTOR H. MILLER 


The Insurance Company of the State of Penn 


Securities Building 


Des Moines, lowa 




















George Olmsted 


OLMSTED INC., AGENCY 
GENERAL AGENTS 


A Complete Service Organization for Local Agents 


| Capitol Theatre Bldg. 
= 


Pusey McGee 


Des Moines, la. 


A. C. SCHILKE 


State Agent, Representing 


SUN INSURANCE OFFICE, LTD. - 
409 Securities Building 


PATRIOTIC INS. CO. 


Des Moines, lowa 

















rmans of Phil—Central Surety of K. C. 


Special Agents Is Appreciated 





Cc. C. MOUNCE 


DES MOINES, IOWA 








ANDREW C. DALEY 


Special Agent 


Buffalo Insurance Company 


Market 1410 


618 Iowa National Bank Building 


Des Moines, lowa 
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WARNING ON WRITING 
FARM COVERAGES GIVEN 
(CONT’D FROM PRECEDING PAGE) 


more efficient agents, rather than a 
greater number, the results would re- 
flect favorably in the loss ratio. 

Do not renew a policy for the same 
amount it was five or 10 years ago, but 
take into consideration the age, depre 
ciation and state of repair the property 
is in at the time of writing. Get an 
even distribution of the risk over the 
various items and see that the proper 
amounts are placed on live stock. Al- 
ways including the tornado coverage. 

By the elimination of the undesirable 
or uninsurable portion of the farm risk; 
the proper inspection both as to the 
physical and moral hazard; an even 
distribution of the risk over all insur- 
able items with a cash or short time 
payment of premium, I believe an im- 
provement will be shown in the farm 
insurance experience. 


FIRE PREVENTION REPORT 
GIVEN AT THE MEETING 





John P. Montrose of Des Moines, 
chairman of the fire prevention commit- 
tee, was unable to be present, but his 
report was read by John I. Petty of 
Des Moines. The fire prevention com- 
mittee was appointed early this year, 
and although it is still young has al- 
ready awakened a _ response among 
agents. Mr. Montrose in his report said 
that agents should be used more by the 
companies in fire prevention work. 
Agents are the point of contact and 
could be utilized in fire prevention cam- 
paigns as well as field men. Mr. Mont- 
rose pointed to the additional fire haz- 
ards that are to be found on farms 
owing to the wider use of all sorts of 
machinery and electrical devices on the 
farm. He will continue as the head of 
the committee and expects to accom- 
plish big things during the coming year. 























JOHN F. ANDERSO 
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JOS. R. ANDERSON 
| BENEDICT 
































| H. C. BURLESON AGENCY 
| L. D, BURKHALTER & CO. 
| SLAVIA REALTY CO. 





Agents Protest Against Loss of 
Contract Bond Business in lowa 


HERE was some very plain talk in- 

dulged in when P. J. Clancy pre- 
sided as chairman of a casualty and 
surety conference during which was dis- 
cussed the bonding situation in lowa. 
It happens that Iowa is one of the last 
of the progressive states to adopt a wide 
spread road building program. Until a 
few years ago Iowa had on its statute 
books a law which placed most of the 
cost of building new roads upon the 
farmers themselves. This law has, in 
comparatively recent years, been altered, 
so that the cost of the new roads is 
paid out of the gasoline tax and is 
otherwise so distributed as to impose no 
heavy burden upon the farmer. As a 
consequence of this, Iowa has done a 
great deal of road building in the past 
few years. Large and numerous con- 
tracts have been let in connection with 
which, of course, contract bonds were 
required. As a consequence there has 
been a remarkable increase in contract 
bond business in the state, which has 
resulted, the agents claim, in a com- 
plete demoralization of contract bond 
conditions, to the extent that there is 
rebating, rate cutting and the appoint- 
ment of unfit and unqualified agents. 


Surety Companies Are 
Charged with Indifference 


It is charged by the agents that the 
surety companies know this, have 
known it for several years, and do not 
do anything about it. The agents state 
that they are not getting the business 
themselves, and that virtually all of the 
contract bond business written has 
passed from the hands of the legitimate 
agent to those who are not entitled to 
write it, and who should not be per- 
mitted by the surety companies to write 
it. In his introductory remarks, Mr. 


Clancy said that the Iowa association 
should adopt some definite plan that will 
cure the evil. Conditions are worse 
than they were one year ago, Mr. Clancy 
said, because several new companies 
have entered the state, such as the run- 














P, J. CLANCY, Des Moines 


ning mates of fire companies, and these 
are all after the contract business. He 
explained that the Surety Association 
of America has said that if evidence of 
rebating is given it will at once act and 
attempt to secure a conviction under the 
law. The Surety Association desires a 
conference with the members of the 








THE CEDAR RAPIDS FIRE © CASUALTY 
UNDERWRITERS ASSOCIATION 


ANNOUNCES 


ITS ORGANIZATION TO THE AGENTS OF IOWA AND SENDS 
ITS GREETINGS AND BEST WISHES TO THE 


MEMBERS 


FRED E, COLLARD & CO. 
N DON C. COOK AGENCY 
F. W. DAMOUR, JR. 


J. C. FOSTER 
SPRAGUE 
J. M. WELCH 


ELWOOD, JACKSON & 








MILO R. WHIPPLE 
THE HEDGES CO. 

R. D. GRAY & CO. 
SHEPARD-BOLTON AGENCY | 
L. H. STUBBS & CO. | 
ROBT. I. SAFELY CO. 
WISNER INSURANCE AGENCY 


Iowa agents’ association, Mr. Clancy 
said, in order that the situation may be 
cleared up. He said that there has been 
much correspondence between the Iowa 
association and the Surety Association. 


Possible Solution of Trouble 
Offered by John Hynes 


John Hynes of Davenport offered as 
one solution that bonds be signed in the 
cities where the contractor lives. He 
said that no agent can really intelli- 
gently know about a contractor unless 
he lives in the same city with him. He 
cited the case of a contractor for whom 
he had signed the bond, but who lived 
in Des Moines and not Davenport. The 
contractor went into bankruptcy, but 
Mr. Hynes said this has not happened 
in connection with any contractor living 
in Davenport, and about whom he is 
thoroughly familiar. 

Mr. Hynes made the flat statement 
that the commission rate of 30 percent 
on contract bonds is too high and un- 
justified. Agents, Mr. Hynes said, sel- 
dom earn it. The commission should 
be reduced and the premiums reduced 
in order to make this class of business 
more unattractive to the outsiders who 
are now gobbling it up, and in this way 
much of it might be returned to the 
hands of legitimate agents. He stated 
that it is up to Secretary R. R. Gilkey 
of the Surety Association to formulate 
a plan himself and not put the burden 
for doing so on the shoulders of the 
agents. In this position he had the sup- 
port of R. M. Evans of Des Moines, 
who said that it is up to the Surety 
Association itself to do something. 


Contract Bonds Are 
Required by Law 


Mr. Hynes stated that sometimes a 
contract for $2,000,000 or $3,000,000 wiil 
be let, carrying a 30 percent commission 
to the agent writing it. This, Mr. 
Hynes, said, is ridiculous, and is one of 
the reasons why so many are eager to 
get the contract bond business in the 
state. He said that a $3, $10 or $25 
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fee on the writing of a fidelity court or 
fiduciary bond is entirely in line, be- 
cause the agent has work to do on it, 
in most cases must create the business. 
Contract bonds are required by law and 
there is no selling ability used in con- 
nection with them. Instead, it is just 
a case of where the bond is going to be 
placed and frequently business of this 
kind comes to an agent almost without 
effort. Mr. Evans recommended that 
legislation be passed by the Iowa legis- 
lature which would prevent the demoral- 
ized situation that now prevails in the 
contract bond field in Iowa. 

Mr. Clancy said that agents from Mis- 
souri, Illinois and Minnesota have been 
invading Iowa and writing the contract 
bonds in the state at a rate of 1 percent 
instead of the manual rate of 1% per- 
cent. 


Mulock Advocates Elimination 
of Affidavits 


E. H. Mulock of Des Moines agreed 
that the 30 percent commission figure 
is too high, and that in most cases it is 
not earned. He said that where there 
is a premium of $5,000 or so on a bond 
it is a most attractive bait, and one that 
will be gone after by everyone that 
thinks he can get it. Mr. Mulock con- 
tended that rebating and rate cutting on 
bonds is universal and not confined to 
Iowa. He asserted that it is to be found 
in all middle western states. He stated 
the cases of contractors in Iowa who 
are getting the full 30 percent commis- 
sion and declared further that the com- 
panies are not sending out the affidavits 
which agents are supposed to attach to 
all contract bond business written and 
which attests that there has been no re- 
bate made in connection with the writ- 
ing of the business. The companies are 
themselves lukewarm on the affidavit 
idea, Mr. Mulock declared, and are so 
indifferent as to not send them out to 
agents. 

Finally, Tom Kelley of Ft. Dodge 
recommended that rates be reduced to 

(CONTINUED ON PAGE 12) 


Marine Coverage Offers Agent 


Avenue for Increased Income 


By FRANCIS B. WREAKS 
Home of New York 


O SOME people, marine insurance 
"T scems to be veiled behind a cloud 

and is something to be let alone, 
unless one is forced into it un- 
willingly or unavoidably. There is no 
great mystery to be solved to under- 
stand its writing. It is very true, that 
some marine terms are different from 
fire insurance forms, but when these 
slight differences are understood, there 
should be no further hesitancy on the 
agent’s part to increase his premium in- 
come through the solicitation of marine 
lines. There are many opportunities 
for local agents to increase their pre- 
mium income and perfect their agency 
service to their clients, by giving some 
thought to the marine lines. 


Originally Protected Shipper 
from Perils of Sea 


The original intention of this cover- 
age was to protect the interest of the 
shipper or consignee against loss of 
merchandise from the perils of the seas, 
while the goods were being transported 
to foreign lands. The ship owner also 
sought indemnity to protect his ship 
or ships against loss by stranding, sink- 
ing, burning or collision, general aver- 
age and salvage charges. 

A marine policy differs from a fire 
policy in that it is usually considered 
a valued policy and requires a 100 per- 
cent insurance to value. Also a marine 
policy covers only against loss resulting 
from certain defined perils which must 
be named in the policy. 

Modern business requires of the in- 
surance company a protection that will 


enable the merchant to properly finance 
his venture. Letters of credit expressly 
stipulate the terms of insurance shall be 
a full protection from the time the 
goods are at risk of the purchaser. In- 
surance is a financial necessity. For- 
eign or even domestic commerce has 
become so intricate, that a marine in- 
surance policy is an absolute require- 
ment. 

A policy of marine insurance is an- 
cient in its verbiage. During former 
years, the ordinary policy on goods and 
merchandise was agreed to have com- 
menced from the time the goods shall 
be laden on board the ship until the 
goods be discharged and safely landed. 
Modern business has demanded an ex- 
tended cover, hence, the present day 
policy protects the owner of the goods 
during the entire time the goods are at 
risk, that is, from the point of origin 
and while in due course of transit, until 
safely deposited at the consignee’s store, 
factory or warehouse. 


Definitions Peculiar 
to Marine Business 


I will endeavor to give a few simple 
definitions, which will help clarify some 
of these terms. The word “average” in 
shipping and marine insurance refers 
only to loss and has thus an entirely 
different meaning from the same word 
in fire isurance. Thus, “general aver- 
age” and “particular average,” refer to 
two different kinds of loss. 

The definition of general average is: 
“There is a general average act when 
any extraordinary sacrifice or expendi- 
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ture is voluntarily and reasonably made 
or incurred in time of peril for the pur- 
pose of preserving the property imper- 
illed in the common adventure.” 

The general average principle is: 
“It is provided that if in order to lighten 
a ship, merchandise is thrown overboard, 
that which has been given for all shall 
be replaced by the contribution of all.” 

Particular average means that is a 
partial loss to the interest insured, di- 
rectly caused by an insured peril. 

In recent years, marine insurance has 
broadened its scope of coverage until 
now many forms have been developed, 
under the terms of inland marine insur- 
ance. The premium income from inland 
policies has shown a tremendous growth 
in the last few years, until now the pre- 
miums reported are about equal to those 
of the ocean marine. It would not sur- 
prise me to see such income grow even 
bigger each succeeding year. There are 
big opportunities for agents in this line 
of insurance, because the public is be- 
ginning to realize the value of protec 
tion by insurance on their goods, trans- 
ported by rail, express, auto trucks, in- 
land waterway and aeroplanes. 

With the rapidly increasing develop- 
ment of hard surface roads, together 
with the advancement of the motor 
truck, it is now possible to transport 
merchandise over both long and short 
distances, at a very nominal cost to tme 
shipper. A comparison of fire rates on 
motor trucks with those of any pleasuré« 
car will show that the risk of tre is 
greater on the truck. 

Many truck companies have been 
formed to operate over tixed routes as 
common carriers, and many states have 
passed laws requiring these truck 
owners to protect their loads with cargo 
insurance. Without such coverage, the 
truckman cannot secure certificates of 
convenience and necessity, all of which 
opens another avenue of income to the 
local agent, who is awake to the situa 
tion and progressive enough to solicit 
the truck men in his town 
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THE DES MOINES UNDERWRITERS ASSOCIATION 


PLEDGES ITS HEARTY COOPERATION AND SUPPORT TO THE 
STATE AND NATIONAL ASSOCIATION AND THEIR PRINCIFLES 


AMONG THE PRINCIPLES FOR WHICH WE STAND ARE: 
Non-Resident 
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all companies and associations, whether Stock, Mutual or Reciprocal, 
in order that the insuring public may receive complete protection. 
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John P. Montrose. 
Standard Insurance Agency. 


Sturgis Ins. Agency. 
Sweeney-Gibson Agency 
Union Insurance Agency 
sros. Co. 
Willcox-Hopkins & Muilock. 
Witmer-Kauffman-Evans Co 
Woodbury-Tones Agency. 


Upham 























10 THE NATIONAL 


UNDERWRITER 


September 11, 1928 














FIRE & CASUALTY 


UNDERWRITERS 








President 


resident: Sioux City 


Vice President : H. Pratt 


J. W. Wooldridge I J. M. Lymch 
owa Ed. Groszkruger 


Executive Committee 


Sec’y-Treas.: 
W. S. Snyder 




















MEMBERS 
AGENCY ADDRESS 
NN TRAE a ec dedwed dikes oonaddueuses cotpes 602 Metropolitan Bldg. 
i TE, 666 6G yekn-6 S00 eds 0.0 e nb546 00 beecehersen 707 Security Bldg. 
Buckwalter Agency, | a Serpe eee ee eee ee 514 Nebraska Strect 
PE. ~odavidtuenttsdcnceceestbadareswonwel 323 Grain Exchange Bldg. 
Ti i, Jin conbivus tad cxdeeviakeverwisbekedckbeseugeheawas ..408 Commerce Bldg. 
i ei TP. .ccnsdeeducotecenees aia: dae Gia oo Gs a3 oe Bldg. 
i ES cches 66nd i neh hE we sine ose Dad dhhee cuattwhamen 400 Warnock Bldg. 
Cremey=Fratt Ce., The. cc ccccccccccccccscosescvesccesceocde, UMG Bam Bide, 
Groszkruger Realty Co..........2.sceeeeseceessceceeeses-- 203 Metropolitan Bidg. 
Greenstone Ins. Agency ............00-+00+ee00000+0+-228 Grain Exchange Bldg. 
I Se ad ans sh ah ap 44 0.k'0.8. 4 0 eee eed 4 GEO Peters Park, Morningside 
BEOUN, GUE Sec cccnss tne’ wena 6 $ sc 0 aturegna e'eccaea saber On ns ae, 
Hughes Ins. Agracs, REC ee em TN 
i A Miss iets bah de wheels ¢ 64 ghes eurkemke weeee 200 United Bank Bld. 
Kloster Ins. EE 40K she ethene ta8etebtie abbeeelnedenxeun 229 Davidson Bldg. 
Kneedler Agency, C. A. (J. Watt Wooldridge, Mgr.)................ 700 Pierce Street 
Lewis Bros. Kaela nabs des okewa Gees bd dobedwectvechbiocssnct<casevannul 621 Sth Street 
Lynch Agency, cS)” anigtiaaae web n4000d0n00'ebecne6 occas ue 
I Tc acbehs-bucenene see Ty PP Pe Pee et 313 Trimble Bldg 
Sy 3 aaa ewetevan snanhbienses0eaecesoun 711 Security Bldg. 
I III 55 cies wc uhatne OMAN Oey o..0:0.6.6 coin ene enced 304 Commerce Bldg. 


Quisenberry Agency, -Carl. 
.343 Davidson Bk ig. 


ay. Ws Gh Becesscksaee 
-++.++-519 Davidson Bldg. 





Sanborn Insurance Co....... Soderberg Insurance Agency. 
: ie Davidson Bide. ZSIMEMBED a ......2 218 Commerce Bldg. 
ee OA Bes chcesksctceans Stock, = er Pee 
— 533 Davidson Bldg. (QS0Saeitalaaeeee té«s##. 408 F. L. & T. Bldg. 
Skak , DOG, sncdésacen V i oi el nicy Wii incase 
306 Commerce Le: si ee  ht—FéF 8 F. L. & T. Bldg. 











iit isn’t how hard 


The CASUALTY INSUROR will 
} help you get the 
i} _ Seay BUSINESS 








but how much 
busjness you get 
that counts :: :: 


ou work | 























COMPANY 


FIRE TORNADO 


Assets $2,813,006.69 


| spect of both agents and companies and 





| the time was given over to a discussion 


IN'TER-OCEAN 


REINSURANCE 


CEDAR RAPIDS, IOWA 


Treaties Adapted to the Individual Company’s Needs 


AUTOMOBILE 


Surplus to Treaty Holders $1,015,032.69 


W E. HARRINGTON of Atlanta, 
e Ga., president of the National 


Harrington Gave Good Report 


About the National Activities 


must be kept abreast of the times, se- 
curing their premiums from new sources 
Association of Insurance Agents, out- when the old ones fail them or are 
lined the work of the national body and snapped up by others, owing to a shift 
what it is trying to accomplish in the in business conditions. 

talk that he made at the second busi- 
ness session. He said that the National 
association is trying to build a virile 
organization that will command the re- 
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that its aim will always be the preserva- 
tion of the American agency system. 
Everything done must be for the best 
interest of the institution of insurance. 
The association must take no stand for 
propose no thing that is not going to 
be for the benefit of the public, the 
companies and the agent. 

It is the responsibility of organized 
agents to serve the companies loyally 
and efficiently. Mr. Harrington said 
that agents must make themselves in- 
dispensable factors in the business in 
order to receive the proper considera- 
tion from the company. He explained 
that the National association has a five- 
year development program which is to 
be carried through. He said that there 
was a membership increase in the year 
ending Sept. 1 of 17.6 percent, the great- 
est in the history of the National asso- 
ciation. He touched upon the inroads 
upon the premium receipts of local 
agents that chain stores and installment 
buying have made and said that agents 


W. E. HARRINGTON, Atlanta, Ga. 
President National Association 


Sen Subjects prea 
ness in this manner 
at Breakfast Conference Henri Paul told how the local board 


at Cedar Falls had brought pressure to 
bear so that all of the city business in 
Cedar Falls is now divided among the 
local agents and not written as it was 
formerly by city employes. The agents 
themselves are asked to make a division 
of ways and means of preventing mem- of the business, and it is automatically 
bers of local school boards or city coun- renewed each year by them. 

cils from writing school board or city E. O. West of Centerville said that in 
insurance. This competition has been pj, city the agents are getting the busi- 
felt in many parts of Iowa, it was de- jess and having one-fiith of it expire 
veloped by several of the agents who annually. This is better than issuing 
spoke. John Hynes of Davenport ad- the business all at one time and having 
local papers to 4 large amount of it up for expiration at 
a time when the city may not be in good 
shape financially. He advised the bud- 
geting of all city business so as to pre- 
vent heavy expenditures at any one 
time. 





quiet the activities of those writing busi- 


There was only small attendance at 
the breakfast conference held on the 
second morning with J. S. Anderson, 
secretary-treasurer, presiding. Much of 


vised publicity in the 


Convention Notes 


Robert M. Evans of Des Moines, a 
former president of the lowa Associa- 
tion, was only present during the first 
day, having to return to Des Moines 
owing to the serious illness of his 
mother. Mr. Evans is always one of 
the prominent personalities at Iowa 
Agents’ Association meeting. 

* *« * 

Either Ft. Dodge or Des Moines will 
get next year’s convention. In the 
future the executive committee will de- 
cide upon the convention city. Ft. 
Dodge put in quite a bid for the meet- 
ing, but in order to be sure of a big 
crowd it may be decided to hold the 
1929 meeting in Des Moines. 

* a” * 

The Commercial Club of Cedar Falls 
provided the entertainment at the ban- 
quet. The business men of Cedar Falls 
were very anxious to get the conven- 
tion for this year and spared no expense 
in taking good care of those who at- 
tended. 

4 * * 


Reserves $1,797,974.00 An innovation this year was the ques- 
tion box, conducted by S. T. Morrison 
of Iowa City. The questions to be read 
at the question box session were gath- 
ered up during the meeting, and as a 
consequence there were more of them 
than could be read when Mr. Morrison 
handled this part of the program. 
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Local Agents Curtail Their 
Incomes by Neglecting Lines GREETINGS from the 


os 5 5 soa WATERLOO INSURORS 


x*x* kK * 
My experience as a special agent for forgery insurance. From the premium 
one of the large casualty companies, has produced in most agencies by the sale Ww 
shown me that many local agents are of this line, one would assume that only The ATERLOO INSURORS send their greet- 


prone to follow the line of least resist- a few agencies knew 


much about it. i ; 
ance and do not try to create any new The agent owes it to his clients to direct —— and best wishes to the local agents of lowa 
business in so-called side lines available their attention to this particular line. who are members of the Iowa Association of In- 
in both casualty and fire companies. I In this age of advancement of electro- 


believe that such condition is the result, motive power, there is a wonderful op- surance Agents. We have just had a most in- 


to some extent, of the fact that they feel portunity for the sale of electrical ma- spiring and profitable annual state convention. 
that they are not sufficiently well in- chinery breakdown coverage, and con- f . : 
formed to talk knowingly and convinc- trary to the common opinion, one does We eel more and more the need of organization. 
ingly upon the kind of insurance they not have to be an electrical engineer to er 
a aa | os sell it. This line, like steam boiler in- The Iowa Association of Insurance Agents and 
_ With the number of insurance pe- surance, is written on a three-year basis ; cat; . 
riodicals, company house-organs and with very attractive premiums. In solic- the National Association are doing a most noble 
courses of instruction, some of them iting this line do not overlook the con- work and are advancing the standard of local 
coming to the agent without charge, sequential loss protection in connection * . : 
which are available to any agent today, therewith. agents. Every agent should be identified with 
there is hardly any excuse why an am- : i s 
bitious agent could not be as well in- Several Other Lines these organizations. 
formed on the various lines of insurance Sell Readily 
a neglected as he is on fire and tor- _ Rents, explosion and hail are espe- Aldrich & Burtner Kingsley & Stewart 
nado insurance. cially saleable on private residences if 
Public Liability these lines are called to the prospect’s Arthur, H. O., Ins. Agency Koepke Ins. Agency 
Ie Income Ballder attention. Even a solicitation by circu- Bronson Ins. Agency London, C. F. 
F ‘ : i ; lar letter or by calling present policy- . e 
Manufacturers’ public ability — holders by phone has proved to be Ewing & Crozier McMurray, W. B. 
be so » a greate ber of employ- aemeite® thw wim , inate _ . 
be old tc ; gre gen prone ig ag successful by agents who have taken Green & Sanders Miller, Herman C. Co. 
ers than are now protected. € | . time to do so. Residence burglary is a . 
7 — en in_ this gee 1S profitable line not only for the com- Hallowell Co. Shaulis, G. W., Ins. Agency 
only shghtly different Irom the same panies but also for the agents who have i i 
clause in all the other public liability made an effort to sell it. Personal Harris. Bickley Seger Ins. Agency 
ag _- connection sy public il holdup is nearly always saleable with Hutchinson, R. O, J. R. Vaughan Ins. Agency 
bility, I believe we are all more or less 4 residence burglary policy H 
} ; a res ar} licy. wr - 
prone to overlook the opportunity of In connection with residence burglary, a W. Waterloo Ins. Agency 


calling our clients’ attention to property 
damage insurance. I think more cover- 
age of this character could be sold if 
attention was given it. Products public 
liability is another line which the aver- 


musical instrument, fine arts, personal Hoxie & Brunn Weatherwax Ins. Agency 
effects, tourist baggage, fur and jewelry Innes & Innes. Inc 

floaters, while being more or less sea- : y 
sonable coverages, could be made to 
show a much larger profit if consistently 














age agent does not give the attention 





pushed. wens 

it deserves. ! Many of us have in our towns mer- | 2UGENZ WALSH JOHN HYNES 
A day, occasionally, spent on reSi- chants who are selling furniture, radios, 

dence, sports and dog public liabjlity sewing machines and similar articles on SN IDER WALSH & HYNES 

will not only show immediate results in the deferred payment plan. Y s ? 


Yet I ques- 


the commission —, sede alsO tion if they have all been shown the General Insurance 
help create prestige and good wi merits of a deferred payment merchan- P P 
I believe most of you will agree with gise policy. — Representing 45 Companies Davenport, lowa 


me that accident and health ranks 





among the leaders as an income builder, Launderers and Dyers 





yet the number of agents who neglect Good Business Prospects 


this line is astonis hing. Most of you The better class of launderers, clean- Jl | ES H. kK ERK ER 
undoubtedly have a fair sized volume of 


ers and dyers are good prospects for the 


automobile insurance, yet many of these bhajjlees’ customers policy covering cus INSURANCE—SURETY NDS 
present clients would buy automobile , L6H Flag: : cu BO 


tomers’ goods while in their care. While 








plate glass coverage. And how many of such prospects are no doubt under the 404-405 Union Bank Building Davenport, lowa 
your present policyholders are protected impression that they are fully protected 
while driving loaned or hired cars? against loss of customers’ goods under 
Automobile Contingent their present fire and tornado policies, 


Liability Neglected few are carrying explosion insurance, F. W. COATES 


and even a lesser number is protected 














Knowing the result of the now fa- on goods in transit. Insurance Anywhere—Any Kind 
mous Dillon automobile liability case 7 A successful agency has a volume ot 618-19-20 Bank & Insurance Bldg. 
California and a similar one now pend- hysiness which is distributed fairly well 
ing in Oregon, it behooves us as insur- among the various so-called multiple DUBUQUE, IOWA 
ance agents to pay more attention tO Jines, Such a condition results from 
automobile contingent liability. Many nothing but good merchandising. You 


* 
employers whose employes use their wil] note that the successful merchant | h , MANY | twixt cup and lip— 
own cars in the go tah business, displays his goods in their season. It is eres as ip P P 
are yet unaware that their interest can my opinion that we, as insurance 
be protected in such instances for @ agents, can well follow their example CHICAGO, ILL. _ But the CASUALTY INSUROR will 
eliminate many of them in your 





very nominal sum. and by a little extra effort increase nu- 


By a study of the bond manual we merous neglected lines by an opportune $2.00 a Year ' eatidamiane for CASUALTY BUSINESS 


will find a coverage known as check golicitation. 





| 


| 














AUTO LIABILITY PROPERTY DAMAGE COLLISION 


The only Iowa Stock Company specializing in the above lines 


HAWKEYE CASUALTY COMPANY 


‘*Ask the Agents who Represent Us’”’ 
Securities Building DES MOINES 
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Field Man Talks About 


Business of Local Ager 


“Tf I Were a Local Agent” was the 
subject of an address by A. M. Upham, 
Iowa state agent of the L. & L. & G. 
Mr. Upham said in part: 

“If I were a local agent, 
in my Office the motto, “Integrity,” and 
keep it ever before me. In the selection 
of companies, they would be judged by 
that standard. Next, I would thor- 
oughly investigate methods of keeping 
agency records and select the simplest 
and safest plan. 

“On the theory that I was by this 
time a local agent, and being a con- 
firmed believer in cooperation, I would 
next seek membership in the Iowa asso- 
ciation, feeling sure that benefits would 
accrue to my agency through such a 
connection. If doubt should be felt by 
any of you on this point, you are re- 
ferred to the fact that as a local agent 
in Illinois I joined the National asso- 
ciation as soon as I heard of the organ- 
ization and before there were any state 
associations, I believe. 


Would Be Active 
in Association Work 


I would hang 


“When, as a local agent, I got into 
the association I would take an active 
part for the greatest benefit and satis- 
faction come to the fellows who do the 
most work in such an organization. 

“In the writing of business I would 
keep before me the standard by which 
my companies had been measured, en- 
deavoring to make the commission ac- 
count secondary to the appeasing of 
my conscience and follow the plan of a 
great many high grade agencies and 
not try to make my good companies ac- 
cept risks which were unworthy of un- 
derwriting consideration. Accounts and 
remittances would go forward and cor- 
respondence be answered according to 
company rules. 


Company Views Must 
Be Given Consideration 


“ 


You know these companies we have 
selected keep a record of their loss ex- 
perience and are sure that. certain 
classes and hazards are going to cause 
them trouble, and their views are en- 
titled to your most serious considera- 
tion. Fortunately a great majority of 
local agents are in accord with the 
views of our companies in this respect 
and have a sincere interest in their com- 
panies making a profit. 

‘The big industrial organizations, 
public utilities and insurance companies 
are now systematically endeavoring to 
educate the public as to their activities, 
and much rests with the local agent to 
see that the campaign of insurance com- 
panies is carried forward. A good local 
agent is always up in front in all laud- 
able endeavors for the advancement of 
the interests of his community and he 
takes a leading part in all civic affairs. 
This gives him added opportunity to ad- 
vance the interest of insurance and to 
assist in the plan of education. 





Local Board Luncheon 


John J. Shepard, president of the local 
board at Cedar Rapids, presided over 
the local board luncheon held at noon 
on the first day at the Blackhawk Hotel 
and attended by everybody interested in 
local board work. The speakers were 
H. P. Pratt, Sioux City; Guy W. An- 
drews, Sioux City; W. H. Whitford, 
Cedar Falls, and Mr. Shepard. Each 
told of the work being done by their 
own local board and the message used 
to arouse interest and enthusiasm. This 
was the first time that a luncheon of this 
kind has been held, but it will un- 
doubtedly be a regular feature of lowa 
association meetings in the future. 


About 140 registered. The attendance 
was somewhat below the average, due 
no doubt to the fact that Cedar Falls 
did not have the hotel facilities to house 
a convention crowd of around 200, the 
average turnout. 








Last Association Year Is Reviewed 








(CONTINUED FROM PAGE 4) 


cently said that 65 percent of all the in- 
surance written in Iowa is placed by 
members of this association. Another 
well posted field man who was standing 
by said, “I will raise you 10.” 

G. W. Scott, field worker of the 
National association spent May in lowa, 
and rendered the association valuable 
service. The local boards at Cedar 
Rapids, Dubuque and Ft. Dodge and the 
large majority of new members received 
during the year were direct results of 
this month’s intensive campaign. We 
are very grateful to the National asso- 
ciation and to Mr. Scott personally for 
the splendid cooperation rendered. 


Praises Iowa Field Men 
for Their Cooperation 


The hearty cooperation of practically 
all the field men of Iowa during the past 
year has been a constant inspiration and 
an abiding pleasure. This is as it should 
be, as a matter of course, but such a 
happy condition does not always obtain. 
I have had ready response on each re- 
quest, and of their own volition many 
kind words have been spoken by the 
field men concerning the work of our 
association. A goodly number of pros- 
pective members was furnished and sev- 
eral applications for membership were 
secured. Thousands of letters from 
company representatives sent to lowa 
agents have contained some reference to 
this meeting, and on the face of all en- 
velopes going out from some offices 
there appeared a rubber stamped notice 
with an urge to attend this convention. 
This kind of cooperation augurs well for 
a better and bigger insurance business 
in lowa. This cooperation compels me 
to say that when, if ever, this associa- 
tion fails to function in a most helpful, 
constructive manner to all the interests 
of safe and sane underwriting, from 
home office to policyholder, the need of 
the organization ceases to be and it 
should be adjourned sine die. 

All well meaning people want to do 
the fair thing when all the facts are 
known. Every controversy is capable 
of an equitable adjustment and should 
and will yield to a settlement satisfac- 
tory to all concerned, when conference 





LOSS OF BOND BUSINESS 
(CONTINUED FROM PAGE 9) 


1 percent and commissions to 10 per- 
cent, with an overriding for general 
agents. While this was not officially 
acted on by the convention, Mr. Kelley’s 
recommendation was adopted and was 
regarded as a real expression of the 
association’s views by nearly all who 
were in attendance. 

W. C. Hansmann, manager of the IIli- 
nois state department of the Fidelity & 
Deposit, said that there is some rebat- 
ing and rate cutting in Illinois on con- 
tract bonds, but not on so large a scale 
as in lowa. He stated that in Illinois 
recently, when the state highway pro- 
gram was being carried out, agents from 
St. Louis and Indianapolis came into 
Illinois and secured the business by 
giving rebates. He suggested that w here 
an agent or a company is complained 
of the burden should be on that agent 
or company to prove innocence instead 
of placing the burden upon the com- 
plainant to prove guilt. He stated that 
the Fidelity & Deposit Company is get- 
ting no contract business out of Iowa 
and gave it as his opinion that this is 
due to the fact that rebating and rate 
cutting.on the part of others made it 
impossible. Robert M. Evans of Des 
Moines said that his office has not writ- 
ten a contract bond in five years, which 
is a very incongruous situation, as Mr. 
Evans’ agency is one of the largest in 
Des Moines, and would under all normal 
conditions come in contact with con- 
siderable contract bond business. Others 


and cooperation is made the rule of faith 
and practice. Conference and coopera- 
tion might be termed an _ insurance 
safety valve. Any person or organiza- 
tion, not willing calmly and equitably to 
negotiate a settlement of any contro- 
versy should on general principles be 
placed on the “unfair list” and made a 
target for the whole world to shoot at. 
I trust that this convention theme may 
become an unchangeable rule of this 
association and that every individual 
member may adopt it as a fixed habit 
for life. 


Urges That Dues 
Be Paid Promptly 


As I have reviewed the experiences of 
the past two years, I am inclined to be- 
lieve that the insurance agents of lowa 
are still in the primeval stage of asso- 
ciated effort. It seems strange, after a 
generation of constructive work in the 
interests of the American agency sys- 
tem and with such manifest results that 
the average member of this association 
exhibits so little interest or concern for 
this association as an organization. The 
fraternal side of the organization does 
not seem to have taken root and hence 
there appears little or no fraternal spirit 
among our members. This is not so in 
other organizations with which I have 
been connected and am connected at 
this time. A lack of esprit de corps 1s 
harmful to any organization; it retards 
growth and fails to develop that sym- 
pathetic understanding so necessary in 
the cultivation of friendship and fellow- 
ship. Some agents seem to tolerate the 
state and National associations as a 
sort of necessary evil to be used only in 
time of dire need. It is altogether a 
different thing to honor and respect 
these organizations for the marvelous 
accomplishments of the past generation, 
jaying the stepping stones of agency 
progress, through conference and coop- 
eration, until the American agency sys- 
tem, guided by these associations, has 
become and is declared the safest, most 
economical and most practical method 
of insurance distribution in the United 
States. 


stated that they were writing no con- 
tract bond business or at least could 
not unless they were willing to rebate. 
Some stated frankly that they were re- 
bating and would continue to do so, as 
that was the only way that they could 
meet the heavy competition with which 
they are confronted in every case where 
a contract bond is to be written. 

Mr. Evans moved that a special com- 
mittee be appointed to draft recom- 
mendations for the improvement of the 
situation and President Vaughan ap- 
pointed John Hynes of Davenport, chair- 
man, E. H. Mulock of Des Moines and 
Tom Kelley of Ft. Dodge. The report 
of this committee was brought in at the 
final session, but its findings were not 
embodied in the resolutions adopted. 

There is considerable feeling among 
the agents over this situation, and one 
of the things they complain of most is 
the lack of interest or support from the 
surety companies themselves. They be- 
lieve that the surety companies are 
greedy for the business and do not espe- 
cially care whether they get it through 
legitimate or illegitimate agents so long 
as they get it. They are, of course, 
getting it and hence are satisfied, ac- 
cording to the claim of the agents, and 
cannot be made to be very sympathetic 
over the loss of the business to the 
agents until they (the companies) begin 
to lose the business themselves. 


The general convention theme was 
“Conference and Cooperation.” It was 


stressed many times by President J. R. 
Vaughan. 


Kelly Gave a Good Talk 
About Agents Needs 


One of the pleasant surprises at the 
meeting was the address of D. M. Kelly, 
local agent at Cedar Falls, who spoke 

1 “If I Were a Field Man.” Mr. Kelly 
revealed himself as an orator. He was 
for many years a school teacher and 
only recently went into the insurance 
business. He said that the local agent 
is a human being in need of help and 
instruction. He needs encouragement 
and not odious comparisons with what 
others are doing in more favored and 
larger communities. He said that the 
field man is too much inclined to take a 
superior attitude with the new or small 
town agent, who needs whatever assis- 
tance the field man can give him, more 
by far than does the large city agent. 
Mr. Kelly made a moving plea for the 
new agent in the business and the man 
who is located in a small city away from 
al! sources of inspiration and hence very 
dependent upon the visiting field men. 
Mr. Kelly’s eloquence was quite unex- 
pected, and he was given an enthusiastic 
round of applause. 





NEEDED LEGISLATION FOR 
INSURANCE OUTLINED 
(CONTINUED FROM PAGE 3) 
qualification law. It would, in itself, be 
a very good qualification law. The 
companies would see that the persons 
selected as agents possessed the proper 
qualifications without the formality of 
an examination by the insurance depart- 
ment of the state. That is the safest 
gamble I know of. Such a law will dis- 
courage rebating more than any anti- 
rebate law will. 

Other needed legislation is an amend- 
ment to the laws pertaining to recip- 
rocals or interinsurance exchanges. The 
law as it now stands provides that the 
attorney-in-fact may be a corporation. 
What we need is an amendment to that 
law striking out the clause permitting 
the attorney-in-fact to be a corporation 
and we want another amendment which 
will compel every reciprocal or inter- 
insurance exchange to have the words 
“reciprocal” or “interinsurance exchange” 
as part of the name under which it does 
business. It should also provide that 
the name of the attorney-in-fact be 
printed in letters of not less than one- 
quarter inch size on the face of the con- 
tract which it makes with its subscribers. 





CONVENTION NOTES 


At the opening session a telegram of 
greeting was read from Walter H. Ben- 
nett, secretary of the National Associa- 
tion of Insurance Agents, and Frank M. 
Chandler, associate manager of the Em- 
ployers Liability at Chicago, who at- 
tended last year’s convention at Water- 
loo and at that time proposed the 
inauguration of an Iowa Insurance Day. 

x* * «* 

About half of those who attended the 
meeting stayed at Cedar Falls and the 
other half at Waterloo. The two cities 
are only seven miles apart. The hotel 
at Cedar Falls could not handle the 
entire crowd, and the overflow, there- 
fore, was housed at Waterloo, where last 
year’s convention was held. 
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FORTY-FIFTH ANNUAL STATEMENT, 
JANUARY 1, 1928 


ES gg | er ee ee $ 500,000.00 
RESERVE (Unearned Premium and All ¥ 

NY ROEM op os sida t apins 94950 doe eed 3,171,911.67 
NET SURPLUS ... 


ey ee pe 1,368,594.84 
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SUMMARY OF ASSETS 
Loans (being first lien on real estate worth over double 
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ais coke SL dk vakaateden bine eenkcuadiowadeasadd $ 474,450.00 
Pr PR... ssinnuomeisbednevas<nsanenews 3,567,095.00 
re ep OO ME 5. ccccccccccetecebeorceccerecewes 561,101.06 
5 fj  * gS RRRORSSS EROS 393,103.71 
SED SRONUINET GU TUR on es csccccedessé ewcecdeocncce cocnece 44,756.74 
Comparative Exhibit  ateananets 
rs’ 
Year Assets Reserve a - 1 
1883 $ 105,941.37 $ 2,986.18 $ 102,915.19 
1884 116,584.91 11,159.42 105,425.49 
1885 125,549.66 18,308.82 107,240.84 
1886 145,082.63 25,667.54 119,415.09 
1887 160,343.13 29,921.91 130,421.22 
1888 129,718.87 27,896.98 151,821.89 
1889 213,295.93 46,147.61 167,148.32 
1890 236,254.41 47,595.31 188,659.10 
1891 263,423.08 49,741.98 213,681.10 
1892 283,846.21 57,732.02 226,114.19 
1893 301,631.88 64,374.41 237,257.47 
1894 313,409.34 68,234.63 245,174.71 
1895 333,665.52 73,040.23 260,625.29 
1896 351,537.02 78,859.75 272,697 27 u 1 te ) a 
1897 373,606.74 87,353.31 286,253.43 9 
1898 402,682.33 99,553.29 303,129.04 
1899 407,323.38 101,327.24 305,996.14 
1900 421,621.68 104,969.19 316,652.49 , 
1901 446,562.21 117,940.27 328,621.94 Forty-five years ago The Dubuque 
1902 511,081.86 158,955.34 352,126.52 Fire & Marine Insurance Company 
1903 552,979.83 176,506.38 376,473.45 began business with an authorized 
1904 601,079.65 195,461.15 405,618.50 capital of $25,000. From this ex- 
1905 645,140.20 212,468.87 432,671.33 tremely modest begining in the then 
1906 728,209.88 268,237.85 459,972.03 pioneer state of Iowa the Dubuque 
1907 1,058,034.84 590,618.63 467,416.21 under the guiding hands of substan- 
1908 1,093,546.87 591,521.42 502,025.45 tial business men has shown con- 
1909 1,176,480.56 651,183.00 525,297.56 sistent progress. 
1910 1,301,521.42 768,158.20 533,363.22 ‘ ; 
1911 | 1,363,468.30 | — 809,161.36 554,306.94 cane, a ees See 
257) c e pital of five hundred thousan 
1912 1,474,707.49 870,561.83 604,145.66 dollars and a net surplus of over 
1913 1,603,255.54 984,487.42 618,768.12 one and a quarter million dollars. 
1914 1,648,409.74 1,024,371.55 624,038.19 
1915 1,816,466.14 1,165,252,92 651,213.22 Perhaps to some of the old timers 
1916 2,009,291.54 1,295,366.59 713,924.95 it will seem hardly possible that 45 
1917 2,137,815.23 1,420,232.78 717,582.45 years have elapsed since the 
1918 2,397 ,202.25 1,632,115.10 765,087.15 Dubuque was brought into being 
1919 2,727,156.87 1,868,887.79 858,269.08 To others the fact that the Du- 
1920 3,077,945.50 2,098,909.12 978,976.38 buque is such a time tested com- 
1921 3,254,863.09 2,132,809.09 1,122,054.00 pany may come as something of a 
1922 3,507,212.00 2,207,647.17 1,209,564.83 surprise. Yet here we are at our 
1923 3,681,928.58 2,358,864.24 1,323,064.34 forty-fifth milestone and anxious as 
1924 4,047,145.44 2,475,170.61 -1,571,974.83 always to hear from good insurance 
1925 4,241,332.15 2,632,804.13 1,608,528.02 men. 
1926 4,615,00t.50 2,906,293.96 1,708,707.54 
1927 5,040,506.51 3,171,911.67 ; 1,868,594.84 
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Doozoows 






Gowns BOIDs 
Dhobugose, Waves 





IOWA AGENTS CONVENTION NUMBER 


ORGANIZED 1883 
a. Webster defines ‘‘character”’ 


as ‘‘the sum of qualities or fea- 
tures by which a person or 
thing is distinguished from 
others.”’ 
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We believe it describes the Security Forty-four Years 


Fire in its relations with its agents 


all of whom we thank for Successful 
Record 











CONTRACTS and CONTACTS 


Appealing Chances for District Managers and Gener- 
al Agents. 











- - - - - Attractive Openingsin - - - - - 


Iowa, Illinois, Nebraska, Oklahoma, Missouri, Texas, 
Colorado, Arkansas, North and South Dakota, Mich- 
igan, Minnesota and Kansas. 





A Virile, Quarter Century Old Life Insurance Service 
Institution. 


- GUARANTY LIFE INSURANCE COMPANY 


| DAVENPORT, IOWA L. J. Dougherty, Vice Pres. 
































